





HARDWARE 


PUBLISHED EVERY OTHER THURSDAY 


SEE the BUYING CHECK LIST on page 90 October 20, 1960 


UNION ANNOUNCES 
NEW LINES, NEW TOOLS, 
NEW SALES DISPLAYS 


Early order guarantees price protection up or 
down, earns an extra 5%. 

Green Thumb has more than ever to offer you this 
season . . . more new tools wanted by home gar- 
deners, new floral rakes, serrated edge hoes, new 
lawn rakes, many other profitable new items .. . 
Five new self-service merchandisers, national 
advertising. 

Send for new Catalog 30, showing complete 
garden and farm tools, RAZOR-BACK and new 
RAZOR-LITE shovels, new line of UNION and 
ATLAS industrial tools. Order Spring needs from 
your wholesaler before November 15 for biggest 
guaranteed profit. 


GTR-30 ‘SPOT’ MERCHANDISER 
ideal for small space: 
Displays 30 fast turnover tools in 

2x3 ft. space. 

Complete with 30 Green Thumb 
tools, as shown. Ask your whole- 
saler for our special price. 
YGR-30: Same rack, in Yard ‘n 
Garden colors, with 30 Yard ‘n 
Garden tools, Ask your whole- 
saler for our special price. 

GTW ‘Profit Maker" 
Hangs on either end of large 
TI-S2 Merchandiser or on peg- 
board wall, or stands on counter. 
Self-serves 36 Green Thumb small 
tools. 

Complete with balanced stock of 
small tools, as shown, at a special 
price. Ask your wholesaler. 


*, 2 GTC DISPOSABLE 

| ik “SELF-LIQUIDATOR” 

~ y* in white gloss craftboard display, 
’ with 36 small tools, also available. 


PLACE YOUR 


S Green Thumb 


ORDER NOW 


THE UNION FORK & HOE CO. 
Columbus 15, Ohio 
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NEW No. TI-52 MERCHANDISER WITH 52 LONG-HANDLE GREEN THUMB TOOLS. AS 
SHOWN ABOVE. PROVIDES A BALANCED BASIC STOCK AND THE DISPLAY THAT GUAR. 
ANTEES MULTIPLE SALES — ALL AT A SPECIAL PRICE. ORDER FROM YOUR WHOLESALER. 


Newest and best. Self-services up to 80 Tools “stay put” when the display is 
long-handle garden tools in 22 x 4 ft. being moved. Every tool is easy to see 
Also provides space to hang new GIT'W and to remove. Promotes impulse buy- 
rack of 36 small tools at either or both ing and multiple purchases of matching 
ends ... The unit is mobile and stable. Green Thumb tools, 


R-W “LOCK JOINT” TRACK AND 
HANGERS 


Designed for doors of all sizes and weights up 
to 3000 Ibs. Finished in long-lasting, weather- 
proof gray enamel. Hangers furnished with rust 
and corrosion resistant Cadmium Plated trucks 
for lifetime service. Track and hangers available 
in a wide range of sizes to meet your exact needs. 


R-W 

WEATHERPROOF 

BARNDOOR 

TRACK AND 

HANGERS 

The favorite of farmers 

everywhere ...R-W 36 

self-cleaning track is 

weather and bird proof. The R-W 423 hangers 
feature roller bearings, lateral and vertical ad- 
justment for easy dependable operation and 


rust and corrosion resistant Cadmium Plated 
trucks. 


R-W “EaR-Way” 
TRACK AND 
HANGERS 


For sliding doors weighs 
ing up to 200 Ibs. Track 
has ears spaced on 12” 



























































R-W offers the proverbial “horn-of-plenty” from which you can 
obtain a complete line of standard hardware items plus a diversified 
line of hardware specialties. Many items you will undoubtedly want 
to stock ... others, because of their special applications, you will 
want to buy only on customer request. In either case, R-W offers a 
prime source for those important hardware specialty items that will 
earn many dollars of ‘‘added-profits” each year. The next time you 
receive a customer request for a hard to find hardware specialty 
item, look in your R-W catalog—your “direct-line” to “profit-plus”’ 
hardware specialties. 


MANY OTHER R-W HARDWARE SPECIALTIES AVAILABLE... 


@ Industrial and commercial doors of all @ Fiush Pulls, Bow Handles, Stay Rollers, 
types Floor Guides, Handrail Brackets 
@ Sliding Door Hangers and Track ® Studding Sockets and Concrete inserts 
@ Fire Doors and Fire Door Hardwore @Door Closers, Fire Station Bolts, 
@ Fusible Links Cremone Bolts 
®@ Hinges of all types @Electric Operators for Doors and 
@ Panic Bolts, Door Bolts, Latches, Hasps Gates 
and Catches for doors and gates ® Airplane Hangar Door Equipment 


LT Richards-Wilcox. 


MANUFACTURING COMPANY 


"A HANGER FOR ANY DOOR THAT SLIDES" 


centers for wall attachment. Bosses hold track 
away from buiiding ... permits air circulation. for your free copy of 
Hangers have Ball Bearings, vertical and lateral the R-W Catalog No, 
adjustments, and Cadmium Plated trucks. A-400, 


310 W. THIRD STREET * AURORA, ILLINOIS 





YALE PRESENTS 
DEALS! DEALS! 
DEALS! ; 


THE — At a [sine 











SENSATIONAL YALE bi Bic YALE GM-2 
PADLOCK DEAL! NIGHTLATCH DEAL! 


You sell 36 Yale Padlocks for $36.48 , $70.68 


You sell 6 nightlatches for 
Your cost is 
Your profit is 


BANG-UP YALE FM-1 
CABINET LOCK DEAL! 


You sell 21 cabinet locks for $35.90 
Your cost is 
Your profit is 


Your cost is 
Your profit is 


All deals include the eye-catching displays shown 
here. Order now through your jobber or write The 
Yale & Towne Manufacturing Co., Lock and Hardware 
Division, White Plains, New York. 


YALE & TOWNE 


YALE—Reg. U.S. Pat. Off. 
Want more facts? Circle 101, p. 105 
HARDWARE AGE, October 20, 1960 © 3 





FULL LINE! 


AMES 


] / jf 4 
A 7 a 


GARDEN SHEARS e SHOVELS « SPADES « RAKES « TROWELS « PLANTERS 
CULTIVATORS « ROTARY SHEARS 


Want more facts? Circle 102, p. 105 
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it's no trick 
to make chain sales 


acco-pan 
a> & - 
BBB COM CHAIN 
oe; 


Display ACCO Extra-Bright 


Zinc Plated Proof and BBB Coil Chain 
in Pails or Drums 


e Your whole chain sales picture will brighten when you display acco Proof 
Coil Chain and BBB Coil Chain with the new Extra-Bright Zinc Finish. So 
sparkling and so different is this chain, that it actually sells itself. For 
instance, it’s the kind of chain that will catch the eye of the customer who is 
looking for a mooring line for his boat. Home owners will see many practical 
uses for it such as closing off the driveway or hanging potentially dangerous 
tools out of reach of the children. 


Whatever the end use, your customers will be well pleased with the new 
Extra-Bright Zinc Finish these two popular chains ~ffer. A durable protec- 
tive coating bonded to the chain surface, it is highly resistant to rust, stain, 
and tarnish. Stays bright long after standard zinc finishes turn dull and 
dirty looking. 

Extra-Bright Zinc Proof and BBB Coil Chain is put up in two new 
ready-to-use containers for the convenience of customers and clerks. You 
can choose from sturdy, reusable steel Acco pails, or attractive Leverpak 


fibre drums if you order larger quantities of chain. 
*Registered Trademark, Continental Can Company 


coanorronemwver | AMERICAN CHAIN 4s<0 
Contact your American Chain ~ CA 


distributor for complete informa- : American Chain Division * American Chain & Cable Company, Inc. 
tion about these items or write © Bridgeport, Conn. * Factories: *York and *Braddock, Pa. 

. S Sales Offices: *Atlanta, Boston, *Chicago, *Denver, Detroit, *Houston 
our York, Pa., office for your a *Los Angeles, New York, Philadelphia, Pittsburgh, *Portland, Ore., *San Francisco 
copy of free literature | *Indicates Warehouse Stocks 


Want more facts? Circle 103, p. 105 
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Editorial 


by W. A. Phair 


Who’s downgrading . . 


One of the best ways to cut your own throat is to under estimate 
your competition. This is just as true in business as it is in sports. 


It is quite human to feel that our competitors are no good, and 
that we, alone, are honorable and progressive. [It’s quite normal to 
feel this way, but before we tell this to anyone else, we want to be 
darn sure we are right. 


You will find hardware dealers who believe that hardware stores 
carry quality merchandise, but that the competition, such as depart- 
ment and variety stores, carry only cheap stuff. 


Is this true? I don’t think it is. If you will take the time to care- 
fully check a number of department stores and variety stores, espe- 
cially the so-called 5 & 10¢ type, you’ll find them handling a surpris- 
ing number of high quality hardware lines. 


I received a note just the other day from a manufacturer comment- 
ing on the fact that one of the larger variety chains was developing 
into a big buyer of this firm’s top quality line. At the same time, 
this manufacturer reported, hardware store outlets for these tools 
were buying larger volumes of the low end line. These trends were 
disturbing to this tool company, because the hardware store in the 
past has been their primary outlet, and the emphasis has always been 
on quality tools. 


What is happening? Well, for one fact, there is a definite trend 
among department stores and variety outlets to upgrade their lines. 
Efforts to meet discount houses by emphasizing low price lines have 
been expensive and accomplished little. On the other hand, the dis- 
count house has also been forced to quietly, but steadily, upgrade 
their lines. 


The use of loss leaders and promotional items is still the primary 
customer bait of the discounters, but when the customer gets into 
the store he is exposed to quality lines, as well as low end lines. 


Underlying this effort to upgrade lines are two important facts. 
One is that the average consumer, given a suitable choice and a 
reason, will most frequently buy a quality item. 


The second reason is simple economics. It costs no more to ware- 
house, promote and display a $2 tool than a $1 tool. But the return 
on the $2 tool is much greater than on the cheaper item. Hence, the 
more $2 items that are sold, the better the over-all profit. 


I think we all understand why hardware stores have become inter- 
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Editorial 


continued 





ested in pushing low priced goods. It has been a defensive gesture. 
But has it been carried too far? Are we putting too much emphasis 
on low prices? If these other outlets upgrade their lines, and we 
continue to downgrade, don’t we run the risk of being looked upon 
as the outlet for cheap, low profit stuff? This could be disastrous. 


The promotional item has its place in your selling plans, but let’s 
be very careful that we don’t carry it so far that it backfires. 


Do you speak up... 


Did you ever notice that when you get a group of hardware dealers 
together, there is never a problem of keeping the conversation moving. 
There’s always plenty to talk about, and the average dealer is quite 
vocal at these times. 


But, when the dealer leaves a meeting and goes back to the store, 
he suddenly turns into a clam. It’s almost impossible to get him to 
talk out about the many things that are happening in the hardware 
trade. 


The consequence of this is that whenever something new happens 
in the trade, everybody is heard from... but dealers. In the absence 
of dealers’ opinions, decisions may be made that are not in his best 
interests. When this happens, no one can be blamed but the dealer 
himself. 


No one can do this speaking out for the dealer. There is no sub- 
stitute for influence exerted directly by the dealer. No one else, no 
group, can speak for him as effectively as he can speak for himself. 
The dealer is a tremendously important man in our industry. He is 
the foundation of the whole structure. His opinions should be known 
in every discussion. 


When you ask a dealer why he doesn’t speak out with greater vigor, 
he’ll tell you he is so busy he just can’t find time to write letters or 
go to meetings. 


There is no question but that a dealer is a busy man; but so are 
other folks. Time spent in protecting his interests and in making 
his views known is so important that time must be found to do this. 


How does a dealer get on record? There are many ways. Writing 
to HARDWARE AGE is one good way. We are happy to publish letters 
of general interest. Your letters are always welcome in our office. 
You can also express your opinions directly to manufacturers and 
wholesalers, and through your local newspapers and at local meetings. 


There are many ways of speaking out; take advantage of them. 
As a dealer, you are a very influential part of the hardware industry. 


Make certain your views are known by speaking up. 
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Ring up more quick sales 


with Zin hardware 


Modern, streamlined merchandising is an in- 
tegral part of today’s busy hardware store oper- 
ation. National Manufacturing Co. is constantly 
on the alert for new and better ways to package 
hardware—the new Serv-A-Pac is a good ex- 
ample. National’s Serv-A-Pac is convenient for 
you and your customers... just cut open the 
corrugated box and you have a practical counter 
merchandiser, complete with Picto-Graphic label 
that tells exactly what’s inside. 


Join the swing to National hardware. Write for 
free catalog. 


NATIONAL NO. 101 MERCHANDISER 


Designed for use with National's Visua/ Pacs and 
Picto-Graphic cartons to give maximum display value 
in minimum floor space. Stimulates impulse buying. 
The versatile No. 101 Merchandiser can be used at the 


x ' 
_* NATIONAL MANUFACTURING CO. Sy patie taveas oeettiapiae. Wks tucker te tease toe 
30010 First Avenue Sterling, Illinois you can put this profitable merchandiser in your store 


Want more facts? Circle 
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A SUMMARY OF EVENTS THAT WILL AFFECT YOUR BUSINESS 


A judgment of Sunday Sales... 


The Supreme Court is ready to take a long look at Sunday Blue 
laws. Outcome will be widely felt. Docket for the high court’s 1960- 
1961 session includes five cases involving state laws which prohibit 
merchants from doing business on Sunday. Growth of suburban 
shopping areas in recent years has made it profitable for some 
merchants to remain open seven days a week. The cases challenge 
laws stemming from colonial days. Court is expected to set a guide 
for state and local practice. Dealers should watch this. Sales pat- 
terns could be effected in your area. 


Goodwill? What's it worth... 


If you are thinking of selling your business, and wonder if cus- 
tomer goodwill can be included as a business asset, here is help 
from the Internal Revenue Service. IRS says that if your business 
is entirely dependent upon your own special skills and qualifica- 
tions, you may not include goodwill in the sale. If, on the other 
hand, your own skills or personal characteristics are not essential 
to the success of the business, you may sell goodwill, even if you 
do not sell your firm’s good name. 


Statistics favor toys ... 


Sale of toys in the coming holiday season should hold well ahead 
of last year, according to the Department of Commerce. Census 
figures indicate increases in numbers of children in most toy age 
groups. Consumer income is also up, so that buying should reach 
new highs. Department analysts point out that toy sales have al- 
ways run close to census and income figures. Imported toys will 
claim a bigger share of the market this year. But experts say in- 
creased sales of all toys should spell profits in both domestic and 
foreign made items. 


More imports possible .. . 


Some widening of imports now seems likely. The State Department 
says it is too soon to tell what tariff cuts the U. S. may have to 
make as a result of Geneva talks between member nations on the 
general agreement on trade and tariffs. It is expected that some 
cuts will have to be made, meaning increased imports of some items. 
List to be discussed includes many hardware store items such as 
tools, building supplies and appliances. Current talks are to deter- 
mine average import duty rates of member nations. Dickering 
over reductions will not get under way until the first of the year. 
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BASIC MEASURING TOOLS 
BEY sc MeN 


TARGET 
BARE? 


_ Sung 


BASIC MEASURING TOOLS 


~~ on BANNE iam 


FILLER 
UP. .. 


te keep sales moving fast on all items 


“We have to refill our Lufkin Turnover Target 
every week,”’ reports Tennant Bros.,’Tampa, Florida. 
Lufkin measuring tools are that popular. And a 
well-stocked display keeps sales moving. Other 
dealers report: 


“It’s doubled our business... proved that stuff 
kept under the counter is wasted money.” 
‘‘Turnover up 70%... and I’m using less space.”’ 
‘“‘My turnover has more than doubled.” 

LUFKIN’S EXCLUSIVE SELF-SERVICE CENTER for 
all types of popular measuring tools sells them on 
sight. Join the dealers who are now cashing in. If 


you don’t have a Lufkin volume-building Turnover 
Target, call your wholesaler for information. If you 
do have one, keep it stocked. You’re losing sales 
when you don’t. 


WHY STOCK TWO 
WHEN ONE WILL DO-—/F IT'S... 


UF KIN 


SAGINAW. MICHIGAN 


Want more facts? Circle 106, p. 105 
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HARDWARE BUSINESS 


OUTIOOK 


TRENDS AND FACTS TO HELP YOU PLAN FOR THE FUTURE 


Holiday opportunity .. . 


The outlook is for a 5 to 10 per cent increase in Christmas sales. 
Many factors lead to this prediction. Higher-than-ever payrolls 
leave consumers with more money to spend. Their buying con- 
fidence continues high. Commodity prices are holding firm. In 
addition, many incomes will be bolstered by a total of $1.5 billion 
in Christmas Club money. If your sales have been off, now is the 
time to take action to bring them up to par. If your sales have 
been up, this is your chance to grab increased sales and profits. 


Consumer's buying plans. . . 


Consumer purchases of durable goods in future months will be 
about the same as the current pace, according to present indications. 
The Federal Reserve Board, in a new survey, finds little change 
from consumer plans of a year ago in buying new or used cars, 
refrigerators, washing machines and TV sets. These items tend 
to give an accurate reflection of consumer’s plans for buying all 
types of household equipment. The University of Michigan’s Sur- 
vey Research Center, in its survey of buying intentions, also finds 
consumer’s attitudes toward their personal finances and buying 
plans are about the same as in May of this vear. 


Consumer prices will hold .. . 


You can make your future buying and management plans with 
reasonable assurance that consumer goods prices will remain stable. 
Probably for the next few years. Predictions of a relatively stable 
price index come from government and industry economists, based 
on recent trends in the cost of living index. The index has shown 
cenly slight changes, due largely to the usual seasonal supply and 
demand of products. One significant factor in favor of stability 
of prices comes from auto manufacturers, who have priced the new 
models to match or sell below year ago models. 


Start 1961 plans early ... 


Current trends set the way for dealers to start making plans for 
early months of 1961. About this time of the year, business ex- 
perts take a long, hard look ahead and predict what business will be 
like. These predictions are the broad, overall forecasts. These 
should be studied for clues, but also make an appraisal of your own 
immediate market area. Weigh the local events that are likely to 
affect your sales and profits. For instance, will there be any in- 
crease in new homes, factories, employment, payrolls, etc., in your 
community? Apply these factors to the national picture and tailor 
your plans to fit the result. 


... turn to page 148 for more news of How’s the Hardware Business. 
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good start for good profits 


PRIZER-WARE 


PORCELAIN CAST-IRON 


STARTER SET 


$1895 


REG 


$2375 


REG 


PRIZER-WARE 


READING, PENNSYLVANIA 


Want more facts? Circle 107, p. 105 


2 Customer-Preferred Colors 
Turquoise—to retail at $18.95 
regular $22.15 


White with green ivy—to retail at $23.95 
regular $26.95 
6 Customer-Preferred Pieces 


1 qt. casserole 

] qt. saucepan 

1 cover to fit saucepan and casserole 
1 914 in. skillet 

1 cover to fit skillet 

1 trivet to fit all utensils 


@ This new Starter Set package solves your 
display problems! Each carton contains 


four printed discs: two with prices, 

two with gift suggestions. Use them to spur 
impulse purchases. This easy-to-display, 
easy-to-store carton is a sales clincher! 


ORDER NOW FOR ASSURED PRE- 
HOLIDAY DELIVERY. 
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MERCHANDISING 


newsierer 


A REPORT TO HELP YOU MAKE BETTER LONG RANGE PLANS 


WHY DISCARD BASIC STAPLES IN THE GLITTER OF HOLIDAY PROMOTIONS? Predic- 
tions of a good holiday sales season highlight the trap that many 
dealers fall into. Underplaying staples, which could reach high 
points for the year, to concentrate on high priced glitter goods 
is a waste of profit. Waxes, cleaning sundries, cookware, cutlery, 
and indoor paints are good examples of holiday staples needed when 
"company's comin'." Why not exploit "company's comin" " as a fall 
promotion theme in ads and displays? 





























PROMISE THE MOON IN YOUR ADS. It's dangerous, no matter who 

writes the copy. Often overlooked is fact that no matter who gives 
out product data, you are responsible. Fresh on heels of paint 
fraud excitement (see HA, Sept. 22, p. 374), other promotions are 
under fire. Examples: "13 cu ft freezer" that measures 135 cu ft 
including motor and housing, not usable space. Also, blue-sky 
claims of enameled aluminum siding that will “last for life," 
etc., are being looked at carefully. Experts emphasize that be- 
lievability is basic to good copy. Your trade may be smarter than 
you think. 
































FIGHT THE "BIRDS" WITH SERVICE. Sharp dealers are looking more to 
Servicing as a potent selling tool for better power mowers. Why? 
sales this past year showed a definite trend toward better qual- 
ity. Second and third-time mower buyers are more sophisticated. 
They want something more than "cheapies" offer. The feeling in the 
trade is the best way to fight cheapies now is to dramatize ser- 
vice facilities and convenience. Some 16-17 million mowers in use. 
More dealers are planning to push service, especially this winter. 
service can be a strong profit operation as well as a basic sales 
development tool. 



































CREDIT PROGRAMS under SCRUTINY. State agencies are becoming more watch- 
ful of merchants who skirt usury laws and violate other legal 
controls on credit. It's wise procedure to keep posted. You may 
unknowingly be violating state law. A booklet, "Know your rights," 
will reach 400,000 consumers in California. It explains gyp tac- 
tics. It also covers legal interest rates to curb unscrupulous 
competitors. Look for other states to follow suit. How can you 
protect yourself? Spell out terms, charges, repossess clauses in 
boldface type. Don't gamble with goodwill. 
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Simply Superb! Simplicity with a capital "S.” Yl Wallace “first” that assures the loveliest lustre 


This is North Shore—setting an exciting new on the market. Heavyweight, graded, solid stain- 
trend in stainless style...and in your sales. Clean- | we wet less steel is crafted the Wallace way —for perfect 
lined and streamlined, North Shore is a happy d a La balance and uniformity in every piece. All this plus 
marriage of traditional and modern... witha fj . j : | , . | smart-set packaging. Stock up now with this 
bright new touch: new Deep Glo finish, another | “= newest sales leader—North Shore by Wallace! 





24-pc. SET, service for 6 only $24.95 retail in monogram chest 


WUV/ALLACE wv | STAINLESS 


A DIVISION OF WALLACE SILVERSMITHS AT WALLINGFORD, CONN. SINCE 1835 
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thousands of dealers are cashing 


ELECTRIC RUG BRUSH 


You can, too... 


Mr. Dealer! Let Glamorene show you an 
arithme-trick or two that adds up to new 
steady income...more old and new de- 
lighted customers for you! One Glamorene 
Electric Rug Brush and...you’re in a 
brand new business with no additional 
overhead! 


It’s simple arithmetic! 
Each Glamorene Electric Rug Brush 
gives you a profit of more than $5 
on every daily rental: 


Daily Rental Charge 2.00 


Average Rental sells 2 gallons 
Glamorene Dry Cleaner for Rugs— 3 18 
with 40% profit for you = 


Your average gross profit per rental 5.18 
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» with O/OMMOLEM 


The Glamorene Electric 


Rug Brush 


Rental Program gives you... 


e the only appliance that professionally dry-cleans rugs for 


home, office, club, motel, etc. 


the easiest new source of steady income you’ve ever known! 
Already hundreds of dealers are keeping 2 to 3 Rug Brushes 


in constant daily rental use. 


a complete eye-catching Rental Promotion Kit supplied by 
Glamorene for your store: window streamers, lapel buttons, 


folders, advertising mats...plusa 


colorful, self-selling 


display stand—PLUS TV, Radio, and local co-op newspaper 


ads with dealer listings! 


The Glamorene Electric Rug Brush weighs only 14% lbs.— 
performs like professional equipment weighing up to 250 lbs.. 


dry cleans a 9 x 12 carpet area in minutes! Full 12 month warranty. 


DEALER COST, MODEL 404, ONLY $39.95—RETAILS FOR $59.95 


Glamorene Dry Cleaner 


for Rugs 


e the world’s most famous, most efficient dry cleaner for rugs... 
cleans thoroughly without wetting. 


e rated tops by Reader’s Digest. Rated best for home use after 
1,000 tests of 100 products by York Laboratories. 


YOUR GLAMORENE DISTRIBUTOR CAN GIVE YOU IMMEDIATE DELIVERY! 


Fa im "YOURSELF 
7 a TES | | 


easy even é 
 Shiid can do tt 


, sprinate on 
pause IN 


5 vacuum OFF ae 


FREE DISPLAY! 


This traffic-stopper HOME 
RENTAL SERVICE dis- 
play unit...tells the whole 
Electric Rug Brush 
RENTAL STORY—sells 
the rentals for you, with no 
effort! 


CENT-Sational! 
1¢ Rental Offer! 


You can stir up plenty of 
excitemeat, store traffic and 
extra business with a 7-day 
special offer of 1¢ PER DAY 
RENTAL of the Glamorene 
Electric Rug Brush (write 
for details) ...and still make 
your full profit. 


FREE MERCHANDISE! 


BONUS-OFFER NO. 1 


With purchase of Glamorene Electric Rug 
Brush... you get a FREE bonus of a full 
case of Glamorene Dry Cleaner for Rugs, 
gallons. (list price $15.92) 


BONUS-OFFER NO. 2 


With purchase of any 5-case assortment 
of Glamorene Dry Cleaner for Rugs, Glam- 
orene Oven Cleaner, Glamorene Liquid 
Shampoo, Glamorene Rug Shampoo’er (6 
per case), Glamorene Upholstery Clean- 
ing Kit... you get a FREE bonus of a full 
case of half gallon size Glamorene Dry 
Cleaner for Rugs, (list price $14.94). 


GLAMORENE, INC. e 175 ENTIN ROAD e CLIFTON, NEW JERSEY 
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‘Lhe: 1s A Hum-Bus 


It makes lots of noise... buzzing around with high-sounding claims. 
But that doesn’t fool Customers for long. They’ve been stung by a 
Hum-Bug too often. They go for a Product whose Name they vow. 























us DETECTO 


Customers know this name...and know there’s no Humbug about 
it. For 60 years they’ve looked to it for quality...Styling... Perform- 
ance. Half your selling-job is done by the Detecto name alone! 


ESPECIALLY FAST-MOVING AT HOLIDAY TIME! Send for information on entire Detecto line ...exciting new scales and 
hamper ensembles with built-in quality features for higher markups, higher profits. Shown above: the new Detecto Luxury 
Ensemble, with color-matched Detecto ‘99° Scale. Detecto Scales, Inc., 540 Park Avenue, Brooklyn, N.Y. 





For information, write Detec to by contact: Baltimore, Md.: A. Littlejohn »* Birmingham, Ala.: R. Custred « Boston, Mass.: J. McElroy * Chicago, Ill.: W. Jacobson * Cleveland, Ohio: Myers & Co. + Dallas Texas D. U, 
Parker * Denver, Col.: Archibald & Millie » Kansas City, Mo.: O’Connor-Sawyer & Assoc. * Los Angeles, Calif.: J. J. Firestone * Memphis, Tenn.: T. J. Carroll « Miami, Fla.: J. W. Robertson * New York: J. Goldner, 
F. Dau bs Oak Park, Mich.: Phil Entin * Oklahoma City, Okla.: T. L. Gooch »* Rochester, N. Y.: H. N. Metzger * San Francisco, Calif.: Wagener & Swanson « Seattle, Wash.: P. N. Smith * Toronto, Canada Diwalt Sales 


Want more facts? Circle 110, p. 105 A Want more facts? Circie 111, p. 105 > 
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Just the Gift Item for a nation 
that’s drinking more tea every day 


We're tea drinkers—and coffee drinkers—that outconsume the 
wildest estimates of a decade ago! Think of all the cups, glasses 
and thermos bottles of ‘instant’ tea, coffee, soup—that get 
made every day! 

It all means sales . . . of tea kettles. Are you getting your share? 
You can if you stock these lovelies by Revere... display ‘em... 
promote ‘em... as the handiest, dandiest gifts of all this Fall. 

See your regular supplier or write: Revere Copper and Brass 
Incorporated, Box 111, Rome, New York. 


Th hy) 
Z ll ° CATALOG NO. 2262— 


New Stainless Steel Tea Kettle with solid copper 
bottom $7.50 


Cat. No. 2220 2-qt. solid copper tea Cat. No. 2232 2-qt. solid copper Regency Cat. No. 2901 2'4-qt. solid copper 
kettle $8.50 tea kettle $9.50 Whistler $6.50 


Cat. No. 882 2-qt. solid Cat. No. 2250 2-qt. solid Cat. No. 2701 2'4-qt. solid Cat. No. 3501 3-qt. solid 
copper bottom, stainless steel copper bottom, stainless steel copper bottom, stainless steel copper bottom, stainless steel 


tea kettle $7.50 whistler $4.95 whistler $5,50 whistler $6.50 


Cat. No. 883—$8 75 


Cat. No. 885—$10.95 
All prices are suggested by the manufacturer and subject to change without notice. 





boating enthusiasts! 


Compact Cooking Kit—cat. No. 4900 


stainless steel—corrosion resistant Kit contains: 
@ 10” skillet 


® 5-qt. mixing bowl, usable as dishpan, skillet cover or oven 
@ 3-qt. covered sauce pan 
© 1%-qt. covered sauce pan 
e@ recipe book, list of recommended 
food and supplies for outdoor cooking 


$34.95 complete 
L- 


rad 


V4 { / P f 
hMM/ 
/ 1 6 


f 


Cat. No. 3200—New Revere Ware Set Cat. No. 2248 consists of: 
consists of: 


1-qt. covered sauce pan l-qt. covered sauce pan 
1Y%-qt. covered sauce pan T:) 95 2-qt. covered sauce pan 
7-in. french chef covered skillet : 


10-in. covered skillet 
$17.95 (if open s 


eee Kr Dia as it 


Cat. No. 4350—Patriot Ware Set 
1'2-qt. stainless steel canister- stainless steel—consists of: 
stainless steel beverage server 


All prices are suggested by the manufac- 
tock, would be $ 


turer and subject to change without notice. $21 95 (if open stock, would be $24.95) 


The Pre-Christmas sky will be bright 
with 75,000,000 REVERE STARS * 
Gow —- BRID A 


Better ~4 ee Parents 
: . : . . % 3 ee te ge ‘ 
} {¢ yt 1CS Bs 7 + Y Sars ie a ai < that S the total number of im- 
4 2 This Week a, Aan 


pressions Revere advertising will 
FA 


make this fall in the nation’s top 


magazines and in THIS WEEK 
in 42 cities. 


PP ISM: PPe deters een? <or>moRecdkece 


: 


HITCH YOUR WAGON TO THESE STAR 8S! 
See your regular supplier or write: 
REVERE COPPER AND BRASS INCORPORATED 
Box 111, Rome, N. Y. 





JUST ABOUT 


IS A CUSTOMER FOR FAST SELLING 











U.S Agents yNITED MIN 


VIEW- PACK PACKAGE 


contains 18 ft. roll of FOAMSTIK %” wide 


DOES 1001 USEFUL JOBS in the HOME, GARAGE, 
CAR, GARDEN, WORKSHOP, ON BOATS, IN 
OFFICES and PLANTS. For WEATHERSTRIPPING 
(used by professional window installers). To STOP 
RATTLES, DOOR SLAMMING, CUSHION HOUSE- 
HOLD and OFFICE MACHINES, QUIET CAR NOISES. 
To MOTHPROOF CLOSETS, CHESTS. To PROTECT 
CHINA, FURNITURE, WALLS — End SCRATCHES, 
BUMPS, SLIPPAGE. For VIBRATION-FREE TV and 
Hi-Fi SOUND. To INSULATE. 


SO EASY TO USE 


JUST PRESS ON WITH FINGERS 
No Moistening @ No Nails ¢ No Glue 
STICKS FAST INSTANTLY 
STAYS ON PERMANENTLY 


UNITED MINERAL & CHEMICAL CORP. 
| U.S. Agents | 
16 Hudson St. @ New York 13, N.Y. 
BEekman 3-8870 


< Want more facts? Circle 111, p. 105 
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NO NAILS. NO GLUE. JUST 


PRESS ON 


YOUR N 
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Or 


RETAIL 


q 
PEATER 


JUST ABOUT EVERY RETAILER who features high profit FOAMSTIK TAPE reports MORE 
and MORE SALES week in and week out, as more and more customers — and their friends 
— discover more and more valuable ways FOAMSTIK can serve them. They are aided in 
these “discoveries” by — TESAMOLL FOAMSTIK NATIONAL ADVERTISING 


~ pone Ia 
“ at eS oy, F ae 
=. } 2 


nine 


COUNTER STAND 
WIRE RACK 


FREE 


with each 36-pack box 


UNITED MINERAL & CHEMICAL CORP. Dept. HA-0I0 
16 Hudson Street, New York 13, N. Y. 


Send me FREE SAMPLES and full information on TESA- 
MOLL View-Pack FOAMSTIK Tape right away! 

Name Title 

Firm 


Address 


City Zone State 


eS ss ed 
Want more facts? Circle 112, p. 105 A 
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Call off the Dogs 


One of the junior clerks figured that since the Oxco #12 
Brush Merchandiser had done so well selling Oxco brushes, 
it might move some other stuff, too. Now, it’s so well hidden 
by odds and ends, it can’t sell much of anything. 


He overlooked two things. First, the Oxco Merchandiser was 
designed to sell brushes and sell brushes only. That’s the 
job it does and does well. Secondly, no other brush sells so 
well in hardware outlets as Oxco. 


We're al! in favor of keeping your Merchandiser stocked, but 
stock it with the things that move best . . . Oxco brushes. 
Follow the Turnover Handbook recommendations (except for 
unusual local conditions) and you'll sell the most brushes and 
make the most money. 


The Oxco #12 Brush Merchandiser features twelve of Oxco’s 
top sellers. If you manage a larger-than-average volume 
store, we suggest you investigate our #25 unit which effi- 
ciently handles twenty-five popular styles. Any questions? 
See your Oxco jobber. He has the answers. 


THE LINE THAT 


OX FIBRE BRUSH COMPANY, INC. 
felablsshed /§§4 


FREOCRICK MARTLANE 
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NEW! MOTORIZED! 
BRIDGE and BUILDING SETS os 


with gattery-Motored ELEVATO Piss ah. tes 


RS, CRANES, i 

i, We i 
DRAWBRIDGES, OVERHEAD CONVEYORS, Mos 
LOADING PLA a 


and many others! 


TO HELP YO 
U SELL T 
GREAT NEW fame TOYS. 


NEW! PRESTO- 
SPARKLE COL 
Oo 
AND GLITTER PAINT “on 


tne 





I 
960 King Features Syndicate 


ni 


Write for complete schedule of cities, stations and ery Rbk Sn ses: 
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tising support for you 


Toastmaster gives you 
everything you need to 
make the sale! Ex- 
ample: the Toastmaster 
reputation for unsur- 

beauty and de- 
pendability! Example: a 
complete line that enables 
you to trade up from one 
product to another when 
necessary! Example: 
Dramatic, colorful ads 
in leading national maga- 
zines. All this plus a con- 
tinuing program of sales- 
building promotions, 
deal opportunities and 
local advertising. 


NOW A TRULY COMPLETE LINE! 


“STAR-MIX” 2-SPEED BLENDER 


A. Model 10AIC (white)... ...$34.95* 
Model 10A1 (chrome)... ...$39.95 
RADIANT “INSTANT” HEATER 
«+ +»$14,95* 
AUTOMATIC “INSTANT” HEATERS 
C. Compact Model 981 
D. DeLuxe Model 9A2. 
FULLY IMMERSIBLE FRY PANS 
E. Model 8C} (stainless)... . ..$22.95* 
F. Model 8D1 (cluminum)..... 14.95* 
(Control & Covers extra) 
DE LUXE ALUMINUM FRY PANS 
with built-in thermostat 
G. Model 8Al (11”).. 
H. Model 8B1 (12”).......... 
(Fry Pon covers extra) 


3-SLICE TOASTERS 

J. Model 1C4 Powermatic... . .$34.95* 
K. Model 1C5 Automatic. ..... 29.95* 
CUP-A-MINUTE COFFEE MAKER 

L. Model 5D1............... $29.95" 
GRILL AND WAFFLE BAKER 

M. Model 2D3......... 

STEAM AND DRY IRON 

P. Made O08 5 oo. .5 
“FEATHERWEIGHT” IRON 

R. Model 4A4........ 

2-SLICE TOASTERS 

S. Model 1824 Automatic. .. 

T. Model 1B21 Automatic. . . 

U. Model 1816 Powermatic... . 


a eS 
risteee 


eee. ieee 
7 s 5 > 
ibd, AN yn 482, 


HOME HAIR CUTTING SETS 
V. 6 Piece Set (13A1-65)... . ..$10.95* 
W. 12-Pc. Set (13A1-125S)..... 17.95* 
9-Pc. Set (13A1-9S not 
ghewth..éciss cess, VSS 
“PORTABLE PLUS" MIXER 
X. Model 17A1 Hand Mixer only $19.95* 
Model 17 A1l-A3 Mixer & Stand $29.95* 
ELECTRIC CAN OPENER 
Y. Model 22Al1 (white) ......$24.95* 
Model 22A1 (chrome) ........$27.95* 
PUSH BUTTON “INSTANT” HEATER 
Z. Medel 9D1 and 9D2.......$39.95* 


*Recommended retail prices. 


more facts? Circle 115, p. 105 
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The TOASTMASTER 2-Slice Powermatic Toaster 


OUR Pp 
r> % 





THE ONLY TOASTER IN THE WORLD WITH 

AN ELECTRIC MOTOR THAT AUTOMATICALLY 
LOWERS THE BREAD, STARTS IT TOASTING 
AND SERVES IT UP FAST! YOpe ego” 
Know the features that make the sales . . . and you'll close more sales 

at better profit! Let’s look at the way this beautiful Toastmaster 


Powermatic toaster is made! It’s loaded with exclusive features, 
convenience features, quality features... all helping you sell! 


9) 
Ry 
wn 
« 
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NO LEVER TO PUSH! Bread lowers 
automatically. Pops up high when 
done... perfect toast every time. 


2-Slice Powermatic Toaster 
Model 1B16 $29.95* 
3-Slice 

Powermatic Toaster 

Model 1C4. . .$34.95* 


MATCHED AND BALANCED 
LONG-LIFE ELEMENTS 





“TORTURE -TEsTED~ life, more efficient 


SUMS. Pervids eat. 4 F ‘ _ | = ss u —.— 2S HEAT-ENGINEERED 
is f Be. ? - ; ] : ’ _ ae Z e ' OVEN Uniform heat 
form toasting without r a  ¢ — : distr’ bution in oven, 
streaks. An original j — a. —- | with scien- 
Toastmaster patent. r if are tific positioning of 

‘ ‘ | , i | ; bread, assures even 
**PROCESS-WOUND” Pact it 4 y : toasting. 
ELEMENTS. Mica ele- | eS) 





ments wound with 
Nichrome wire, close 
at bottom, further apart 
at top, to reflect heat 
for more uniform heat 
distribution. Process 
patented by Toast- 
master. 








OURABLE 
TRIPLE-PLATED 
FINISH 





TOAST CONTROL DIAL. 

Permits exact selection of 

shade you want. Toasting ac- ae co 

tion stops at any time by ws CRUMB TRAY 

pressing dial button, A Toast- 

master exclusive! cycle torture-tested. 
instantly 


" A Toastmaster * 
sivel 


Use this ad to train your salespeople. 


TOASTMASTER’S “INSIDE STORY” SELLS FOR YOU For extra copies, write direct to Dept. HAI00 
Toastmaster’s “‘inside story”’ is the strongest selling story ® 
an appliance salesman can tell a customer. It’s a story of ° oO a $ q A ey $ a f= es 
exclusive features, superior construction, and matchless : ° ; 
quality that no other appliance manufacturer can dupli- tiibt, Me lotliie 


cate. This is the sort of product ammunition that makes —“Pocguthacnat tts cntennaltdaiiieniats oh Gnitieantmineia Meili 
sales! This is the way you can offer your customer proof Elgin, ll., and Oakville, Ont. © 1960 
of Toastmaster’s Traditional Quality. Use Toastmaster’s WAGRAWE 


ae Se" TOASTMASTER DIVISION : Good Housekeeping 
‘inside story’’ to work sales magic in your store! McGRAW-EDISON COMPANY Usher 2s sommes 
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EVEREDY 


Priced Low for fast turnover! « High style STOPS ... and SELLS ... traffic! 


EVEREDY’S complete line of top-selling Housewares has 
the expensive look, the luxurious air that makes every item 
look like more money! And EVEREDY gives you more — 
in sales, turnover, profits —- more in promotional value! For 
more business .. . for plus sales... see EVEREDY! 


LAZY SUSAN 8880 


Exciusive Candlewick glass design with spacious chrome-covered bowl 
and unique Lucite crystal knob. Made and priced for fast turnover. 


"TATER BAKER 8590 


Unusual top-of-stove oven. Works like oven but uses only 1/12 the heat. 
Bakes potatoes, warms buns, etc. A hot profit item... over 1,500,000 
sold! 


King Size KAKE-SAVER 9910 


Modern fluted glass plate, grooved to hold gleaming chrome cover, 
footed for easy lifting. An attention-getter that looks like more money! 


INFRA-RED BROILER 8970 


Just like charcoal broiling. Gleaming chrome finish — easy washing. 
Heat-resistant feet and handles. 


SEAMLESS SQUARE KAKE-SAVER 9915 
Sculptured, glistening chrome with ebony black knob and fluted crystal 
glass plate. An item with real sales appeal. 


SEAMLESS CHROME CANISTER SET 8830 


First and only deep-drawn seamless chrome canisters. Chrome stays 
bright. Nodirt-catching crevices; permanent lettering, ebony black 
knobs. 


THE HOT sacs MAKERS COME FROM (agi, > 


THE EVEREDY COMPANY » Frederick, Md. 
CRAFTSMEN IN CHROME «+ COPPER « STAINLESS 
5 
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Tle acm aiies ...PDQ! 


PPG announces all-new 
1961 assortment of 


\=[\ Ja [pditsturgn)stripe-handled, 
= yt [VJemonstrate pure bristle 
[i huaity brushes 


tiv Your cost only *99% 
HNP. Your prorir... 58286 











q : 





A top quality brush for every painting need 
An attractive price range in each line 


A brand-new trim brush for unusually 
precise work 


Free booklet on painting and brush care 
® Time-saving self-service selling aid 


® Each brush wrapped in its own transparent 
glove 


a te + | 
it 
Ait A space-saving, all-alumi- 
mie num rotary display with 
. | es each PDQ assortment. 


if the handle is striped, 


: eam you know it’s good .. . It’s Pittsburgh’s 
[PY eirrseurce le ee i — ee Ce ee ee Oa On ef 
G 


®@ Call your Pittsburgh salesman, or write Pittsburgh Plate Glass 
Company, Brush Div., 3221 Frederick Ave., Balt. 29, Md. 
Want more facts? Circle 117, p. 105 
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| Ne ADHESIVE ap 36 WIDE 
TWICE AS THICK 
Se Rugged that 100,000 Rd 
Rubbing hands cant wash away 
Ss the Sealed-in color- High gloss fimsh 





Single T-5 rack stocks and displays five 15 yd. 
rolls. Retail value — $148.50. Use against wall, 
column or counter. Attach to other CON-TACT racks. 


Why “Do-It-Yourselfers” STOP to buy 





Lon-Tact 


HEAVY OUTY VINYL 





HIGH GLOSS FINISH 


... it’s twice as wide as regular CON-TACT. ... double-ply thickness makes it the most 


Ideal for covering wide areas without over- 
lapping seams...counter, table and bar 
tops, work areas, stairs... even floors. Avail- 
able in 14 colorful patterns. 


4 ft y7 ( $1.98 a yard retail 


wide FOR HYGIENIC PROTECTION 


HEAVY GAUGE LAYER OF CLEAR 
PROTECTIVE VINYL 





HEAVY GAUGE LAYER OF PRINTED 
VINYL CON-TACT 





* ; : ; 
< o Tg RES GM TGS ‘ OS TAG Sg as ss ‘ vty 


oes 
FAMOUS CON-TACT PRESSURE 
SENSITIVE ADHESIVE 


ENLARGED CROSS SECTION 


rugged self-adhesive plastic ever made! 
Gives long wear without tear. Waterproof, 
washable, stain and alcohol resistant. Sealed- 
in color never fades. 


Other CON-TACT “traffic stoppers” are 18” 
width, SANITIZED® treated CON-TACT and 
3-Dimensional SCULPTURE CON-TACT wall 
panels—both pre-sold by national advertising. 


For the name of your nearest CON-TACT products distributor, write to Comark Plastic Div., COHN-HALL-MARK CO., Dept. H-3, 1407 Bway, W. Y. C. 18, W. Y. 
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| MOWLE Paint | 


———Z 


It’s time now to order your lawn and garden supply stocks for 1961. 


Worthington offers you over 2,000 nationally-advertised lawn and 
garden items, manufactured and guaranteed by leading American firms. 


These include everything needed by any customer. . . from seed 
and fertilizer to cultivating tools and mowers. Most products, on 
display, will sell themselves. 

And—now available to help you plan, stock and sell, is the new 
Lawn and Garden Turnover Handbook, listing 267 of today’s fastest 
selling basic items. 

All Handbook items list Worthington catalog pages on which they 
appear... all show stock numbers, specific brand names and sizes. 
Cost and suggested retail prices are included. Also, data on packaging. 

With this Handbook, you can plan a Spring campaign to break 
all records for volume and profits. Ask your Worthington salesman 
for details . . . and merchandising help. A-20214 


Now in his 3lst year with Worth- 
ington, Mr. Hennen is buyer of many 
important lawn and garden items. 
Like all Worthington executives, he 
has broad company experience in- 
cluding service as order clerk and 
order supervisor. He has been a mem- 
ber of the purchasing department 
since 1930. 








E. R. psa 
THE GEO. WORTHINGTON CoO. 


CLEVELAND 1, OHIO 
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<r heed NEW 


Pressurized Dry Chemical 


FIRE EXTINGUISHER 


»DESIGNED FOR HOMES, BOATS, 
AUTOS, TRUCKS, STORES, GARAGES, 
FARMS AND INDUSTRY 


Wherever there is a possibility of fire, there is a need and profit 
opportunity for you with this new fire killing marvel from American 
LaFrance. Approved by the United States Coast Guard, Under- 
writers’ Laboratories, Factory Mutuals Laboratories and Accepted 
by the Federal Aviation Agency for Proper Aircraft Application. 
Harmless, non-toxic dry powder smothers flames instantly. No foam, 
no mess, no fumes. Easy to use, one hand operation — just squeeze 
handle. No recharging or inspection until used, then easily and 
inexpensively refilled. Highest quality, rugged design. No exposed 
plastic handles or parts to break. 


} COMPLETE MARKETING PROGRAM FOR YOU 


And American LaFrance provides the marketing tools you need— 
floor and window displays, window decals, counter display cartons, 
color catalog sheets, national advertising, ad mats, consumer folders 
and mailers — plus a program of action for sales including a com- 
petitive pricing schedule. 


See for yourself how this program works to bring you more 
profits from the fastest growing market in the trade. 


Phone, wire or write to DEPT. FPC for full details! 


This amazing, new 2.5 pound dry chemical model is just one of 
a full line of professional fire fighting extinguishers and equipment. 
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INDUSTRIAL & REFINERY SYSTEMS CHEMICALS 
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l ele 
Sque Upright and 
eze handles together 
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Four sales making colors: Yachting White, Gleam- 
ing Chrome, American LaFrance Red and Copper- 
teak. Wall hanger or new Speed Action bracket. 


ELMIRA, N.Y. 
LaFrance Export Corporation 
Elmira, N.Y. 
LaFrance Fire Engine and Foamite, Ltd. 
Toronto 18, Ontario, Canada 


Want more facts? Circle 120, p. 105 
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ANDROCK ANDY says: 
Feature These Proven Gift items For 


Christmas Profits / 


Charcoal Tool Set No. 493 
shovel, tongs, rake, 
and poker $4.69. 





* Barbecue Tool Set No. 1604 
Slicing knife is stainless steel. 
Turner and fork are chrome plate. 





Androck Fire Starter No. 555 
Mi 


b tnive” 
pimae hr” 


Chrome Sifter No. 573X, 3-screen, 

Kitchen Giftware, 8 piece set 5-cup, individual box, $2.98. 

No. 1008, Chrome Plate, $3.75. 

Contact your Androck products supplier today for 
information on how these attractively packaged 


ANDROCK gift items can help build your Christmas profits! 
GIFTWARE 


Androck — made by The Washburn Company, Worcester, Mass., Rockford, lilinois 


SO years of American manufacturing experience 
Want more facts? Circle 121, p. 105 
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Look what’s new for ’61 from 














WHIRLWIND, Features famous exciusive 
*“‘Wind-Tunnel’’+ housing, built purposely to 
handle a bagging attachment. Bagging attach- 
ment not an afterthought, as on so many com- 
petitive mowers. Now, bagging chute is 122% 
larger—eliminates clogging. Exclusive new 
‘‘Safety-Spin-Start’’—operator can’t start 
mower unless he is back of controls. 19” and 
21”, regular or self-propelled. 











SPORTLAWN, For customers who insist 
on “‘putting green”’ perfection. Precision blade 
reel gives high frequency of clip—results in 
carpet-like lawn. Exclusive “‘Guard-N-Guide”’ 
handle and fingertip control give operator easy, 
instant control. 


tExclusive mark of Toro Manufacturing Corp, 


Want more facts? Circle 122, p. 105 
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®@ New exclusive ‘‘Safety-Spin-Start’’ 

® New 122Y, larger bagging chute 

@ New attachments for Power Handle (Lift-off engine) 
® New leaf cart for the Pony» Riding Mower 


























PONY gj The only riding rotary with ““Wind- 
Tunnel” housing. Rides over irregular ground 
without hanging up because of its floating front 
end. Now features the exclusive leaf cart that 
holds 40 bushels. Maximum operator comfort 
—engine mounted in rear. 25” cut. 








POWER HANDLE, This exclusive lift- 
off engine and handle features three newly 
designed attachments: New 21” Whirlwind 
rotary mower with Pow-R-Drive. New tiller 
that tills up to 8” deep, 22” swath. New Snow 
Hound can clear 75’ drive in just 5 minutes. 


Your nearby Toro Distributor has all the facts on Toro’s great ’61 line. Call him today, 
TORO MANUFACTURING CORP., 3019 Snelling Avenue, Minneapolis 6, Minnesota. U.S.A. 
Want more facts? Circle 122, p. 105 
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PROVED (im 

TOP CHOICE 
FOR LOW OVERHEAD 
DELIVERIES 


FIRESTONE, THE LOW-COST-PER-MILE TIRE FOR ON-TIME HARDWARE DELIVERIES! 


Firestone tires’ low-cost-per-mile is reflected in performance records of 
thousands of trucks across the country. That’s because 425,000,000 tire miles 
a year in Firestone’s own tire testing program prove Firestone truck tires 
are your best buy! This vast tire testing program resulted in Firestone 
Rubber-X, the longest-wearing rubber ever used in Firestone truck tires. 
It also resulted in Firestone Shock-Fortified cord which means extra miles 
of service out of every tire. Get performance proved Firestone truck tires, 
on convenient terms if you wish, at your nearby Firestone Dealer or Store. 


irestone 


BETTER RUBBER FROM START TO FINISH 


Copyright 1960, The Firestone Tire & Rubber Company 
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NEW FROM HEAD TO TOE-MEL 


don’t blame you for being surprised. You sold more Melnor 
sakes last year than ever before. (How could you miss, with net- 
work T'V and national advertising?) And vet, Melnor makes sweeping 


THE HANDSOMEST SWINGIN’ SPRAYS EVER! See the sculptured lines and gleaming colors of 
Melnor’s completely re-designed wave sprinklers—the big 880 at the top, plus the new 720 
and 610 heading the Melnor line-up. And by popular demand, the top-selling 525 makes a 
return engagement. Next is MELNOR’S NEW TURRET, the most versatile sprinkler ever made! 
It waters wide and narrow strips, rectangles, and squares—with just a twist of its four-position 
turret! Then comes MELNOR’S SENSATIONAL PULSATOR, the sprinkler that spurts long drinks 


See back of fold-out for famous Early Bird Specials—with more Free bo 
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NOR'S GARDEN LINE FOR [961 


changes right down the line for 1961. With big improvements in almost 


every model, and anoth: r spectacular ‘'T'V schedule coming up, is it 
any wonder Melnor is the No. 1 sprinkler on America’s lawns today? 


— 
MELNOR 
CARDEN Ans 


Tice 


iy @ 


7; 
eng 


Aa = 
of water to any shaped garden area from a narrow wedge to a full 90 foot circle. For 3's 
small, square-shaped lawns, MELNOR’S SQUARE gives ideal watering at a budget price. 
And rounding out Melnor’s line are the big-demand REVOLVING SPRINKLERS, designed to give 
your customers efficient watering at iowest possible cost. Melnor even gives hose accessories 
a new look—with BRIGHT NEW FULL-COLOR SKIN PACK CARDS and a NEW 3-SIDED DISPLAY 
RACK. You get more and faster impulse sales in the same compact counter space. 


ha 


bonus sprinklers than ever. See your Meinor rep for record profits in’6l! 















. “After the 
> tremendous 
year 
they had, 
Melnor | 
wouldn't dare 
change 
their line 
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MELNOR GIVES YOU FREE SPRINKLERS IN 





Buy an assortment of these... 


TWO “EARLY BIRD” SPECIALS 





No. 78 Assortment of Wave Sprinklers with 
a Free Bonus of Three Great Sprinklers! 


(3) 0. 525 Swingin’ Sprays @ 5.95 each.... 17.85 

(3) No. 510 Swingin’ Sprays @ 7.95 each.... 23.85 

(3) No. ’/20 Swingin’ Sprays @ 9.95 each.... 29.85 

(2) No. 880 Swingin’ Sprays @ 12.95 each.. 25.90 
FREE BONUS 

(1) No. 650 Square Sprinkler @ 2.49 each.. 2.49 

(1) No. 675 Turret Sprinkler @ 3.95 each.. 3.95 

(1) No. 950 Pulsator Sprinkler @ 7.95 each 7.95 

TOTAL RETAIL VALUE: 111.84 

DEALER COST: 58.47 

DEALER PROFIT: 53.37 


48% DEALER PROFIT! 


No. 89 Assortment of Specialty and Revolving 
Sprinklers with Free Bonus of Two 3-arm 


Revolving Sprinklers! 


(2) No. 650 Square Sprinklers @ 2.49 ea..... 4.98 
(2) No. 675 Turret Sprinklers @ 3.95 ea..... 


(2) No. 860 Revolving Sprinklers @ 3.49 ea. 6.98 
(1) No. 910 Revolving Sprinkler @ 5.95 ea... 5.95 
FREE BONUS 
(2) No. 810 Revolving Sprinklers @ 1.95 ea. 3.90 


TOTAL RETAIL VALUE: 29.71 
DEALER COST: 15.48 
DEALER PROFIT: 14.23 


48% DEALER nner: iT! 





NEW BONUS ASSORTMENT OF 


SELL ACCESSORIES! 





Melinor’s See 'n Sell Accessory line now 
in fast-moving, self-selling full color skin- 
pack cards. This new assortment comes 
with a FREE 3-sided revolving wire rack. 
No. 160S — 82 individual pieces including 18 
different items, with FREE three-sided 
counter display rack. 


TOTAL RETAIL VALUE: $65.18 
DEALER COST: 41.28 
DEALER PROFIT: 23.90 
Retail value of wire rack: $4.00 
ORDER NOW FROM YOUR MELNOR DISTRIBUTOR! 


® Re Ei IW > ES INDUSTRIES, INC. 
MOONACHIE, NEW JERSEY 

















Melnor's 
amazing new 
Turret Sprinkler 
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Here’s the sprinkler that every homeowner has been strips up to 5’ x 50’ and up to 10’ x 50’, rectangular 
waiting for. The Melnor Turret is ideal for watering “a up to 20’ x 40’, and square areas up to 30’ x 
long, narrow borders of grass along driveways, N TH . It gives even penetration from end to end, 
walks, or flower beds. It covers four different ) . my, without wetting adjacent areas. Handsomely 
lawn areas, making it the most versatile & | , WA, designed, and precision engineered of non- 
sprinkler on the market. The four posi- ®, \ ee K > corroding aluminum, zinc,and chrome 
tion turret spray selector quickly swiv- > } ‘ on brass. The Turret Sprinkler is uncon- 
els into place for these spray patterns: ‘@ Sy “8 , ditionally guaranteed for one full year. 


SELF-SELLING retort | 
Flip the lid of Meinor’s Turret 
Sprinkler and it becomes a 
counter display piece. Your 
customers Can see at a 

giance how this unique 
four-in-one sprinkler 

operates. 


3 IM ES I. WI © E® INDUSTRIES, INC. 
MOONACHIE, NEW JERSEY Copyright by Meinor Industries, Inc., 1964 
Want more facts? Circle 124, p. 105 A Want more facts about the ad on pages 40-417 Circle 126, p. 105 > 
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Ege Nog Sets 


Tom and Jerry Sets 


both in gleaming Anchorwhite! 


There’s lots of good cheer and good sales in these 
handsome sets. Your customers will want them for 
festive holiday celebrations and for gracious enter- 
taining throughout the winter. Each 10-piece set 
comes packed in an attractive gift carton, makes 


displaying and selling easy. Each set includes one 


four-quart bowl, eight six-ounce mugs and one big 
plastic ladle. Display both sets...enjoy exciting sales 
all winter long! 


Sets Lbs. 
Per Ctn. Ctn. 


10-pc. Tom & Jerry Set 4 33 
10-pc. Egg Nog Set 4 33 


No. Description 


W200/100 
W200/101 


ANCHOR HOCKING GLASS CORPORATION 
Lancaster, Ohio, U.S.A. 





Sellers for the holiday season and beyond! 


From salad sets to candy dishes, all these popularly-priced mas ‘Heten 


gifts are big sellers... for the festive occasions during the 500/90 : $2.00 
fall and winter months... for gracious entertaining all year 700/661 3.25 
600/ 76 1.90 
W50-G/ 13 1.00 


W896-G/ 13 1.00 
boxes. They’ll make your sales soar...and your profits too! W569-G/ 13 1.00 


long. They appeal to every taste, to every homemaker. 


Mass-display them all in their attractive gift-display 


For additional information on any of these items, contact your wholesale distributor or write us direct. 


Now... more than ever... ANCHO R(j LASS 
makes you money...makes you friends 


500/90 : >, - “ey 700/661 
3 PC. CHIP AND DIP SET: | 4 PC. PRESCUT, 


One 4-qt. Bowl, CRYSTAL SALAD SET: 

One 51%4"’ Bowl ' § a 10%"’ Saled Bowl, 
and One Brass Holder . tA om }. 13%" Serving Plate, 
; Lucite Fork and Spoon 


W50-G/13 11%"’ MILK-WHITE DIVIDED RELISH DISH, 22K GOLD TRIM 


W896-G/13 9%’ MILK-WHITE EGG PLATE, 22K GOLD TRIM W569-G/13 9°’ MILK-WHITE DIVIDED CANDY AND NUT DISH, 22K GOLD TRIM 





Du Pont Announces... 


NEW PROGRAM TO HELP 
- YOUR SALES OF HIGHER: 
| QUALITY PAINTBRUSHES 


DONT SPOIL YOUR 
NEXT PAINT JOB 
BEFORE YOU BEGIN 


Pernt better and easier with any kind of paint on any surface with wel 
made brushes filled 100% with Du Pont tapered TYNEX” 


Te Getermune tngher quetity brushes look for these feetures : 
govrvg : . ang ’ = 


Then be sure they are filled (00% with tapered TYNEX nylon filement 
wil) neve well-mede brushes that ge you these edvanteges 


‘ DU PONT 
; TYNEX 
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New Du Pont promotion 

in leading magazines 

gives consumers a guide to 
higher-quality paintbrushes 


Up to now, there has never been a visual guide 
to determine quickly and easily the better-quality 
paintbrushes. With the wide variety of paint- 
brushes available... differing in price and 
quality ... consumers will welcome a guide to 
the better-performing brushes. 


Now, leading manufacturers are using the new 
Du Pont ‘‘seal’’ on their higher-quality brushes to 
indicate they are made 100% with tapered 
Tynex® nylon filament. This bright red-and-white 
seal and the brushes it appears on will be widely 
publicized during the painting seasons of 1961. 


“‘Don’t spoil your next paint job before you 
begin,”’ the theme of Du Pont’s big new adver- 
tising campaign, is designed to sell painters on 
the importance of buying higher-quality brushes 
filled 100% with tapered Tynex. Millions of 
people will see these ads in THE SATURDAY EVENING 
POST, BETTER HOMES AND GARDENS, AMERICAN HOME, 
POPULAR MECHANICS and MECHANIX ILLUSTRATED. 


Great opportunity to trade up your customers. 
These higher-quality paintbrushes will mean not 
only more satisfied customers, but also more 
repeat sales and more profits for you. So don’t 
miss out on the biggest paintbrush promotion 
ever. Order a variety of sizes of higher-quality 
paintbrushes made 100% with tapered TyYNex 
and display this seal of quality today! 

Want more facts? Circle 127, p. 105 
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TAPERED TYNEX NYLON FILAMENT 
IS MADE FOR 
QUALITY PAINTBRUSHES 
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. du Pont de Nemours & Co. (inc.) 
Polychemicals Department 
Wiimington 98, Delaware 


REG. y. 5s. PAT. OFF 
SETTER THINGS FOR BETTER LIVING 
. « THROUGH CHEMISTRY 


Want more facts? Circle 127, p. 105 
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Full Margins! Competitively Priced! Fast Turnover! 


WE COMPLETE 
LAWN CARE un: 


7 Rotary Power Mowers 


2 Reel Power Mowers 
S 1 Rotary Rider 


2 Heavy Duty, Rotary 


POWER TILLERS 


New, Superior Atlas-Aire Tine-Blade Design Changes from edger to trimmer in seconds 


Fingertip clutch and hand throttle 2 H.P. Briggs & Stratton engine with Choke-A-Matic 
Heavy duty construction control 


Well-balanced for easy control Lightweight but rugged 


242” tilling width — remove outer tines for Curb roller lowers to level engine when edging 
17%" width at curb 


24 high-carbon-steel tine blades Deluxe red finish with white trim 
@ One model is reversible Low-tone muffler 


ATLAS TOOL & MANUFACTURING CO. Atlas-Aire—Quality built to 
Founded in 1926 outperform all others. . 
5147 Natural Bridge Road St. Louis 15, Missouri RUGGED... YET PRICED RIGHT. 


Want more facts? Circle 128, p. 105 
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Profit at th PIER 


GARDEN TOOLS 
POWER MOWERS 
TILLERS 
SPRAYERS 
HOSES & NOZZLES 


KARTS 
KARTING EQUIPMENT 
3,045) 10) OF Ol -0 0 8 
PICNIC TABLES 
TRELLISES 


FENCES 


SCREEN HOUSES | | in 2 NAVY PIER 


BARBEQUE FUELS 


SUN UMBRELLAS gz A spac a CHICAGO 
LAWN ORNAMENTS a | G 
Nov. 13, 14, 15, 1960 


OUTDOOR SERVICEWARE 
RECREATION 
EQUIPMENT 


| e .@ 
PLANTERS MID-AMERICA 
GIFTW ARE 

GARDEN TRACTORS p | ’ 


MOTORS & ENGINES 
TRADE SHOW 


OUTDOOR FURNITURE 
PLANTS 
SEEDS & BULBS , : 
PATIO EQUIPMENT Plan now to discover hundreds of new ways to increase your profits. 
: QUsE ee For here at the Pier at the right time of year, the nation’s leading 
manufacturers will present the largest and most complete showing of 
BARBEQUE TOOLS lawn, garden and outdoor living products ever held in the Midwest. 
OUTDOOR SCREENING 


PLAYGROUND- 


ATTEND THE 2nd ANNUAL 


Don’t let your competition get the jump on you. Stay on top of your 
market by inspecting exciting new products and packages and packaging. 
EQUIPMENT Learn firsthand about new money-making merchandising plans and profit- 
PICNIC JUGS producing promotions. Talk to top executives about delivery and price 
COOLERS and policy. Find out how you can make 1961 your biggest and best year. 


Fill out and return the coupon now for your free badge of admission 
FOOD HAMPERS to the one and only trade show of its kind in the Central States. 
FERTILIZERS Your badge will be mailed to you. 
WEED KILLERS 
MULCHES 
SOIL CONDITIONERS 


4 


The Mid-America Lawn, Garden and Outdoor Living Trade Show »® 
Executive Offices: 331 Madison Ave., New York 17, N.Y. 


(Please Print) 

NAME TITLE 
FIRM 

STREET 


CITY STATE 
TYPE OF BUSINESS 


Please check below the classification of your business. 
|_| Wholesaler |_| Retailer |_| Dept. & Chain Store Buyer 
|_] Importer-Exporter | | Mfgrs’ Agent [ | Manufacturer [|] Other 
|_|] Please send us your hotel reservation blank. 
| Minors under 18 yrs. of age will not be admitted under any circumstances. 


EXHIBIT HOURS: 
INSECTICIDES SUNDAY, November 13 
; is: i P.M. — 7 P.M. 
FUNGICIDES MONDAY, November 14 
SWIMMING POOLS 10 A.M. — 8 P.M, 
WADING POOLS TUESDAY, November 15 


10 A.M, — 5 P.M. 
OUTDOOR COOKWARE 














EXECUTIVE OFFICES: 
331 Madison Avenue 
New York 17, N. Y. 
MUrray Hill 2-4802 





Want more facts? Circle 129, p. 105 
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-HERE’S HOW TO MAKE MORE MONEY! 








Stock THE COMPLETE LINE of 
Eagle cans and oilers and you'll 
cash in on extra sales... fast! 























One Eagle sale leads to another! Each oiler, safety can, L for th 
oil or gasoline can you sell brings your customers Ask tor the 
back .. . satisfied . . . for more! C — =, EPO 
omplete Eagle [f-rry ripe Ph dh 
Display the ONE COMPLETE LINE . . . an Eagle P d Gerrit ie 
oiler or can for every purpose. Catalog age ay: aes 
Order the Complete Line NOW from your supplier. IT’S FREE! Ae 


Or write to us for information. 


Eagle products are stocked by leading suppliers 
in the U.S. and Canada. 





Serving the Trade Since 1894 


MANUFACTURING CO., Wellsburg, West Virginia 





Want more facts? Circle 130, p. 105 
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MODERN 
PROPANE. GAS 
LANTERN 
WON'T SMOKE 


INSTANT 
LIGHTING 
AT BOTTOM 
VENT 
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EXCLUSIVE _ 
REMOVABLE 
STAINLESS 

REFLECTOR 


\ 


with disposable propane 
cylinder and removable 
reflector. 


NEW DAZZLER FROM C&L! 


Here’s the finest portable lantern ever made, dazzling 
and different in stainless steel and famous C & Lred... 
just in time to highlight your sporting goods gift display! 
And a big, colorful self-selling feature tag will clinch 
the deal with outdoorsmen, fishermen, campers, pic- 
nickers, farmers, and many others. Priced to sell . 
full mark-up for you. 


* Modern propane gas fuel; no smoking, spillage, odor, priming 
* Brilliant light up to 14 hours; spare cylinder, safe, easy to carry 


* 330-degree beam with reflector off. 70-degree shaded area 
with reflector on appeals to fishermen, etc. 
Stable big-circle base . . . surface beneath stays cool 
Extra-long carrying handle for safe hanging anywhere 
Famous C & L fuel filter minimizes line clogging 


Pyrex globe in a standard size that is widely available 


Stainless steel hood and vent is always easy to keep shiny 


NEW C &@ L EVEN-HEAT PORTABLE STOVES 


Unmatched for quality, features, eye appeal. Fuel cyl- 
inders mount on base for stability . . . outside for safety. 
Sturdy legs prevent overheating of surface beneath 
stove. Double flame burners for even pan heating. 
C & L fuel filters. 


Deluxe 2-burner stove 
with 2 disposable fuel 
cylinders. Only $26.95 


Single-burner stove with 
disposable cylinder. 


Only $13.95 | 
(,% 
ip 


Folds to 
compact 
carrying case. 


CALL YOUR WHOLESALER TODAY ! 


CLAYTON & LAMBERT MANUFACTURING CO. 1713 Dixie Highway, Louisville, Ky. 
Want more facts? Circle 131, p. 105 
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THis 
LONG-LASTING, FLEXIBLE 
PIPE 1S MADE OF 


HIGH-DENSITY 


TEIN 


POLYETHYLENE 


an Eastman plastic 


TENITE Polyethylene is the brand name of a high-quali 
polyethylene marketed b 
EASTMAN CHEMICAL PRODUCTS, INC.. 
a subsidiary of EASTMAN KODAK COMPANY. 
its performance and resistance to ali types 
of deterioration are outstanding. 


ty 





Look for this “Tenite” label. 
It is your assurance that 
the pipe manufacturer, 
whose name is displayed 
in this space, uses durable 
Tenite Polyethylene, 

an Eastman plastic. 





You can sell with confidence when 
your plastic pipe bears this “Tenite’ label 


When you see this ‘’Tenite” label on the pipe you 
stock, you can be confident your customers are re- 
ceiving pipe that gives superior performance. 

The “Tenite” label tells you that the pipe is made 
of new high-density Tenite Polyethylene, a carefully 
formulated, pipe-grade resin supplied by Eastman, 
a pioneer in plastics. This resin is used by pipe 
manufacturers throughout the country. 

Pipe made with high-density Tenite Polyethylene 
is rugged, durable, yet light in weight. It's easy to 
handle and quick to install; can be readily cut with 
a knife and connected with simple fittings. Its uses in 
indoor and outdoor water distribution seem virtually 
endless. It is ideal for all sorts of sprinkling systems, 
jet wells, drinking water installations, sewage sys- 
tems, draindge operations, salt water lines in oil 
fields, water lines in coal mines... the list grows by 
the day. 

High-density Tenite Polyethylene has been tested 
and approved by the National Sanitation Founda- 
tion for the production of pipe suitable for the trans- 


mission of potable water. It also meets and exceeds 
the requirements of the proposed revision of 
Commercial Standard 197, a U. S. Department of 
Commerce specification for the over-all quality of 
polyethylene pipe. 

Be sure that the pipe you stock bears this “Tenite” 
label. It is pipe that’s easy to sell; pipe that stays sold. 
For the names of manufacturers who produce pipe 
of Tenite Polyethylene, plus a folder explaining the 
usefulness and durability of the pipe, write EASTMAN 
CHEMICAL Propucts, INc., subsidiary of Eastman 
Kodak Company, KiInGsPporT, TENNESSEE. 


HIGH-DENSITY 


et 
‘a. | 
= y 
Fs 


POLYETHYLENE 


an Eastman plastic 
Want more facts? Circle 132, p. 105 





f - & at Booths 724 and 725 or in the showrooms of America’s 
: 2: most progressive distributors 


THE ONLY POWER MOWERS IN 
THE INDUSTRY THAT WILL: 


YOUR HEDGES | YOUR TREES z 
< e Vee " re } 


YOUR LAWN — oe @ YOUR GARDEN 











| GET PENNSYLVANIA’S 
BIG 5 FOR PROFIT! 
Most complete line from any single 
distributor 


New Power Toke-Off Kirt 


@ New Convertible Outboard Mower 


Christmas Bonus Promotion 


YOUR P & L rice an 
STATEMENTS advertising” 


The Pennsylvania line is 





geared for profit! Just look at Pennsylvania’s 
exclusive sales features! 


a ae, ee ae ae 8 


POWER MOWER DIVISION ACCO 


American Chain & Cable Company, Inc., Stevens Lane, Exeter, Pennsylvania. 
Executive Offices: Bridgeport 2, Conn. Export Dept.: 230 Park Ave., New York 17, N. Y. 
Canadian Sales Agents: John A. Huston Co., Ltd., Toronto 10, Ont., Conada. 

Want more facts? Circle 133, p. 105 
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of us asked for 


this shovel, 


and here it 


NEW LIGHT WEIGHT RAZOR-LITE 


has same “‘backbone’”’ construction as the famous RAZOR-BACK 


For the millions who want RAZOR- 
BACK proven premium strength, in 
a lighter shovel. Popular priced. 
Pays full profit. Will out-sell any 
light-weight shovel you have ever 


handled. 


For years, RAZOR-BACK has been the 
only shovel with a full-length center 
backbone of 13 gauge steel from 
socket to cutting edge. With those who 
want a big, super-strong shovel—many 
contractors, farmers and others— 
RAZOR-BACK will continue to he their 
first choice. 

RAZOR-LITE is for those who prefer 
a lighter shovel. It has the same RAZOR- 
BACK backbone — but with lighter 
weight and clear “anti-friction” finish, 
at an even more popular price. 

For quick delivery, order today from 
your wholesaler. 





Handle guaranteed 
top strength 


Socket from 
thicker ‘‘backbone’”’ 


‘ 
Frog is formed 
from ‘‘backbone”’ 


Turned step 
Sides tapered 


*‘Backbone”’ ali the 
way to cutting edge 


@ Clear natural white ash handle shows grain 
and quality. Not weakened by chucking to 
a shoulder. 

Tab-top socket, full polished. 

Blade has clear ‘‘anti-friction”’ finish, self- 
scouring, Full length center ‘‘backbone”’ ex- 
tends to or edge where all other 
shovels wear out faster. 

Shovel has deep —- perfect center bal- 
ance, great strength for its light weight — 
a real sweat-saver and a hog for work. 














BASIC STOCK for FASTEST TURNOVER 


4 patterns serve ail customers who want 








a light weight shovel. 





THE UNION FORK & HOE COMPANY, Columbus 16, Ohio 


Green Thumb, Red Hawk and Yard 'n Garden Tools @ Flex * Beam Forks @ Atlas industrial Tools 


Want more facts? Circle 134, p. 105 
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Whatever They Ask For... 


YOU'VE G 


t ...inthe COMPLETE 
hit Columbian Line 


Customers can’t ask for what you haven't got—when you 
carry the complete line of Columbian rope. Columbian 
makes everything from a ball of household twine to ropes 
that haul in whales! Along with display merchandisers, 
attractive packages and extensive advertising! 


Columbian Colpack Manila or Sisal Rope in 25 Ib., 50 tb., 
75 lb. and 100 Ib. Cartons. The package that brought rope 
out of the back room and onto the selling floor. You can carry 
nine sizes (3/4 to %4” diameters) with a minimum inventory. 
A hole in the top of the carton permits you to sell Columbian 
Pure Manila Rope in as many feet as the customer asks for — 
you can also sell by the carton. The Colpack keeps rope clean 
— is easy to store —and gives rope moximum visibility and 
sales-appeal. 


Columbian Standard Coils of Manila or 
Sisal Rope. All sizes of rope in standard 
Pick-Me-Up Merchandiser. The Pick-Me-Up adds coils of 1200 ft. Half coils of 600 ft. The 
self-service to rope merchandising. Displays 50 most economical package for the dealer 
ft. and 100 ft. Columbian Manila coils pack- who sells cut lengths in larger quantities. 
aged and ready to go. Rope in 4", 3%”, V2” 
diameters. Pick-Me-Up takes less than 4 sq. ft, 
of floor space. 


Merchandiser #57 shows Columbian Colpack Rope 
in a variety of sizes. Rope feeds through guides 
to simple, accurate measuring device. The #57 is 
54/2” long, 442” high, 234" deep, has 12/2” 
sign on top. 





Columbian Nylon Rope on wooden reels. These 
reels allow you to stock, show and sell Nylon 
rope in the same convenient packaging you 
have with Manila rope. Pure white, waterproof, 
rot-proof, and with extraordinary tensile 
strength, Nylon will appeal to the customer 
who is looking for a strictly premium rope. 


COLUMBIAN Rope 


Auburn, “The Cordage City”, New York 
Want more facts? Circle 135, p. 105 
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GARDEN HOSE & 
SPRIN KLERS 


AS on y WAIN 


0 Ne 3 14 . a ij ) Sy) 
Aad YB is ' , \\y M4 \\\ \¥AAK y" 
sy \AyS KWAY ay Y (iy Nu M4 a PEA AN AUN, 


Y ( BOSTON VINYL HOSE The BOSTON brand gives you 
. gleaming transparent everything you need to do an all-out 


or double-extruded opaque selling job! You get the sales pull 


of a long-established, highly 
regarded name ... the best-looking, 
most complete line ... sparkling 
modern self-sell packaging . . . pow- 

erful new merchandising aids. . 

BOSTON NYLON-REINFORCED HOSE + gman " act ‘ : 
Bri siete a mir prompt service that builds your 
“takes care of itself” ie . = business and profits when the 
+ jive selling’s hot. 





BOSTON TRIPLE-TUBE 


SPRINKLERS 
BOSTON RUBBER HOSE . every feature 


. growing in demand — your customers want 
year by year 


AMERICAN BILTRITE RUBBER COMPANY 


CHELSEA SO. MASSACHUSETTS 


Also makers of Biltrite Garden Hose and Sprinklers 
Want more facts? Circle 136, p. 105 
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this 1s NEW ond NEWS for you! 


Jacobsen announces 


exclusive, magic-mowing Dynacyl 
e ad 


a major break-through in REEL MOWER design 


hy, 


Dynacyl (aa . ~S, The mower market is “growing up.” Reel 
cutting unit, : a _ mower sales are booming. Thousands are be- 
ae coming dissatisfied with merely ‘“‘whacking’”’ 

down the grass, and are seeking the sleek, 

smooth lawns they envy on golf courses, parks 


and fine estates. 


Jacobsen engineers who knew all along reel 

mowers did the best job, put them under the 

rr microscope with ultra-high speed cameras for 

ee “ 4 ,, LO two years. They came up with amazing facts, 
‘ae ng at ) blasting long-held theories . . . and the result— 
Vm the sensational exclusive Dynacy] Reel design. 

¢ Dynacyl preserves the horizontal plane of the mower at 


different cutting heights to maintain the position of the 
bed knife directly under the center of the reel. 


* Increases the opening between blades to permit free 
entry of grass for cutting while speeding up the reel to 
preserve a high frequency of cut. 


* Provides a new formed Catcher specifically designed to 
suit the mower. Another Jacobsen First! Holds more 
grass ... slips on and off easily. 


You’ll want to sell Jacobsen Dynacyl because 
the public will be asking for it, just as they 
demand Turbocone Rotary mowers, intro- 
duced last year. No other line offers you such 
competitive advantages, such known quality, 
consumer preference and forward looking 
design. 


Distribution is selective. Valu- 
able franchises available now. 


Don’t wait another day before 

getting the Jacobsen 1961 Pro- 

gram facts. Send for this 36- 
New Pacer page brochure. 


Dynacyl Reel Mower 


1961, Our 
v 40th Power 
Q 6 Mower Year 


< 
?TAWS MANUFACTURING COMPANY, dept. Haio « Racine, Wisconsin 


Want more facts? Circle 137, p. 105 
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TWO EXCITING, 
NEW BORDEN 
PRODUCTS 


by the makers of Elmer’s Glue-All 


WILL BE 
INTRODUCED 
TO ALL 
AMERICA 
IN 


and other 
leading 
magazines 


% eos, 


Wont more facts? Circle 138, p. 105 
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“ORTUNTTY#| 


Apply to back of 
RUGS 
ee co or Swen 
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Want more facts? Circle 138, p. 105 


Kimer $ 
Floor urp 


the newest Borden product 
that belongs in 
50 million American homes! 


Apply, let dry—and see the won- 
derful way it keeps scatter rugs from 
skidding and slipping. It’s the best 
thing that ever happened to the 
back of a rug. Who says so? House- 
wives do! Elmer’s Floor Grip has 
been pre-tested and proven by ac- 
tual use in homes. It’s easy to ap- 
ply. It sticks to the rug, not to the 
floor. And it’s non-flammable, 
harmless to all surfaces. Comes in 
two handy, plastic squeeze-bottle 
sizes: 4-ounce and 8-ounce. Sug- 
gested retail prices: 59¢ and $1.00, 
respectively. Packed in attractive, 
help-yourself display trays. The 
market: 50 million homes. 


SPECIAL 
INTRODUCTORY 
OFFER FOR 
LIMITED TIME 
ONLY! 


(now through Nov. 18, 1960) 


ORDER anytime from right now 
through Nov. 18 and you save. Order 
12 of the 4- and/or 8-ounce size of 
Elmer’s Floor Grip but pay for only 11. 





NEW pRov\s 


Eimer § 
Epoxy Glue 


the new wonder-glue GLU E 


ROU 
made to order rai CLASS, PLASTIC AND OTHER NON PORO 
for the booming wow You CAN GLUE METAL, GL 

i 
hobbyist and home 
handyman market! 


S MATERIALS 


The miracle of glues, Elmer’s 
Epoxy is almost too good to be 
true. It’s the “‘stickingest” glue 
that ever bonded non-porous sur- 
faces. The molecules of the epoxy 
bond with the molecules of the sur- 
faces to be repaired. It works on 
metals, china, tile, glass, pottery, 
wood, leather, marble, concrete, 
brick, fabrics, rubber and most 
plastics! And it dries clear, strong 
and waterproof. Colorful twin tubes 
on attractive “‘take-me-home’’ blis- 
ter cards are packaged for space- 
saving display—and fast turnover. 
Suggested retail price: 98¢. 


Order 12 Elmer’s Epoxy Glue buf SS ! | OST PLASTICS 


pay for only 11. Take advantage of ‘ iA 
this make-more-money special now. | ss ' eS ae << 
You know the selling’s fine with the y . 
Elmer line. See what these two new . horde 

Borden products will do for you, in PRODUCT 

addition to the big profit opportuni- 

ties with famous Elmer’s Glue-All. 

The Borden Company, Dept. HA- 

100, 350 Madison Avenue, New 

York 17, N. Y. (Also available in 

Canada—P.O. Box 610, Toronto.) 

Place your order today with your rege 

ular source of supply. 


if it’s BORDEN’S it’s got to be good! 


Want more facts? Circle 138, p. 105 
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NORTH OR SOUTH, EAST OR WEST 
BY EVERY TEST, FLEXY’S BEST 


A Dozen Dynamic Reasons e Best Known e Best Selections 
Why Flexy Is Your Best Bet 


for a Profitable Season . 
among them: e Best Advertised e Best Profits 


FLEXIBLE FLYER” SledS—Free display Kit 


Blue arrows and a colorful window streamer dramatize the 
sales features of Flexible Flyer. Affixed to a display model, the 
arrows direct attention to the dynamic, excellent features of 
design and construction which sell more Flexible Flyer sieds 
than any other brand at any price. 


e Best Merchandised oe Best Promoted 


The complete display kit is available to you absolutely free. 


F LEX y° R A CE R Terrific play value 








Pumping or belly-flopping, the child is the envy of the neigh- 
borhood on his sleek, snappy Flexy Racer. 


Dramatize your Fiexy Racer with the new, colorful tent display. 








Mounted on the deck, the free display piece immediately 
draws attention to the many outstanding features which make 
Flexy Racer America’s number one coaster. 


ANY WAY YOU LOOK AT IT, FLEXY’S BEST FOR YOU. 


ORDER YOUR FREE POINT OF SALE DISPLAYS TODAY. ASK FOR 
FLEXIBLE FLYER DISPLAY BY1634 AND FLEXY RACER DISPLAY 
BY1635. 

Get your order in now. 


S. L. ALLEN & CO. 7 Inc. Phiadsiphia 40, Pe. 


Want more facts? Circle 139, p. 105 
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8 fast movers = 


Pr. 
‘ “ 


ed 


eeeceteoeeeeee 


for Christmas 


nin patil 
standard magnetic 
con opener from $3.49 


eeeeeeese te eeeoeseeeeeeeeeee te eeeeee® 


®*eteeteees 


eeee0e88 cesses eeeeeeeeeee® 
> 
” 


eeeee © eee ee 


PPP TTTeLTELie TLL hee 


| 


automatic - electric 
can opener and knife sharpener $24.95 





budget can opener from $1.98 


Fee eteeeesece 
> 
7 TPO O POSS Se eeeeeeeeesess 


. 
. 


e#e6¢6464464646406°*# 4644466464064 4666646464644 6464¢4¢6 
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eeeoeseeoeeeeeeeeeeeeeevreeeeeere® 
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deluxe automatic 
can opener from $6.95 


eeeeeeeee ee eeeee © 


eeseeenvneveeee? 
. 


& eeeeeeeeCeoeeeeeeeeeee eee eevee 


automatic- electric can opener $22.95 


e*eeenoe2e204€040406460646066606066066604¢648 





portable can opener from $1.98 


eee 
SHOES OES SENSE OO LEON S ao eeeeeeseeeeee® eeseoeeeeeeee® 


eeeteeeeeeeeeeee ee 
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table ice crusher $9.95 


Seeteee eee eee eeoceoeee eo eeeeeeee © eee 


Seeeeeeeseeeeeeeeeeeoereeeeoeeeeerere® 


There are sO many ways 
to make Christmas MERRY 
...and these 8 SWING-A-WAY’S 
are among the best. For the biggest 
Christmas you’ve ever had, order 
them now and keep your stocks 
complete all through the season. 














you can sel mane, make mane with 
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wall ice crusher $7.95 SWING-A-WAY MFG. CO., 4100 BECK AVE., ST. LOUIS 16, MO. » IN CANADA: FOX AGENCIES, PORT CREDIT, ONT. 


eeeeeeereeeeevesee ee eer ee errr ® 


See eee eee eS SSOSeese eT eeeSese ee 


Want more facts? Circle 140, p. 105 
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Cel-O-Glass No. 800 CW ® 
— Finest flexible window 
material available. 14- 
mesh galvanized wire 
heavily coated with clear 
acetate plastic. 


a 
R-V-Lite Aluminum Mesh 


No. 700 W — Two layers 
of heavy acetate plastic 


nisin WINDOW MATERIALS and 
rustproof, corrosion-proof an 


—_—_ PROTECTIVE COVERINGS 


R-V-Lite Green Cotton yilhteees —" 
Mesh No. 100C — Green —+ 

twisted cotton %4" mesh, 
bonded between layers of 


ee* ot 
oy 5e S088 oc 
45 
e* ee S 





ri 
3e* * 
set netae 


ae* 
Bete On 


clear, tough acetate plas- 
tic. 














R-V-Tex Protective 
Covering No. 
500X — Clear poly- 
ethylene film rein- 
forced with %’’ 
mesh white Fiber- 





glas. 


R-V-Tex Protective 
Covering No. 
600X — Black on 
one side, aluminum 
on other. Double- 
thick polyethylene 
film reinforced with 
%'' mesh Fiberglas. 


R-V-Lite Vinyl Plastic 
Sheeting No. 15V — 
Heavyweight crystal clear 
plastic, tough, waterproof, 
highly flexible. 


R-V-Tex Floor and Car- 
pet Runner — Lies flat, 
won't curl. Embossed un- 
derside grips carpet. Deep- 
embossed pattern traps 


more water, snow and dirt. 


R-V-Lite gives you the best products, the best prices... 
and the best advertising and sales aids to bring in cus- 
tomers and ring up sales. Check your stocks of R-V-Lite 
Materials. Start using R-V-Lite display materials, circulars 
and newspaper ads now. If you have not received your 
R-V-Lite Dealer Kit ask your jobber or write direct. 


Storm-Lite Storm Win- 
dow Kit No. 24SL— Each 


kit contains clear polyethy- pa 9 "1¢ 
lene sheet 36” x 72”, fiber mins A ~ORPOR Al 1O N 
molding strips, nails. At- —"s 

tractively packaged . 


» 1905 &® 


) @ j 


3500 NO. KIMBALL AVENUE, CHICAGO 18, ILLINOIS 


Want more facts? Circle 141, p. 105 
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DIXON Wa 


* 


® FROZEN AUTO LOCKS Jlimmeswoes 
COLD WEATHER LUBRICATOR " Vie © 


Mets. : DIXON 


HOT PROFITS FOR YOU 


“eub” oun a \ 
et MICROFYNE GRAPHITE Roe secs 


AND PROTECTS 


Prevents FROZEN AUTO LOCKS fo). ive 


« HINGES 


For fast, easy lubrication of locks, hinges, tools, aa - TOOLS 
bicycles, etc. The handy size lubricator is made eS ’ rasp all 

of durable, flexible polyethylene; won't crack ee aol Reet, ETC. 
even in the coldest weather. Applicator mounted 

on display card packed 12 toa carton. 


8 IKON CRUCIBLE COMPANY =—-J0rS87 a 


3 MORE DIXON LUBRICANTS 
FOR A COMPLETE LUBRICATION LINE 


The JET-4 and the LOCK-MATE guns contain Mic rofyne 
natural-flake graphite, the best lubricant available for 
locks, handtools, firearms, all sliding metal surfaces, etc 
"ALi Male) 0 ial fm atl etm anl:)i le) an id-(-¥4- 





DIXON L & P OIL 


Combines the best features of Dixon 
colloidal graphite with high quality 
lubricating and quick acting penetrat- 
ing oils. Penetrates rust, lubricates 
and retards rusting. For all types of 
machinery where a light-bodied oil is 
required. Available in 3 oz., 1 pt., 1 
gal. cans—5 gal. buckets. 


DIXON LOCK-EASE 


Fast, evaporating vehicle carries 
graphite into tiny lock crevices and 
other tight-tolerance mechanisms 
leaving a coating of long-lasting 
Dixon colloidal lubricating graph- 
ite. Contents: 4 fi. oz. 


DIXON JET-4 GRAPH-AIR GUN 


Ideal size for workshop, garage, 
home or farm. Flexible rubber 
bellows applies graphite just 
where you need it— prevents 
clogging. Contents: 34 oz. 


THE JOSEPH DIXON CRUCIBLE COMPANY 


Graphite & Lubricants Division Ok 


SACHLLENCe Smce weed 
Jersey City 3, N. J. 


Want more facts? Circle 142, p. 105 
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The new 1144 Safe-T-[prill, 
with superbly designed 
housing of ZyYTEL is made 
by Millers Falls Company 


of Greenfield, Mass. 


Now—a better-made...better-selling drill 
with housing of Du Pont ZYTEL 


NYLON RESINS 


Now you can offer your customers the first double-insulated 
drill on the American market . . . a power drill that offers more 
protection against shock hazard than any other drill, thanks to 
an insulating housing molded of Du Pont ZyTEL nylon resin. 
Makes three-prong electrical plugs unnecessary: even if the 
basic insulation should ever be short-circuited, the new housing 
of ZYTEL protects against shock. And that’s not all! Let your 
customer pick up this powerful 2.7 amp drill—he’ll notice it’s 
lighter in weight than a comparable drill housed in metal... 
20% lighter. To clinch the sale . . . point out to him how com- 
fortable the new drill is to the touch . . . and that it stays com- 
fortable in hot or cold weather or after prolonged use. And 
explain to him how rugged and durable it is . . . because it’s 
made with tough, resilient ZYTEL nylon resin. 

In a wide variety of the hardware products you sell, you'll 
find ZYTEL being used to improve performance and to prolong 


service life, It’s worth telling your customers about! 

E, I. du Pont de Nemours & Co. (Inc.), Dept. P-10, Room 
2507Z, Nemours Building, Wilmington 98, Delaware. In Canada: 
Du Pont of Canada Limited, P.O. Box 660, Montreal, Quebec. 


POLYCHEMICALS DEPARTMENT 


ZYTEL 


NYLON RESINS 


OU FUN 


BETTER THINGS FOR BETTER LIVING...THROUGH CHEMISTRY 


Want more facts? Circle 143, p. 105 
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this Christmas | 
the gift they're 























MORE PURE AIR PER MINUTE... 


Developed by America’s Leading Research Organization 
...- Designed by Raymond Loewy Associates! 


g Freshest idea in gifts wins friends with clean, fresh air! King-size 
OFFICE « DEN « KITCHEN Twin Filters remove dust, dirt, smoke, smog, grease, pollen, odors. 
hor: BEDROOM RIVALAIRE delivers pure, sweet air quickly, safely. “Select-O-Dial”™ 
NURSERY * MOBILE HOME adjusts for day, night use. Portable—plugs in anywhere. Compact, 
whisper-quiet. 16” long. Two-tone champagne beige, rich gold trim. 


} 








_ OTHER GD) GIFTED IDEAS THAT WILL BE MOST WELCOME 


TES 
Ss 





> 
<= 


CAN-O-MATIC™ ICE-O-MATIC ® GRIND-O-MATIC® | PROTECT-O-MATIC ® 
PORTABLE ELECTRIC PORTABLE ELECTRIC PORTABLE ELECTRIC MANUAL OR ELECTRIC 
ICE CRUSHER GRINDER /CHOPPER FOOD SLICER 


CAN OPENER 
ASK YOUR DISTRIBUTOR OR WRITE TODAY! 


* EE cE Ee “"j 
Rival ‘ I'd like to be a celebrated Santa. Rush me your special Gift Catalog. 
Name Title parr | 


RIVAL MANUFACTURING COMPANY 
Kansas City 29, Mo. Address City. State. as 
SS A A SS | 


Rival Mfg. Co. of Canada Ltd., Montreal 
Want more facts? Circle 144, p. 105 
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INCREASES 
ACCEPTANCE 
to make more SALES for you! 


... with thousands of full minute TV ads all over America telling 
the exclusive Shetland product story that will reach more than 
130,000,000 viewers — ! — with these products: 


Shetland Shetland [ Shetland 
floorsmith \ COMPACT Ak FLOOR-WASHING 
Model 39 | Model 55 im VACUUM CLEANER 

$ 2 58s iq Model 702 


$4995 


THAT GIVE YOU: increased store traffic — prices that sell (at full profit) — 
minimum selling time — fast turnover — satisfied customers 


all with: minimum inventory — economical investment 
. 


‘ 


DO ITNOW! Check Your Stock Of Shet- 


| lands! These next few months can be your 


biggest ever with 
She tland 


For more information, write: SHETLAND HOME CARE INSTITUTE 


SHETLAND INDUSTRIAL PARK — SALEM, MASSACHUSETTS 


Want more facts? Circle 145, p. 105 
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N E, W management! N EK, W improvements! N KE, W attachments! 


As the new manufacturer of Panzer we asked the man who owns one . . . As a matter of 
fact, we asked a lot of people who own one. We did it by way of a comprehensive question- 
naire sent to families who have purchased a Panzer over the last several years. And we 
received over 800 very welcome replies. It was particularly gratifying that 92% said 
their Panzer is giving them satisfaction! And 89% said they would buy another Panzer! 
They told us what they liked and what they would like to see improved. The new Panzer, 
of course, still has everything they like . . . The new Panzer also has the improvements! 


HERE’S WHAT THEY ENTHUSIASTICALLY APPROVED: The no-clutch Glidematic Drive ° Vibration-free 
Floating Power * Independent rear wheel brakes * Automotive differential . Panzer's extra hard working weight 
° Panzer’s general ruggedness and reliability ° Panzer’s trouble-free service *  Panzer’s big farm tractor appearance. 


HERE ARE THE IMPROVEMENTS THEY SUGGESTED: « _ Extra weight in front ... The new Panzer has 
60 pounds added to the front end ~* Easier steering ... The new Panzer has positive action geared steering * Faster 
mowing speed ... The new Panzer now has 3 forward speeds . Easier brake adjustment ... The new Panzer has a 
simplified mechanism for adjustment . Easier operation of attachments ... The Panzer now has an improved, simplified lift 
mechanism * _ Electric starting ... Panzer model T-70ES has a Briggs and Stratton electric starter generator and battery. 


THEY ASKED FOR NEW ATTACHMENTS TOO: The customer-engineered Panzer for 1961 now has a power 
sprayer, power tiller, power saw and snow thrower added to its complete line of attachments. The new Panzer also 
has as standard equipment such extras as a counterbalanced spring rear lift, a tool box, parking brakes and rear fenders. 


It adds up to making the new Panzer CUSTOMER ENGINEERED and why ... 


PANZ eP is your Bsvanswer 


ae 


Me 


for greater profit QW, \in1961 


The Compact Farm Tractor for > : _ - | lawn & garden 


P os hou 
ie - 
fy .. Ops At 4 . 
WF fy VA , gf 4 


Oe ae ee oe 
PANZER PRODUCTS, INc., Waynesboro, Va. Meters of quslity metal producte einer Lane 
Want more facts? Circle 146, p. 105 
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Dual Heat Soldering Gun Kit Power Sander and Polisher Homecraft Soldering Kit 


mode! 8200K $795 modei 700 $7 348 model 8250AK $4 495 


list list list 
Single Heat Soldering Gun All Weller Tools are Heavy Duty Soldering Gun 
mode! 81008 ‘644 guaranteed for 1 year model 8250A $1 995 


list list 
Order now from your Weller wholesaler 


W al L L E RR a L a c "4 R I C Cc O ie - » 601 Stone’s Crossing Rd., Easton, Pa. 


Want more facts? Circle 147, p. 105 
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NEW! SWINGLINE’S 
SOLE-SOLVICE sessurcsnus 


INCREASES REPEAT STAPLE SALES! 


staple gun = =<"< 
department 


“FREE™ 


THE FIRST TIME IN HARDWARE HISTORY! This 
remarkable self-service staple gun depart- 
ment actually promotes more customers into 
buying the famous $4.95 Swingline staple 
gun. 





TURNS RENTAL CUSTOMERS INTO BUYERS! Paves 
the way to more sales because it encourages 
more customers to apply the rental price of 
Swingline’s professional heavy-duty No. 900 
staple gun towards the purchase of the 
$4.95 model! 


FIELD TESTED AND PROVEN ACROSS THE NATION! 
Swingline’s Self-Service Merchandiser posi- 
tively causes innumerable return trips per 
customer. They return to buy refill staples... 
buy other items as well, while inside your 
store. 


DON'T DELAY! This merchandise display is 
yours FREE! Get in on this fabulous profit- 
builder today. Contact Swingline for com- 
plete details. 


#900 Retail $12.50 _ #101 Retail $4.95 
, 4 


Ss / 
FOR COMPLETE INFORMATION CONTACT: ImtC., LONG ISLAND CiTy 1, NEW YORK 


in Canada: Saxon Office Equipment, Ltd., 156 Evans Avenue, Toronto 14, Canada 


Want more facts? Circle 148, p. 105 A Want more facts about the ad on pages 68-697? Circle 149, p. 105 > 
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| [EVENS taunches 2 


nationally advertised line of 


— WOOD RWLES with 


this history-making offer! 


(Offer restricted to a limited time only.) 


ewan first revolutionized the steel tape 


market 10 years ago... AND NOW 
“INTRODUCTORY OFFER: ‘uimites time ony. 


EVANS DOES IT AGAIN... 
WITH THESE WOOD 
FOLDING RULES! 


EVANS No. X40 “Gold-Tip,”’ 
Boxwood Finish Extension Rule 


EVANS No. 060'‘‘Silver-Tip,”’ Snow White 
Professional Quality Folding Rule 
(Both available in inside reading) 


During the past decade EVANS made steel 
tapes a mass market item by pioneering 
product improvements, new packaging and 
merchandising .. . made them fast-moving, 
volume hardware store items. 

And now EVANS is doing it again — for 
WOOD FOLDING RULES! 

Never before so many features — so much 
extra value to give new life to folding rule 
sales! 
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“designed and built our own lumber mill in 
Maine. In Elizabeth,. N. J. we constructed 
and equipped the world's first factory de- 
signed specifically and exclusively for the 
elaclol ailelsmehmazelele mie) iollale mall ts 





























We have made a product with all the 

‘pluses’ that EVANS is noted for and now 

in addition — for a limited time only —— we 
' present this special introductory offer... 
































7 Rule FIREE with every SIX! 


‘GOLD-7/P" Extension Rule 
You buy 6 only X40 (or X40F) na- 
tionally advertised at $2.50 each, 
and you get an extra one free! 


Your total cost (per box) $10.00 


| RR Ae a Sie e $17.50 
WEE OEY Rvs cnksccetscs.. $ 7.50 
43% PROFIT ! 


“SILVER-7/P” Folding Rule 
You buy 6 only 060 (or 060F) na- 
tionally advertised at $1.80 each 
and you get an extra one free! 


Your total cost (per box) $ 7.20 


OS Re at: $12.60 
2, By. | SReeeeetes $ 5.40 
43% PROFIT! 


Gentlemen: 
Please send me immediately: 
Quantity 


@ $17.20 each. 


Circle which number 
Y2 doz. box No. X40 (or X40F) Rules (and 

1 free) @ $10.00 per box 

“a doz. box No. 060 (or 060F) Rules (and 
1 free) @ $7.20 per box 

Introductory Display offer No. 12 (or 12F) 

(12 rules plus two free with display rack) 


EXTRA! es |e 


GET A FREE PEG- 
DISPLAY UNIT 
PLUS 2 RULES 
FREE... BY OR- 
DERING THE IN- 
TRODUCTORY 
DOZEN! 


Display 
No. 12 
You buy 6 only 
X40 and 6 only 
060, with two free rules, one of each. 

(Specify 12F for inside reading.) 





$17.20 
$30.10 
$12.90 


PROFIT ! 


Your total cost with display 
You sell for 
YOUR PROFIT 


43“ 


Ship and bill through: 
JOBBER 
MY FIRM NAME 
ADDRESS 


CITY . STATE 


Mail this coupon to: 


EVANS RULE CO., 400 Trumbull St. © Elizabeth, N. J. 


Here is the QUALITY LINE of 





HD FOLDING RULES 
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NEVER BEFORE SO MANY FEATURES...SUCH VALUE FOR THE MONEY 


a q EVANS EXCLUSIVE! Brass 

nameplate on all rules, plus full set 

Evane 1 SPRING 5 of ‘A to Z"’ metallic finish initials. 
3 | Customer can personalize his rule 


quickly . . . easily. 


ee”! 





EVANS EXCLUSIVE! Al! rules marked in inches 
plus feet-and-inches for quicker reading. STUD MARKS 
every 16 inches. FLAGS" at every foot. 


EVANS EXCLUSIVE! 7 is 

Built-in graduated brass Bee 

tips at both ends on all ers EVANS EXCLUSIVE! (For X40 

rules, for accuracy Pe | and X40F models only) FREE 

protection. ; st vinyl holster with metal clip — 
fastens to belt, keeps rule handy. 


EVANS EXCLUSIVE! EXTRA HEAVY SLATS BRASS EXTENSION, mo- 
Newly developed pat- of quarter-sawn maple for chine graduated with black cali- 
ented spring joints for long life, greater rigidity brations for inside measurement. 
absolutely rigid locking (On X40 and X40F only) 


when open. 
EVANS EXCLUSIVE! MANUFACTURER'S REPLACE- 
MENT AND REPAIR SERVICE! In addition to the 
standard guarantee of materials and workmanship, 


Evans will repair their folding rules broken by misuse 
or accident for a handling charge of only 30¢. 


= "| 
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No. 060 ‘“sv.verR-77P’ 





No. X40 -cozo-77P’ 


FOLDING RULE EXTENSION RULE 
Finest Professional Quality | with RULE HOLSTER and Belt Clip 
Triple-Dipped White Finish Finest Boxwood Finish 
Nationally Advertised, $1.80 each D> olilolaleli Nae oh d-1ail t-te MN ae LOM Tol als 
Available in Regular pee (060) ° PA Zoliloleli-miam.<-1eltllelan.d-telellale mm @.@-cOR 
olalemalel N-teleilare (O60F ) relate aielm.d-telellalom ee 40); 


wari RU LE CO. melaiclal-tmel a ib 4elel-11aPeth Pa Mimo lale Mialclalia-te] ME @ltl-# 





a USS Sag 


There’s extra profit in 
this combination 
plier-wrench 


“No. 410 





SELF-GRIPPING 
HEAVY-DUTY 
PLIER 


IT’S EASIER TO STOCK 
JUST ONE LINE OF PLIERS 


This heavy-duty, self-gripping plier is a prime 
favorite of mechanics. They like its terrific 
gripping power in tight places they can’t reach 
with a pipe wrench. They buy it and use it as 
a combination plier and wrench . . . the finest 


hand tool of its kind on the market. And IT’S PROFIT-WISE TO STOCK THE 


they'll buy it from you if you stock it... cata- GENUINE CHANNELLOCK LINE 
log it. . . display it. | 


CHAMPION DeARMENT TOOL COMPANY 


MEADVILLE, PENNSYLVANIA 


- Sond bor Our Mew Catatog ) d Ny 


Want m more facts? Circle 150, Pp. 105 
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HARDWARE AGE 
CHRISTMAS SALES PLANNING GUIDE 


ARE YOU READY FOR... 


CHRISTMAS 2 


Have you set your goal? A5 to 10% 
increase in sales and profits this 
year is reasonable. Here is a Guide 
to help you reach this goal by 
starting to plan now. 


Contents 

What's ahead in ‘60 .. 
How to plan your program 
What's new in toys 

Your Christmas salesmakers 
How to get more displays 


Management aids 
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What’s ahead for 
Christmas 1960 


¢ © © what’s the outlook for sales this Christmas? Will 
consumers be spending, or tightening up? What 


will this mean to you? How can you plan to get your share? 


The postman was an especially busy man during the last week of September. 

He was busy delivering millions of copies of Sears’ colorful 482-page Christ- 
mas catalog ... almost three full months before the holiday season. 

How are your plans for Christmas? 

You are not Sears, of course, and the end of September is a little early for a 
hardware store to start a Christmas promotion; but it is not too early to or- 
ganize your plans. 

The secret of a successful promotion is really no secret... it is simply good 
planning. And it is here where most independent dealers show their greatest 
weakness. 

Trying to find time each busy day to sit down to do some planning isn’t easy. 
Yet it must be done if this vital year-end volume is to be gained. 

This planning must be more than just some ideas floating around in your 
mind. Plans should be on paper, where everyone in the store can see them. 
Responsibilities for various duties should be on paper. Dates for accomplishing 
the various steps should be on paper. 

It’s not too late to do this now. 


Have you set a Christmas profit goal? 


Before you can set up a workable plan, you must have some idea of what kind 
of a Christmas season you can expect. 

What is the outlook for this Christmas? 

Will consumers be free in their spending, or will talk of a recession, or what 
ever you want to call it, cause them to hold back? 

This has been a strange year in many respects. Some of the basic industries 
haye been operating at a reduced rate; housing starts have been below expecta- 
tions; the stock market has been soft. 

Yes, through all this, actual consumer spending has maintained an unusually 
high rate. Consumer credit, generally considered a sensitive barometer of con- 
sumer feeling, has held at a high level. Retail stores, at the end of July, had 
accounts receivable in charge and instalment accounts of $11.8 billion, up 3 per- 
eent from the $11.4 billion at the end of July, 1959. Personal income at the end 
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of September was at an annual rate of $402 billion, up 5.5 percent over a year 
ago. Retail store sales for the first seven months of this year were $124.4 billion, 
up 2 percent over a year ago. Farmers’ income for the first eight months of this 
year was $15.7 billion, almost equal to income a year ago. Employment has 
kept up. 

In short, the ups and downs of some industries have affected the consumer, 
but he still is spending freely. The experts are convinced that the consumer 
will continue to spend freely, throughout the coming Christmas season. Hence 
the prospects for an active holiday season, possibly even better than in 1959, 
are excellent. Many larger merchandisers are budgeting for a 5 to 10 percent 
sales increase for the coming season. This could be your goal, too. 

How can you start your holiday plans? 

The first step is to carefully review the following pages of this Merchandising 
Guide. In the pages you will find many ideas and suggestions that will help you 


shape your plans, This Guide is designed specifically to aid you do a better 
planning job. 


Here's your six-point management program 


In making your plans, keep in mind the importance of this season. Between 
Thanksgiving and Christmas eve, you must do between 15 and 20 percent of 
your year’s volume... and profits... to make your year’s figures. 

You are handling an important project here. That’s why you have to plan big, 
in promotion, in displays. 

Better use of your time during the Christmas selling season, by planning now, 
will show these results: 

Bigger and better gift and impulse displays are sure to produce more sales as 
long as they are kept full. Plan ’em now. Assign “keep-full” responsibility. 

Walkouts will be reduced when shelves are kept full through fast fill-in re- 
ordering. Want cards are a must. 

Extra services, such as gift wrapping, guarantee extra sales and new custom- 
ers. Plan and advertise these extra services. 

Hours tailored to community habits encourage more family shopping. Check 
neighboring stores, get together on hours. 

Courteous, well trained extra help will encourage new, repeat customers. Hire 
good people now, before they go elsewhere. 

Strong use of ads, mailers, and other promotions are bound to bring new and 
repeat trade if popular items bear competitive prices. Pick your winners now. 

Let the ideas and suggestions in this Guide serve as your primer and re- 
minder to the best profit Christmas on record. 


How are other dealers doing with their Christmas plans? 
Here’s a clue from a wholesaler serving 18 states. 


A midwestern wholesaler, serving 18 states, held two dealer toy shows and 
reports that “on the average, dealers planned and bought for a 10 percent in- 
crease in toy business this year.” Here is a breakdown of toy buying by dealers 
at these shows as to categories and the percentage of the wholesaler’s total toy 
sales by these categories: 


What percent What percent 
of total of total 
What types of purchases What types of purchases 
toys dealers dealers put in toys dealers dealers put in 
bought each category bought each category 
Trucks Plush toys 
Tea sets, accessories 
Games, puzzles Musical toys 
Doll accessories Construction 


Rubber, plastic figures 
Mechanical toys Hobby 


6g Furniture 
POIMGIMe O068, O66. . 2s dkceves Riding toys 


Toddlers’ toys Miscellaneous 
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There are many extra management details to handle during the Christmas 


selling season. Here is a list to help you plan your schedules and promotions. 


There’s only one word to describe the hard- 
ware store that waits too long to get set up for 
the holiday rush: chaos. And the worst part of 
this chaos is that a big profit is needlessly lost. 


Extra volume at Christmas means extra head- 
aches for management. New help, big deliveries 
of highly seasonal merchandise, and rush hours 
when the store is jammed with new customers 
that you are anxious to impress favorably, throw 
a heavy burden on you. 


Sometimes the problem cannot be fully re- 
solved, but a great deal of confusion can be 
wiped out with an item-by-item advance plan. 
This boils down to a simple checklist of things 
to do early. 


With the checklist that follows you will keep 
tabs on the many little problems. Without such 
a reminder, many things are likely to be forgot- 
ten or set aside. Result? All of the things for- 
gotten or set aside crop up at once, usually when 
there is least time to do anything about them. 

Clip out this checklist. Hang it over your 
desk. It will be a constant reminder of things 
to do . . . before it’s too late to do them. 
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Policy for extra saleshelp 





Have you established a policy on days and hours 
your Christmas extras will work? 

Have you set a rate of pay for extras that is 
fair to your regulars? 

Have you determined whether or not you.’ 
Christmas extras will be eligible for discounts 
on purchases? 

Will you have some standard of identification 
for your Christmas extras (badges, jackets, 
etc.) ? 

Have you set up a schedule for relief periods 
and lunch hours that will give you balanced 
floor coverage of both extras and regular help? 


Recruiting extras 


Have you started recruiting Christmas extras, 
to get the cream of the crop for your store? 
Have you asked your employees to help in re- 
cruiting Christmas extras? 

Have you contacted former extras about work- 
ing again this year? 

Have you considered asking your customers to 
work, or to help you recruit extras for the 
Christmas selling season? 

Have you contacted high schools and colleges 
for part-time extra help? 





Training part-time help 


Have you determined when you will hold train- 
ing sessions for your Christmas extras? How 
many? How long? 

Have you planned where you will hold your 
Christmas-extra training sessions? 

Have you made your plans for the material to 
be covered in your training program? 

Have you decided whether or not you will pay 
your extras during this training period? 


Gift wrapping 


Have you established a policy on charges, if 
any, you will make for Christmas gift wrap- 
ping? 

Have you determined where you will locate 
your gift wrapping counter and supplies? 
Have you selected the person to handle gift 
wrapping in your store? 

Have you placed orders for gift wrapping sup- 
plies (paper, ribbon, stickers, etc.) you will 
need? 

Have you selected the gift wrapping paper and 
supplies that will give you something distinc- 
tive and in keeping with your expense budget? 


Selling aids 


Have you considered adopting a self-service 
selling system for the Christmas season? 
Have you developed some suggestion selling aids 
for the new and regular sales people during 
this top volume time? 

Have you considered holding some form of 
sales contest to keep sales stimulated all during 
the Christmas season? 

Have you worked out a selling theme to keep 
deliveries at a minimum? Example: “The 
package you carry you have today.” 

Have you established a limit on credit sales that 
can be handled without approval from manage- 
ment? 

Have you made rules about check cashing? 
Returns? Exchanges? 


Advertising 


Have you established a Christmas season ad- 
vertising budget? 

Have you reserved space in your local news- 
paper and shopping news for the Christmas 
selling season? 

Have you developed a theme for your store’s 
Christmas advertising? 

Have you reserved mats through your news- 
paper for advertising that ties in with your 
Christmas theme? 

Have you ordered the merchandise you plan to 
feature in your advertising? 


Christmas displays 


Have you selected the Christmas decor (Santa 
Claus, snow, pine trees, etc.) you plan to use in 
your displays? 

Have you placed a reservation with fixture 
suppliers for any special display properties you 
will need for your Christmas window and in- 
terior displays? 

Have you planned your counter signs so that 
they can be printed in plenty of time? 

Have you planned your window displays to 
avoid any last minute decisions? 

Have you determined where your key displays 
of Christmas merchandise will be located? 


Layaway system 


Have you established a policy on whether or 
not you will handle layaways in your store? 
Have you set up some rules that will apply to 
your layaway selling (deposit, payments, time, 
etc.) ? 

Have you set aside a location for storing lay- 
aways that is convenient and that protects the 
merchandise? 

Have you instructed personnel in your store 
about how to use layaways in selling and how 
to handle the transactions? 

Have you ordered the forms you will use to 
handle your layaway sales? 


Christmas merchandise 


Have you set up a schedule on your orders so 
the shipments are staggered to avoid bottle- 
necks in receiving? 

Have you established a date for the cancellation 
of all unfilled orders? 

Have you set a date beyond which you will not 
place any reorders for Christmas merchandise? 
Have you worked out a schedule of markdowns 
that will keep profits in line while bringing 
about liquidation of your Christmas stock? 
Have you determined some last minute fill-ins 
of staple merchandise lines you can feature 
during and after the Christmas selling season? 


Christmas bonus 


Have you determined the basis for calculating 
a Christmas bonus (length of service, sales 
volume, percentage of earnings, etc.) ? 

Have you decided whether to give your bonus 
early or just before Christmas? 

Have you determined who will qualify for your 
Christmas bonus? 


———Will your Christmas extras be included in your 


bonus plan with at least token payments? 
Will your Christmas bonus be given in cash or 
with special printed Yuletide checks? 
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What's new in toys this year 


Staple lines get a boost from toys that reflect a growing interest in 


technology. Here are some of the newer toys that will be featured this year. 


Toys are growing steadily as a traffic and profit 
maker at Christmas, as well as year-round. More than 
42 percent of hardware dealers in the $50,000 and up 
annual sales bracket now sell toys and games. In 
specialized lines such as sleds, the figure climbs 
higher; more than 51 percent in some items. 

Part of the reason for this wider acceptance of toys 
on the hardware level is the terrific amount of change 
in toy design. In recent years there has been a grow- 
ing emphasis on technical toys, scientific toys, and 
working toy miniatures of grownup devices. 

This progress in toy design has been matched by 
larger promotional outlays especially on television. 
This promotion has caught on. It has youngsters tak- 
ing parents by the hand to toy outlets for this or that 
novelty seen on the TV show. Nearly every city has 
TV shows around the supper hour. Their traffic build- 
ing power is great. 

Newness and strong promotions have zoomed toys 


Mfr.: A. C. Gilbert Co. 
Price: $34.95, complete as shown. 
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into the $1.6 billion annual sales range, and the ma- 
jority of this volume falls in the holiday season. 

Some of the newer toys for 1960 are shown on these 
pages. These items were selected from a general 
showing of new products at the recent annual exhibi- 
tion by the Toy Guidance Council, New York. 

All of these toys bear approval by the Toy Coun- 
cil’s panel of educators, and several of them hive 
received Prestige Toy Awards for 1960. 

From Geiger counters to transistor radios, more and 
more technology and precision craftsmanship is enter- 
ing the toy sales picture. Dealers appreciate the grow- 
ing need to stock wider assortments, rather than depth 
in a few lines. 

An assortment in newer toys, plus the staples of 
dolls, games, wheel goods and other staples, is the 
first step to meeting the 1960 Christmas goal of a 
5 to 10 percent or more increase. 


Mfr.: Wolverine Supply & Mfg. Co. 
Prices: Stove, $9.95: Sink, $9.95: Refrigerator, 
$12.95; Ironing Board, $2.98; Electric lron, $2.98. 








a 


Mfr.: American Doll & Toy Co. Mfr.: L. M. Cox Mfg. Co. Mfr.: Mattel Inc. — , 
Price: $24.95, complete as shown. Price: $9.95, with Baby Bee .049 engine. Price: $2.98, a Prestige Toy award winner. 
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Mfr.: Industrial Safety Belt Co. Mfr.: Aluminum Specialty Co. Mfr.: Eldon Mfg. Co. 
Price: $3.98, complete as shown. Price: $2.98, complete as shown . Price: $2.98, 17 in. long, unbreakable. 


Mfr.: Bell Products Co., Inc. Mfr.: Skil Craft Corp. Mfr.: 
Price: $14.95, three transistors, less battery. Price: $34.95. complete as shown. Price: 98¢, a Prestige 


Fisher Price Toys, Inc. ese 
oy award winner. 


Mfr.: Science Materials Center Mfr.: Spear Products Inc. Mfr.: Avalon Hill Co. 
Price: $24.95, build-it-yourself Geiger counter. Price: $29.95, three-speed electric. Price: $4.98, two can play. 


Note: Some prices ore slightly higher in West. 
All prices retail. 
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Salesmakers 


Are you counting on new customers to 
make your increase in sales this year? 
Try special signs, new display angles. 


Here are illustrations of how dealers 


have grouped merchandise to give it 


that extra sales appeal. 


A scrub pine sprayed white becomes a per- 
fect centerpiece for a floor display. This 
dealer used it as a focal point for heater 
sales, on the premise that heaters are most 
needed in the late fall as gifts and personal 
purchases. 


Good signs convert basic staple hardware 
items into appealing giftwares. Here, expan- 
sion poles support shelves laden with every- 
day hardware and housewares, and the useful 
gifts theme appeals to the window shopper. 








Leeds Hardware Ce., Leeds, Ala. 


Dealers with room to spare will find a dolly's corner for 
specialization of all doll toys a sure profit maker. Related 
sales run high when all tie-in lines are within sight and 
reach. Unit sales often average $20. 
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"Make your window signs big enough to be 
seen blocks away,’ says this dealer, ‘draw 
new trade from passersby who do not norm- 
ally shop in your store.” Big signs let ouf- 
side trattic know you feature special services 
and key departments. 


Lowe's, Ogden, Utah 


+ 
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Christmas salesmakers 
(Continued) 
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A "nothing over $3" counter is equally effec- 
tive in other price ranges: $2, $5, $10. It pro- 
vides a stimulant for customers who have fixed 
a set dollar limit in their minds, and helps 
them select and buy faster. 


Proprietor Herb Gartner (left) has 
found Christmas tree sales a profitable 
sideline. There's profit in the trees 
alone, big traffic for the store in gen- 
eral, and many tie-in sales of tree orna- 
ments and lights in particular. A $100 
investment in this line can bring a $100 
profit, up to 100 new customers. 


Lakewood Country Store, Tacoma, Wash. 


University Place Hardware, Tacoma, Wash. 
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Your model train setup can be this elab- 
orate or a lot less detailed, but either 
way, you will draw boys from 16 months 
to the wheelchair age. And the more 
items you show, the better your crowd and 
the greater your sales potential. 
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Here's a Christmas window with powerful 
traffic and sales appeal, with inexpensive 
paper on floor, a few gift boxes, and an 
orderly arrangement of the most wanted 
hand and power tools. The sign makes 
woman pause and study the display. 





HARDWARE AGE 
Christmas Sales Planning Guide 





Need more display spots? 


Try expansion poles 


Floor-to-ceiling expansion poles help you create new 
display areas out of open space. Adaptations of 
these low-cost display aids are endless. Some 

useful examples for Christmas were designed 


for HA readers by consultant James Kiley. 





Expansion poles are hollow metal tubes 
designed to be extended to reach any 
ceiling height by adding extra lengths. 
The poles are perforated to hold fittings 
of various types. Each pole has a powerful 
spring in one end. A pole can be installed 
in any location without tools, wedged 
snugly between floor and ceiling. Fig. | 
shows an expansion pole fitted with per- 
forated panels on a | x 2 in. frame that 
is bolted to the pole. The unit has a Christ- 
mas decor, featuring hardware in the use- 
ful gifts category. 





























e. | 








SHELF BRACKET 
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Three expansion poles can form a four-sided display 
unit as in Fig. 2. Shelves are fitted to metal brackets in- 
serted in the paneling or in the holes punched in the 
oles. Expansion poles have special perforations that 
lock Ries $0 and card holders firmly into position. 
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THAT WILL BE APPRECIATED 
LONG AFTER CHRISTMAS 
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This more elaborate expansion pole unit in Fig. 4 is com- 

lete with lighted overhead canopy. Canopy may be 
built of !/, in. board, nailed to | x | in. frame. Floodlights 
are built into canopy to highlight gift items on display. 
One or more shelves can be fitted with 4 in. glass bins 
installed with metal corners and splicers. A double-faced 
sign is suspended on lengths of fine wire. 




















< 


Some expansion poles can be fitted with special swivel 
fittings so that they will revolve slowly atop a small elec- 
tric turntable as in Fig. 3. A number of shelves can be 
attached with metal brackets. A sign printed on both 
sides gives constant exposure to a selling message. This 
display is ideal as a window centerpiece or for a key 
traffic location. 
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HA management aids for... 


More Christmas profit 


Here are HA-designed management aids that will help you 


get more sales through layaway, suggestion selling, and 


through controlling lows and outs. All are store tested. 


Prices are postpaid. Please specify form numbers with your 


check or money order to: Reader Service Dept., Hardware Age, 


Chestnut & 56th Sts., Philadelphia 39, Pa. 


Form No. 14 


“Gifts for Her’ signs fit standard 51/5 x 7 in. holders. A 
focal point for any display. Bright red on stiff board. 
Cost: 9 for $1 or 2 for 25¢. 


Form No. 13 


“Gifts for Him" signs are printed in red on signboard, to 
fit 51/5 x 7 signholders. Useable all over your store. Cost: 
9 for $1 or 2 for 25¢. 


SHE SPEC Form No. 15 


"Sale special’ signs fit 51/5 x 7 in. holders, printed in a 
Christmas green. Blank areas let you fill in name of item, 
former price, and sale price. Use wherever you have 
special price displays. Cost: 9 for $1 or 2 for 25¢. 
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HA Lay-A-Way Kits 
This 113 kit includes: 100 three-part, serially numbered 
tags; three red 18 in. window pennants; five round, red, 
6 in. spinners to hang above sales floor; five 81/5 x 11 in. 
posters describing how layaway plan works. A $3.03 
value, ordered separately. Cost: $2.50. 


Useour ~& 
LAY-A-WAY PLAN 





Form. No. | 
HARDWARE AGE 
Pocket Want Card 


axe eee Pocket Want Cards keep you 

eye posted on what's selling; what's 
in demand, in time to get reorders 
in stock quickly. Pocket sized, 
they're much handier than a cen- 
trally located want book, get bet- 
ter results from each clerk. Cost: 
90 cards, $1; 600 cards, $5. 
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Sales floor has many displays of builders’ hardware for 
inspection of contractors and home owners. 


How to expand a 


builders’ hardware department 


A dealer finds builders’ 

hardware fits well with basic 
hardware lines. Now the builders’ 
section is expanded with addition 
of a modern, big-ticket line 


with wide sales appeal. 


Step into a hardware store along route U. S. 101 
in Belmont, Calif., and you’ll find ample evidence that 
builders’ hardware can be a major department in a 
retail store. 

This is Bair’s Hardware where concentration on 
builders’ hardware was planned. Several years ago 
Jim Bair decided to realign his major departments. 
He swung over from handling the usual range of hard- 
ware-housewares departments, to basic hardware with 
emphasis on builders’ hardware. Mr. Bair was aiming 
at the expanding building market, to sell to builders 
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Displays of builders’ hardware tie in with store's other 
hardware lines. 


Builders’ hardware is a major department in this hard- 
wore store. 
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How to expand a 


builders’ hardware department 
(Continued) 


of new homes and to home owners with modernization 
projects. 

More recently Bair’s Hardware has moved into 
more specialization in the builders’ hardware field: 
automatic door controls. 

Bair’s Hardware present store, opened in June, 
1959, was custom-designed for three specific purposes: 

(1) A retail hardware store. 

(2) A sales headquarters for builders’ hardware. 

(3) A sales and service headquarters for the new 
specialty, automatic door controls. 

The design of the building has proved a major 
traffic-builder. An upsweeping overhang rises dra- 
matically from a planter-box opposite the entrance, 
providing sheltered access in wet weather. The build- 
ing is of concrete block, finished in an attractive shade 
of blue. 

The showroom is opened up to traffic passing on 
U. S. 101 by windows extending from the floor to 
the roof line. Cost of the building and land, including 
paved parking for several dozen cars, was $85,000. 

Among the most striking of features is a towering 
“Bair’s Hardware” sign, with an inset of a bear, a 





distinguishing trademark used on all company 
stationery. 

Naturally, the double front doors are automatically 
operated. Besides easier passage, the automatic doors 
impart considerable prestige value. The doors stress 
exactly the advantages which Bair’s outside salesmen 
sell to prospects. 

“This is a big change for us,” Mr. Bair says in 
relation to his company’s move into the door control 
field. 

“But in a way it’s not so far distant as you might 
think from the builders’ hardware division. We use 
the same salesmen, who often call on the same indi- 
viduals in connection with door controls as for other 
builders’ hardware items. Mainly we’ve had to add a 
good-sized service department to make repairs that 
can’t be handled in the field. And we have to carry an 
inventory of about $15,000 in controls and parts, plus 
$5000 invested for two pickup trucks. 

One of the reasons for such a substantial invest- 
ment is that Bair’s Hardware is the franchised dis- 
tributor in Northern California and Nevada for a full 
line of automatic door controls. It is the parent opera- 
tion in a network which includes a hardware store in 
Fresno, Calif., as well as door control sales and service 
facilities in Sacramento and Fresno. 

How did Mr. Bair happen to adventure into a field 
so different from hardware retailing, and yet so 
closely allied to selling hardware to contractors? His 


ee Mie | 
Two important elements in selling au- 
tomatic door controls. Planning the 
installation (above) done by Robert 
Wifstrand, sales engineer. The service 
department (left) which repairs and 
maintains equipment. 
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Dealer Bair who specializes in builders’ hardware. 


new specialty is just an extension of his previous 
efforts. 

Mr. Bair has been disturbed for a long time about 
the fact that, in some hardgoods’ lines he had no less 
than 26 competitors right in his own city. Now, in 
door controls, he has only two competitors in the nine- 
county Bay Area. 

In casting about for something in the building 
industry, this dealer tried to make the most of his 
well-trained sales organization and their contacts. 
Now these salesmen devote about half their time to 

(Continued on page 114) 
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Hardware in ACTION 
pulls traffic 


Luring customers into a lumber yard hardware section is a problem. Here is an idea 


The lumber yard has the same basic problem that 
the hardware dealer has: How to get customers into 
the store. 

Now comes a lumber company on the West Coast 
with an answer to this problem. 

The hardware section is a corridor for traffic to pass 
through to find out how to use hardware merchandise. 
Hardware in action is the key to pulling traffic into 
the hardware section. In turn this traffic leads to im- 
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pulse and tie-in sales volume. 

Progress Lumber Co., Redwood City, Calif., con- 
verted an extensive area of its second-floor warehouse 
into a showcase of home improvement products to 
attract contractors and do-it-yourselfers. The hard- 
ware section is on the first floor, and customers pass 
through hardware to the second-floor hardware in 
action show room. 

Feature of the showcase is a model house, sidings, 





to pull traffic and lead to impulse sales. 


acoustical tiles, plywoods, redwood siding, builders’ 
hardware, windows, fixtures, and appliances. 

All are displayed as though they were in actual use, 
enabling the customer to visualize the actual installa- 
tion. 

Four themes have been developed in the new de- 
partment: “Modernize your kitchen,” “add a room,” 
“modernize your bathroom,” and “add a patio.” 

Most elaborate of the four is the “add a room” 
theme. The model house, which also serves as office 
space for the salesman in charge of the unit, is de- 
signed to sell room addition materials. 

This unit has redwood siding on the outside, various 
types of acoustical materials on the ceiling, walls 
covered with different types of plywood such as Shado- 
wood and Rift Grain Redwood, and even a roof which 
features a selection of available roofing materials. 

Wendel Scott, general manager of Progress, has 
been pleased with the results. 

“Many of our customers are do-it-yourselfers. With 
such an increasing sales potential of the home im- 
provement market, we felt we could increase our sales 
volume by capturing some of this lucrative market. 
The department rapidly is becoming a volume sales 
producer for our firm,” he reports. 

Mr. Scott feels that the company’s new moderniza- 
tion department has directly and indirectly increased 
hardware sales. This dealer attributes a great deal 
of this increase to greater traffic in the store. 

“The modernization department,” Mr. Scott says, 
“is the magnet which attracts people to the store. 

“Customers must pass through the hardware de- 
partment of the store to get to the modernization de- 


q Traffic for this ground-floor hard- 
ware section is built with an upstairs 
model room showing hardware in 
action. 


Hardware products in use are shown in this model house, 
enabling customers to make selections for their modern- 
ization projects. 


partment. This is why we have sold many impulse 
items. 

“The second and more direct factor is related sales. 
When a person decides to remodel his kitchen not 
only do we usually sell him the plywood, but fixtures, 
hinges, pulls, nails, screws, fasteners, paint or stain 
and perhaps a new power tool. 

“Actually the departments have helped each other. 
A customer who wants a hardware item can see certain 
applications of the item in the modernization depart- 
ment. Likewise persons can get ideas in the moderni- 
zation department and then purchase the hardware,” 
says Mr. Scott. 

“The most difficult obstacle in selling hardware is 
in attracting customers. You must do something dif- 
ferent to attract customers, which is what we have 
done with our specialty section at Progress. With in- 
creased traffic you will have increased hardware sales. 

“Many of our customers come in with the inten- 
tion of only looking around the modernization depart- 
ment to get ideas, such as going through a model 
house. Many of these browsers will buy one or more 
small hardware items before leaving the store.” 

The construction work for the building in the ware- 
house area was done by Progress Lumber employees 
over a period of several months. The expense, accord- 
ing to Mr. Scott, was minor when considered against 
the building’s possibilities as a sales tool. 

Sales results have proved him correct. 

Mr. Scott says that many of his customers bring 
advertisements with them and ask for specific items 
by brand name. “Many of my customers do ask for 
items such as Simpson Redwood bevel siding, Fore- 
stone acoustical ceiling tile, and Shadowood and Rustic- 
wood specialty plywoods. 

“In just about every case, I feel that national] ad- 
vertising must be given the credit when it comes to 
the actual idea planting in the minds of customers.” 

Although he recognizes the volume potential of the 

(Continued on page 118) 
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Buying Check List 


of new hardware items 


Keep up to date. Check these new items 


Each item in the following pages has a number above it. When 
you want more details about an item, just circle corresponding 
number on postcard on page 105, and mail 


Item 1 
Suction-base meat grinder 


The Grind-O-Mat No. 358 has a 
4 in. suction base with vacuum 
lock that grips any smooth, non- 
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porous surface. The Megaloy hop- 
per is easily removed for rinsing. 
Screw-on ring collar locks cutters 
to prevent slipping or leakage. The 
double-edged cutting blade is re- 
versible. Comes in white baked 
enamel with chrome trim, and re- 
tails for $9.98. Rival Mfg. Co., 
Dept. HA, Kansas City 29, Mo. 


Item 2 
Water repellent mittens 


Frosties, vinyl coated children’s 
snow mittens, are warm, water re- 
pellent and flexible. The gloves 
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come with knit wrists or flared top 
slip-on styles in bright red or royal 
blue to fit children from ages 3 to 
10. A colorful, pre-priced merchan- 
dise display with a three dimen- 
sional snowman header is offered 
with glove assortments. A 7 x 2% 
in. personalized license plate, na- 
tionally advertised for $1, is of- 


fered for 25¢ with snow mitten tag. 
Glove Div., Riegel Textile Corp., 
Dept. HA, 260 Madison Ave., New 
York 16, N. Y. 


Item 3 
Furnace filter sampler 


Fram Sampler is an in-store sell- 
ing aid containing 24 germ-killing 
filters in four sizes for warm air 
furnaces. Developed for use in hos- 
pitals, the germ-killing filters are 


now being sold for homes and of- 
fices. The sampler is 20 x 26 x 53 
in. high. Dealer price is $20.66 and 
the minimum profit is $13.78. Fram 
Aire Corp., Dept. HA, 105 Paw- 
tucket Ave., Providence 16, R. I. 


Item 4 
Home shooting gallery 


Marksman’s new target offers 
fun for the entire family. Designed 
for use with all air guns, it fea- 
tures three types of moving tar- 
gets. The 18 x 15 x 6%-in. target 
is precision engineered and de- 
signed to trap .177 and .22-cal pel- 
lets and BB’s and to safely control 
ricochets. Features include heavy 
gauge, all steel construction and a 
heavy-duty 110-volt motor ap- 





Here is a quick Check 
List of items described 
in the following pages 


proved by UL. Retails for $15.95. 
Marksman Preducts, Dept. HA, 
P. O. Box 25396, Los Angeles 25, 
Calif. 


Item 5 
Stand-up bath scale 


Borg-Erickson’s new bath scale 
has a magnified dial, chrome 
handle, and a platform in choice of 
silver, sandalwood, white, black, 
pink or turquoise. The chrome 


handle also serves as an easel so 
the scale can be placed against a 
wall or in a corner for out of the 
way storage. Takes less than 4-in. 
of floor space. The scale, which re- 
tails for about $10.95, has a life- 
time service warranty. Borg-Erick- 
son. Corp., Dept. HA, 1133 N. Kil- 
bourn Ave., Chicago 51, Il. 
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Item 6 
Rotating brush display 


Sixty MagiKoter brushes in a 
counter space 18-in. wide offers 
customers three complete selections 
of exploded-tip or bristle brushes 
in 1, 14%, 2, 3 and 4-in. sizes. Rack 


revolves for convenience of selec- 
tion. Brushes are packaged in flip- 
top carton with price spot and in- 
structions. Rack is furnished with 
purchase of regular merchandiser 
assortment. Wooster Brush Co., 
Dept. HA, Wooster, Ohio. 


Item 7 


Revolving tool display 

This new Fix-Up-Paint-Up Tools 
display by Hyde Mfg. can be used 
on the floor, wall, counter or ceil- 
ing. Called the Smorgas-Board 400, 
the fixture displays six each of the 
22 individually carded Fix-up 
Paint-up tools. Other features in- 
clude revolving, all wood con- 
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BUYING CHECK LIST_ 


WANT MORE DETAILS ON THESE ITEMS? JUST CIRCLE 


structed stand with an extruded 
aluminum bracket. Hyde Mfg. Co., 
Dept. HA, Southbridge, Mass. 


Item 8 
Cordless electric clock 


Westclox’ cordless electric wall 
clock has a golden dial set against 
a rich mahogany or walnut finish 


re 


and polished brass hands. It pro- 
vides months of service on an or- 
dinary flashlight battery. The clock 
measures 16%4-in. from tip to tip. 
Retails for $16.95. Westclox Div., 
General Time Corp., Dept. HA, La- 
Salle, Ill. 


Item 9 
1Y2-lb force-proof padlock 
This new 1%4-lb. padlock by 
Hurd Lock is shock-proof, saw- 
proof, and force-proof. It is preci- 
sion drilled out of a solid forged 
steel body. A five-pin tumbler brass 
lock cylinder and dead-bolt con- 
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struction provide maximum 
security and resist any shock. 
Triple plating guards against 
weather and corrosion. Body di- 
ameter is 214-in., shackle clearance 
15/16-in. on the width and either 
one or two-in. on the height. Key 


Top-security Largest Strongest 


cannot be removed when lock is 
open. Suggested retail is $4.95. 
Hurd Lock & Mfg. Co., Dept. HA, 
Almont, Mich. 


Item 10 
Sliding-door medicine chest 


This new sliding-door medicine 
cabinet has a total of 4400 cu in. 
storage capacity. One side has fixed 
shelves for linen, while the other 
side has adjustable glass shelves 
for medicines and tall bottles. Mir- 
ror doors are of polished plate glass 
or crystal, mounted on nylon bear- 








ings. Frames are stainless steel. 
Cabinet is 8-in. deep and recesses 
into a standard wall, with 4-in. 
extending from the wall. Jensen 
Industries, Dept. HA, 165 S. Mis- 
sion Rd., Los Angeles 33, Calif. 


Item 11 

Multi-purpose garden unit 
Lawn Boy’s 2 hp Hobby Gar- 

dener tills, weeds, cultivates, edges 

and prepares holes for plantings. 


~e 
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The unit is equipped with on-pull 
recoil starter and adjustable three- 
position handle. Tiller tines expand 
or contract to width of rows. The 
Hobby Gardener weighs 40-lbs 
without attachments and sells for 
approximately $99.95. Lawn Boy, 
Outboard Marine Corp., Dept. HA, 
Waukegan, Ill. 


Item 12 
Contoured picture frames 


Home craftsmen will be inter- 
ested in the new contoured picture 
frames and multiple-use “T”’ sec- 
tions by Reynolds. The 6-ft frame 
sections, Item No. 97, are as- 
assembled with flat corner braces, 
nuts and bolts, Item No. 47. The 
“T”’ sections, Item No. 96, measure 
l-in. in height and width with a 
choice of six or 8-ft lengths. Both 
items adapt to standard woodwork- 
ing tools. Reynolds Metals Co., 
Dept. HA, Richmond 18, Va. 


Item 13 | 
Color-code tape dispenser 


Slipknot 45 color coding tape 
comes in a package of six % in. x 
20 ft rolls of vinyl tape for all elec- 
trical coding uses. The package 
holds all six rolls of 4-mil tape to- 





ITEM NUMBER ON FREE POSTCARD, P. 105 


gether to eliminate waste through 
loss and dirt in toolboxes. The col- 
ors—green, orange, blue, yellow, 
red and white—can be dispensed 
from the carton without removing 
roll. Rolls are held in box on 
wooden core, easily removed for re- 
placement. Retails for $1.50. Plym- 
outh Rubber Co., Inc., Dept. HA, 
Revere St., Canton, Mass. 


Item 14 
Air-water booster nozzle 


This Tri-Con Booster Nozzle 
with finger tip controls, provides a 
wide selection of air-water pres- 


WIGH VELOCITY 
FiMGER-TIP CONTROL 


BOOSTER NOZZLE 


for car washing + drying + feshing + degreasing 


one tool for air ond water... save time and money! 


sures, water alone, or air alone. 
Speeds auto and truck cleaning, en- 
gine, driveway, floor and wall flush- 
ing and degreasing. It’s made of 
rust-proof aluminum and _ brass. 
The unit comes in a protective bub- 
ble on a colorful 9 x 10 in. card 
with instructions and manufac- 
turer’s warranty. Lists at $9.95. 
Specialties, Inc., Dept. HA, 19801 
St. Clair Ave., Cleveland 17, Ohio. 


Item 15 
Modern-styled snow remover 


This power-propelled Sno-Caster 
by Bolens has chain-driven rotor 
plates that scoop up and cast snow 
through an adjustable discharge 
chute to either side up to 18 feet. 
It is powered by a 3-hp Briggs & 


‘ 


Stratton engine with a quick-acting 
recoil starter and it travels at %4- 
mph, and cleans an 18-in. strip. 
Bolens Products Div., Food Ma- 
chinery & Chemical Corp., Dept. 
HA, Port Washington, Wis. 


Item 16 
Candy-striped white glass 


Hazel-Atlas’ Carnival of Color 
line comes with red, turquoise, 
orange and yellow stripes. Mixing 


bowls are available in red, tur- 
quoise and yellow only. Suggested 
retail price of the 10 oz coffee mugs 
is 19¢ each; cereal bowls, 19¢; 11% 
oz tumblers, 15¢, and mixing bowls, 
5 in., 19¢; 6 in., 25¢; 7 in., 29¢, 
and 8 in., 39¢. All-white mugs and 


cereal bowls are also available, with 
a suggested retail price of 15¢ 
each. Hazel-Atlas Glass Div., Con- 
tinental Can Co., Dept. HA, 100 E. 
42nd St., New York 17, N. Y. 


Item 17 
Four-edge paint scraper 


This heavy-duty wood scraper by 
Allway has two straight edge blades 
for fine scraping and two serrated 
edges for rough scraping. Blades 
have flared ends for corner work. 
Other features include an alumi- 
num die cast head, tubular steel 
handle, and vinyl slip-proof grip. 
Each scraper is carded on a two- 
color card with instructions and 


price spot. Available in two sizes, 
the No. F42 with 2%-in. blade to 
retail for $1, and the No. F22 with 
15,-in. blade for 79¢. Allway Mfg. 
Co., Dept. HA, 1513 Olmstead Ave., 
New York 62, N. Y. 


Item 18 

Galvanized steel water can 
Here’s a galvanized steel water 

can for field crews or sportsmen. 

The insulation is of urethane foam 


which is contained between the 
galvanized exterior and the poly- 
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Want more details? Just circle item number on p. 105 


ethylene liner. Nylon faucets elimi- 
nate metal contact, and are re- 
cessed into the side of the can to 
prevent damage. Available in 2, 3, 
5, and 10-gal sizes. H. P. Gott Mfg. 
Co., Dept. HA, Winfield, Mass. 


Item 19 
Restyled hardwood levels 


Columbian’s levels No. 209 and 
No. 309 feature a new contour- 
shape design with slim end points. 
Levels are made of natural finish 


hardwood with aluminum _ top 
plates. They are %4-in. wide, 144- 
in. high and 9-in. long. No. 209 
has one plumb and one level. No. 
309 has one plumb, one level and 
a 45-deg. vial. Columbian Vise & 
Mfg. Co., Dept. HA, 9021 Bessemer 
Ave., Cleveland 4, Ohio. 


Item 20 
Aluminum sand box 


This weather resistant aluminum 
sand box, with more than 10 sq ft 
of play area, is 42 in. long and 36 


94 e HARDWARE AGE, October 20, 1960 


in. wide. It stands 38%4 in. high, 
with adjustable green and white 
striped canvas canopy. Aluminum 
canopy supports include ground 
pegs for extension of canopy be- 
yond sand box. A center leg sup- 
port assures added strength. Paint- 
ed wooden seats are constructed to 
withstand rugged treatment. No. 
4279MT weighs 23 lb and retails for 
$19.95. Mirro Aluminum Co., Dept. 
HA, Manitowoc, Wis. 


Item 21 
Newly designed casters 


Master’s new caster is a round 
caster which operates on an orbital 
principle with the wheel section re- 
volving angularly around the base. 
Completely enclosed ball bearings 
provide efficient swiveling action 
and rolling movement, and prevent 
jamming or clogging. Designed for 
all types of furniture as it is man- 
ufactured with all standard siems. 
Called Gyro-rol, it has a soft rub- 


ber non-marking tread for lino- 
leum, wood, tile or concrete sur- 
faces, and a hard rubber tread for 
rugs and carpeting. Available in 
five finishes. Master Mfg. Co., Dept. 
HA, 9200 Inman Ave., Cleveland 
5, Ohio. 


Item 22 
40-bushel leaf cart 


This new 40 bushel leaf cart was 
designed by Toro to accompany its 
Pony riding mower. This cart is 
rigidly mounted on caster wheels 


for easy maneuverability. The 
Pony mower’s housing blow five 
bushels of leaves per minute 
through a rigid plastic tube that 
won’t rust, crack or corrode. Re- 
tails for $44.95. Toro Mfg. Corp., 
Dept. HA, Indianapolis, Ind. 


Item 23 
Pulldown lighting fixture 


This new pulldown by Thomas 
Industries has antique design. 
Model M-1533 is for kitchens, din- 


——— 


ing areas and breakfast nooks. Gal- 
leried 16-in. shade is antique white 
with formal, repeated leaf design. 
Hand-blown glass chimney. Pulls 
down 25% to 33 in. from ceiling. 
Three-way switch. Moe Light Div., 
Thomas Industries, Inc., Dept. HA, 
207 E. Broadway, Louisville, Ky. 


Item 24 
Floodlight displays 


Two General Electric shipping 
carton displays are available to help 
boost retail floodlight sales. The 
Holiday Pack (shown) folds open 
toa 14x 11% x 21 in. high display 
of 12 color floodlights for the com- 
ing holiday season. Bulbs are 100- 
watt and come in red, blue and 
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FULL BODY 
UNC - 16 THREADS 


FINISHED HEXAGON NUTS ? 


BTANDARD BSBSCREW COMPAT 











For better consumer acceptance... 


THESE BELONG ON YOUR SHELVES 


Your customer judges your business by the products you 
sel] and the way they are displayed. The wise merchandiser 
recognizes this . . . and carries a quality impression into 
every possible detail of his business. 





ATTENTION, WHOLESALERS 


Stanscrew brings this quality even into your bolt sales. 
With clean sharp threads, precise dimensions, and finished 
appearance, Stanscrew fasteners are visibly superior. At- 
tractive modern boxes, with colorful high visibility labels, 
carry through this theme and dress up your shelves. 


Your wholesaler will gladly tell you about the profit- 
making possibilities in Stanscrew’s complete line. In addi- 
tion to Stanscrew bolts, ask him about the colorful 
merchandisers on socket key kits and set screws. 


With Stanscrew you get fast de- 
livery . . . your order is normally 
shipped within 24 hours. And 
Stanscrew fasteners are competi- 
tively priced . . . no higher charge 
for their extra quality and better 
service. If you are not already of- 
fering this profit-making line, write 
today. 











STANSCREW FASTENERS 


CHICAGO | THE CHICAGO SCREW COMPANY, BELLWOOD, ILLINOIS 
HMS | HARTFORD MACHINE SCREW COMPANY, HARTFORD , CONNECTICUT 
WESTERN | THE WESTERN AUTOMATIC MACHINE SCREW COMPANY, ELYRIA, OHIO 


STANDARD SCREW COMPANY 2701 Washington Boulevard, Bellwood, Illinois 
Want more facts? Circle 151, p. 105 
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Profit item for hundreds of 
retailers ... How about you? 


Want more details? Circle 


Anchor Brand 
Chain Repair Link 
Assortment No. 30 


Display Box No. 30 contains the 
following chain repair links: 


8 No. 2531 Rivet Links, 
No. 2531 Rivet Links, 
No. 2530 Pivot Links, 
No. 2530 Pivot Links, 
Nox 2531 Rivet Links, 


No. 2530 Pivot Links, green. A similar display is avail- 


able for clear floodlights and con- 
tains 12 clear 75 and 150-watt 
bulbs. General Electric Co., Large 
Lamp Dept., Dept. HA, Nela Park, 
Cleveland 12, Ohio 


Item 25 
Plastic dinnerware cleaner 


Fast Chemical’s Sss-T plastic 
dinnerware cleaner soaks away 
food, coffee, or tea stains from all 


Chain repair links are in demand the year around and retailers have 
found that to display Anchor Brand links is to sell them. 


Display Box No. 30 contains a popular selection and you can fill 
out a complete range from open stock of Anchor Brand links. Check 
with your jobber for your profit-making supply of these always-in- 
demand chain repair links. 


plastic dinnerware, and restores 
original brightness. Also soaks 
away stains from inside coffeemak- 
ers. Available in 5-oz plastic bottle 

Lap Link to retail at 59¢. Fast Chemical 
No. 660 Steel, sizes— Products Corp., Dept. HA, 965 


from %,” through 1%”. Nepperhan Ave., Yonkers, N. Y. 
Swing Links 
en 


Closed Connecting Links 
No. 2530, cast malle- —to rivet interlocking 
able iron, with inter- Q lugs. No. 2531, cast 


locking lugs, sizes— malleable iron, sizes 
from ,” through %”. 


from X,” through %” Item 26 
i . Also available in drop- 
anh gers neg pte he Oo RT H 18! J U D D forged steel, No. 661, Deluxe ridin ower mower 
rivets, No. 662, sizes sizes, %, through 1%”. g Pp 


from 7%” through 74”. Manufacturing Company The Mark 26 mower offers five 


speed transmissions, eight cutting 
heights and snow plow attachment. 


New York ¢ Boston Philadelphia Atlanta « Jackson (Miss.) © West Palm Beach (Fla.) « Rochester (N. Y.) © Pittsburgh The 54%-hp engine will pull gang 
Detroit * Chicago * Minneapolis © St. Louis * Dallas ¢ Los Angeles © San Francisco © Seattle * Montreal © London mowers, rollers, spreaders and gar- 
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New Britain Connecticut 








Item number on page 105 


den carts. It also has equalized rear 
wheel differential, four-wheel sus- 
pension and oversized pneumatic 
tires. Can be converted from a 26- 


y, Le Pl 
oe CO 


Porter Caeils 


in. rotary to 30-in reel type mower. 
Porter-Cable Machine Co., Dept. 
HA, Syracuse 1, N. Y. 


Item 27 
Vinyl upholstery fabric 

Fiji, a new pattern in Colovin 
vinyl upholstery fabric will be 
available in five colors in both 36 


and 54 in. widths of 0.012 gauge 
vinyl! sheeting. Columbus Coated 
Fabrics Corp., Dept. HA, 7th at 
Grant Aves., Columbus 16, Ohio. 


Item 28 
Automatic reel displays 


These three new display pack- 
ages are designed for Cordomatic’s 
Handy-Lite, Portable Outlet, and 
Clothesline reels. Package uses its 
own point-of-purchase counter dis- 
play by inserting the reel into the 
die cut area on the box. Sales copy 


is clearly visible. Requires a mini- 
mum of counter space. Cordomatic, 
Dept. HA, 17th & Indiana Ave., 
Philadelphia 32, Pa. 


Item 29 
Special knife package 
Goodell’s three-in-one knife pack 


includes a 3 in. bench knife and 
2 in. trimming knife with sharp, 


high carbon steel cutting blades. 
Also includes a 1% in. spring-steel 
putty knife. Packed in poly bag 
with printed header, the trio has 
matching hardwood handles 
punched for pegboard hanging. Spe- 
cial retail price for all three knives 
is 88¢. Goodell Co., Dept. HA, 
Antrim, N. H. 


Item 30 
40-hp outboard motor 


This Sovereign 40 is the newest 
addition to the Gale line of out- 
board motors. Has a two-cylinder, 
two cycle engine with 40-hp at 
4500 rpm. The 12-volt electric sys- 
tem has moisture proof coils and 
condensers, and rubber shrouded 
plugs. The three-position gearshift, 
forward, neutral, and reverse, is 





ep 


Feature this 
‘Product of 
_Many. Uses! 


ST, 
HARDWARE 
CLOTH 


WOVEN OR WELDED 


Here’s another quick-turnover prod- 
uct that bears-the popular Sterling 
label. Ideal for so many uses (door 
and window protection, tool cribs, 
animal hutches, gravel sifting to name 
but a few), this hardware cloth is 
made from strong, durable, electri- 
cally refined copper alloy steel. Fur- 
nished either woven or welded with 
heavy galvanizing, it unrolls evenly 
without bulging or sagging. 

Welded style is 2 x 2 mesh in stand- 
ard widths from 12” to 72”. Woven 
is furnished=with double selvage in 
s+ apis gh = 4x 4,8 x 8, 
“4” x %” and 4%" x 4”; widths 24’, 
30”, 36”, 48”. 


1 
STANDARD ROLLS —— 
100 LINEAL FEET 


_ 50 AND 25 FOOT ROLLS 
ALSO FURNISHED AS 
STANDARD EXTRAS 


ASK, TOO, ABOUT  —— 
FABRI-CLOTH 


NORTHWESTERN 
STEEL AND WIRE 
COMPANY 


Sterling, Illinois 


Want more facts? Circle 153, p. 105 
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adaptable to remote controls. 
Safety features include combina- 
tion super-secure tilt and trailer 
lock, operating tilt lock and release. 
Remote fuel tank has 6-gal capac- 
ity. Weighs 133 lb. Gale Products 
Div., Outboard Marine Corp., Dept. 
HA, Galesburg, Il. 


Item 31 
Furniture leg adjuster 


Gerber’s Special Height Ad- 
juster is an improved feature in 
the line of unfinished wood furni- 
ture legs. The adjuster enables the 


GERBER 
UNFINISHED 
HARDWOOD 


consumer to compensate for uneven 
floors by simply turning the ad- 
juster up or down. Gerber Wrought 
Iron Products, Dept. HA, 1510 
Fairview Ave., St. Louts 32, Mo. 


Item 32 
Custom designed door knobs 


Silver plated George III (top 
left) is one of Yale & Towne’s 
series of cast and hand-chased door 
knobs. The Nuggett (top right) is 
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a hand sculptured knob available in 
bronze, brass, silver plate and gold 
plate. Others in the series include 
a door pull (bottom left) of 
enamel-fired-on-copper, and the 
Lisbon (bottom right) a cast-brass 


door knob. Yale & Towne Mfg. Co., 
Dept. HA, Chrysler Bldg., New 
York 17, N. Y. 


Item 33 
Two improved scratch awls 


Included in P & C Tool’s 200 
Merchandiser Line are two im- 
proved scratch awls made for the 
do-it-yourself craftsman and the 
professional trade. Awl No. 395 has 
a steel blade held securely in a 
shock-resistant Tenite handle 
which is contoured to fit the hand. 
Awl No. 390 has a strong steel 
blade which runs through the hard 
wood handle, and has an _ up-set 
head which allows hammering on 
the head without breaking the 
handle. P & C Tool Co., Dept. HA, 
Portland, Ore. 


Item 34 
Direct drive chain saws 


Three new chain saws by the 
Eska Co. feature a 34-hp motor 
with 16-in. bar, a 5'44-hp motor 
with 20-in. bar, and a 7144-hp motor 
with a 24-in. bar. The saws all have 
direct drive with centrifugal drum 
type clutch. An all-position carbu- 
retor allows operator to trim or cut 
at almost any angle. Each engine 
has heavy-duty needle type bear- 


ings and a fibre type air filter. 
Other features include over-all 
sturdy construction, and specially 
heat treated aus-tempered bars. 
Eska Co., Dept. HA, Dubuque, 
Towa. 


Item 35 


Tapered lightweight shovel 


The center section of the Razor- 
Lite shovel is rolled with 13 gauge 
thickness extending from top of 


! 


at 


socket to cutting edge for greater 
strength and resistance to wear- 
back. Tapered blade has anti-fric- 
tion finish. It has a natural finish 
ash handle and is offered in round 
and square point patterns with 
long “D” handles. Union Fork & 
Hoe Co., Dept. HA, Columbus 15, 
Ohio. 


Item 36 
Self-adhesive vinyl plastic 


Columbus Coated Fabrics’ new 
self-adhesive vinyl plastic, called 
Cling, is offered in 36 patterns and 
75 colors including wood grains, 
bricks, tweeds, marbles, linens and 
other assorted over-all patterns. 
Cling is a calendered vinyl! sheet- 
ing with an easy release paper pro- 





It’s exciting! It’s profit insured! 
It’s unconditionally guaranteed for 3 years! 
magna-bond ~ 


SAVE-A-SILL 


permanently restores rotted 


wooden window sills, sash and frames 


COMPLETE 


11 


PIECE KIT 





BACKED BY 

HARD HITTING 
NATIONAL & LOCAL 
e TV 

e RADIO 

e NEWSPAPER 

° 


% EVERY HOME NEEDS IT! ye ANYBODY CAN USE IT! 


Rotted wooden window sills, sash and frames are a 100 
million dollar headache for American homeowners. Now  sleunthaaieentanenniaestenteesientantanstenteeiemtentent 
for the first time Magna-Bond’s complete 11 piece MAGNA-BOND, INC. | 
SAVE-A-SILL Kit captures this untapped profit 10 Union Avenue, Bala Cynwyd, Pa. | 
potential! Saves homeowners a whopping 90% on high Please rush me full details about the new SAVE-A-SILL 
cost window repair and replacement. Weather-wraps Kit. 

wooden sills, sash and frames in enduring metallic-vinyl. NAME 
Makes old windows better than new! 








ADDRESS 





Packaged in an attractive self-selling display box. 
Contains everything needed for a complete job! COMPANY 
Write now for additional details. ait 














Proven by years of use by “‘who’s who” in industry. 


MAGNA-B ON D, iraq. 10 UNION AVENUE, BALA CYNWYD, PA. 
RR ea 
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Colorful 
Sales Aids 
To Help You 


THE PROFITABLE LINE 
OF APPLIANCES PRICED 


TO MEET DISCOUNT 
_ COMPETITION 


YOUR LIBERTY 
DISTRIBUTOR 
CAN FURNISH 
WINDOW BANNERS 
PENNANTS-SHOWCARDS 
AD MATS, ETC. 


“FOR DETAILS... 


ASK YOUR LIBERTY 
DISTRIBUTOR 


Or write 
R. C. VEREEN 
Managing Director 


Liberty Distributors 
Box 95 —*OPhila., Pa. 


Want more facts? Circle 155, p. 105 
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tecting its adhesive back. Available 
in 18-in. widths, in 12 and 24-yd 
bulk rolls, and 2-yd pre-packed 
rolls. Retails for about 49¢ per 
yard. Columbus Coated Fabrics 
Corp., Dept. HA, 7th at Grant Ave., 
Columbus 16, Ohio. 


Item 37 
Fire extinguisher display 
This new counter display carton 


is available with Kidde’s 2%%4-lb 
pressurized dry chemical extin- 


” Fight Fire! 


guisher. With the display flap open, 
the displays overall height is 2034 
inches. Walter Kidde & Co., Inc., 
Dept. HA, Belleville 9, N. J. 


Item 38 
Electric alarm clock 


This modern, wood frame alarm 
clock stands 4% in. high, making it 
ideal for night table or desk. It’s 
available in three different finishes 
—mahogany, walnut or blond—and 
has . luminous or non-luminous 


dial. Dial is off-white with black 
numbers. It also has black hands 
and brass sweep second hand, all 
framed in highly polished solid 
brass bezel. Luminous models re- 


tail for $9.98; non-luminous models 
are $8.98. Sessions Clock Co., Dept. 
HA, 65 E. Main St., Forestville, 
Conn. 


Item 39 
Two-in-one steel wool pack 


American Steel W »! now offers 
its Flex-Fold steel wool pads in a 
red, white, and blue 16-pad pack- 


t FEY: OLB : 


STEEL WOOL PABS | ,, 


age. Special feature of the package 
is that it splits easily, making two 
8-pad packages. American Steel 
Wool Mfg. Co., Dept. HA, 42-24 
Orchard St., Long Island City 1, 
Ne Es 


Item 40 
Salt and fresh water bait 


New Instant Bait is a specially 
treated sponge-like fiber about 3- 
in. long, shaped to resemble live 





bait. It is impregnated with pul- 
verized pieces of live bait that are 
released when immersed in water. 
Each piece has from 6-to-8 hours 
life in both salt and fresh water. 
Packaged in reusable plastic box. 
Available in ten different varieties. 
Instant Bait Co., Dept. HA, 1387 
Blue Hill Ave., Mattapan 26, Mass. 


Item 41 
Nylon hose coupling kit 

The Allenco No. 7049 nylon coup- 
ling is rustproof, leakproof, scratch- 
proof and will outlast brass. Quick- 
ly repairs all sizes of plastic hose 





and holds ends securely and safely 
without pounding. May be removed 
and re-used as often as desired. 
W. D. Allen Manufacturing Co., 
Dept. HA, Bellwood, Ill. 


Item 42 
Direct drive chain saw 


The Titan 42 direct drive chain 
saw is designed for pulp logging, 
woodlot operations, farm and ranch 
use. A 5.8 cu in. displacement en- 
gine develops peak power quickly 
for normal cutting jobs with 
enough reserve power to tackle 
heavy-duty work. It features a fin- 


KLEENCUT 


SCISSOR MERCHANDISERS! 


IT’S A PROVEN FACT—you'll sell more shears at a bigger Profit when you display 
KLEENCUT Scissor & Shear merchandisers! These colorful cards have long been 
known in the trade for stopping shoppers and making sales! You have a wide variety 
of styles to choose from, and each merchandiser offers a selection of beautifully 
hand-finished fine quality scissors or shears at prices everyone can afford. You'll like 
the KLEENCUT line because it’s backed by National Advertising, Smart Merchandising 
—and— you're sure of a BIG PROFIT! Don't pass up these sure-fire money makers— 








Order your KLEENCUT merchandisers now! 
NO. 1011 98c 
RETAIL 


One dozen All-Purpose household shears 
mounted on striking red, white, and black 
card for counter or wall. 2 pairs 6” ; 6 pairs 
7”: 4 pairs 8”. Gleaming nickel plated 
blades with black enameled handles. 


RETAIL VALUE $11.76 





DEALER cost ¢ 7.06 














DEALER PROFIT $4.70 


NO. 2451 15¢..0 


A year around Kiddie Item! Cash in on this 
big business with our specially designed 
“blackboard’’ merchandiser printed in red, 
white, yellow, and black. 24 blunt point 
Safety scissors with fancy handles— forged 
steel—fully nickel plated. 


RETAIL VALUE $3.60 


DEALER COST $2.16 

















DEALER PROFIT $1.44 





49c&59e 


SCISSORS 
‘let eee One dozen, all-purpose, forged steel, 


sharp point utility and sewing scissors. 
Ideal for school, home, office or work- 
shop. 9 pairs of 5” and 3 of 6”. Beauti- 
fully finished nickel plated. Every pair 
hand ground, inspected and guaranteed. 


RETAIL VALUE $6.18 
DEALER COST $3.71 
DEALER PROFIT $2.47 








THE ACME SHEAR COMPANY 


WORLD'S LARGEST MANUFACTURER OF SCISSORS AND SHEARS 


Want more facts? Circle 156, p. 105 
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cooled double-baffle muffler which 
deflects exhaust, centerline full grip 
rear handle and double shock ab- 
sorbing mountings to reduce oper- 
ator fatigue. Propulsion Products 
Co., Dept. HA, South Milwaukee, 
Wis. 


Item 43 
Porcelain inlay stainless 


Celebrity stainless by Oneida is 
striking, clean and enhanced by 
fleur de lis of white porcelain. Por- 


celain is guaranteed to last. A 50- 
piece service for eight in this cus- 
tom look stainless retails for $59.95 
including handsome buffet tray. 
Oneida Ltd., Dept. HA, Oneida, 
oe 


Item 44 

Stir-in surface conditioner 
Penetrol E-B is a stir-in surface 

conditioner. When mixed into the 

first coat of latex paint, it replaces 

the usuai prime coat plus the first 

coat of latex This additive sup- 
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plies a quick-wetting, deep-pene- 
trating anchor which bonds the 
synthetic resins of the latex paint 
to any sound, clean surface. Tap 
water is the only thinner needed. 
Only one set of tools is required 
and these are easily cleaned with 


i 





household detergent and water. 
Fast drying allows recoating in 
four hours. Flood Co., Dept. HA, 
Hudson, Ohio. 


Item 45 
New-formula patch cement 


Tilette’s new formula grouting 
compound and patch cement cor- 
rects mistakes in patching and 
grouting tile in bathrooms and 
kitchens. Can be used on ceramic 
and plastic tile. Pure white in 
color, it will not shrink or fade. 
Available in 1-lb package with sug- 
gested retail of 65¢. Tuilette Ce- 
ment Co., Inc., Dept. HA, 401 
Lafayette St., New York 3, N. Y. 


Item 46 
Matched hinge, pull, knobs 


Medalist’s French Classic line in- 
cludes a hinge for % in. inset type 
doors, two knobs, of 1 and 1% in. 
diameters and a pull with 3 in. hole 
centers. The set is available in 
white gold, antique English and 
old copper finishes. Obtainable in 
Select-A-Pac acetate covered boxes 
or Contract-Pac transparent poly- 
ethylene bags suitable for hanging 


on perforated panel board. Medalist 
Hardware Div., National Lock Co., 
Dept. HA, Rockford, Ill. 


Item 47 
Steel frame utility table 
Adjusta-Post’s Versa-Frame has 
many versatile uses such as a home 
work bench, utility table for homes, 
offices, shops, or food service 
areas. Featuring patented Rib-Lock 
corners, it is designed for a 4x2-ft 
top and is 34-in. high. Comes in a 
carton complete except for top and 
shelf which is of material pur- 
chased separately. Also available in 





OOD 


a 4x4 ft top with 28-in. height. 
Adjusta-Post Mfg. Co., Dept. HA, 
Akron 7, Ohio. 


Item 48 
Heavy-duty lawn tractor 


This Springfield Suburban trac- 
tor is for heavy-duty lawn and gar- 
den work. Has a 534-hp, 4-cycle en- 
gine with a full-gear automotive 
type transmission. Attachments 
available include a 60-in. gang 
mower, a plow, disc harrow, wheel 
weights, cultivator, spreader, 42- 
in. snow-dozer blade, aerator, roller 





SPECIAL OFFER! « 
REORDER 5...GET ONE FREE 


First, order a six-pack of new Butcher’s Tile Wax on 
a regular basis. This long-awaited new BUTCHER 
product will go fast because it brings the beauty 
and protection of paste wax to all composition floors. 
Then, take the reorder coupon from your first six- 
pack and use it to get another six-pack. This time 
you only pay for five cans. The sixth is on us! 

You profit from the regular Butcher margin and get 
extra cash from the reorder bonus. This Introductory 
Special ends Dec. 31. Order your first six-pack now! 
THE BUTCHER POLISH CO., BOSTON 48, MASS. 


BUTCHERS wax seaury ro 


TILE WAX wussee rier: 


EASY TOAPPLY-ONE THIN COAT PUTS BEAUTIFUL PASTE WAX LUSTER ON ASPHALT 
TILE, RUBBER TILE, LINOLEUM, VINYL, TERRAZZO, AND ALL COMPOSITION FLOORS. 


Want more facts? Circle 157, p. 105 
HARDWARE AGE, October 20, 1960 ¢ 103 





BUYING CHECK LIST 


Want more details? Just circle item number on p. 105 


and cart. Tractor has 44-in. wheel 
base. Overall length is 63 inches. 
Quick Mfg., Inc., Dept. HA, 
Springfield, Ohio. 


Item 49 
Counter tack display stand 

The Cross tack display stand sim- 
plifies sales along with keeping tack 
stock orderly and out in front. De- 


pow? FORGES 


TACKS 


as 
4 
* s 


- 
2 


ae 
os ee 


signed to stand on counter or hang 
on perforated panel board. Good 
tie-in and self service possibilities. 
W. W. Cross & Co., Dept. HA, 
Jaffrey, N. H. 


Item 50 
Liquid African Violet food 
Stim-U-Plant’s African Violet 
food concentrate is now available 
in liquid form. Packed in a modern 
square-shoulder bottle, the liquid 
plant food is offered in two sizes: 
4-0z, prepriced at 39¢, and 8-oz, 
prepriced at 69¢. Stim-U-Plant 
Laboratories, Dept. HA 2077 Park- 
wood Ave., Columbus, Ohio. 
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Item 51 
Screwdriver attachment 


Professional mechanics and ama- 
teur handymen will want the War- 
ren Quik-Drive screwdriver clutch 
attachment which will fit any elec- 
tric hand drill. It lists at $3.88, 


fits any electric hand drill, takes 
all standard push drill bits and 
comes with both standard and Phil- 
lips bits. Packaged on a colorful 
blister card. Warren Dado Saw- 
ing Washers Co., Dept. HA, Box 98, 
North End Station, Detroit 2, Mich. 


Item 52 
Plastic shrub protector 


This bag-type device developed 
from a polyethylene film will pre- 
vent damage to ornamental shrubs. 
Protects against winter damage 
from cold drying air as well as ice 


and snow. Bag is shaped and vented 
to maintain a moist atmosphere 
without high temperature gradient 
or mildew formation. Pilgrim Prod- 
ucts Div., Webster Industries, Inc., 
Dept. HA, 45 Congress St., Salem, 
Mass. 


Item 53 
Cylindrical lockset 


The Smoothlock 800 series cylin- 
drical lockset provides a modern 
touch design where all functional 


parts are completely assembled 
within the heavy interlocking steel 
spindles surfaces, providing maxi- 
mum stability from knob to knob. 
Fewer parts and balanced knob to 
latch action means ease of opera- 
tion. The threaded outer rose gives 
quick adjustability. Donner Man- 
ufacturing Co., Dept. HA, Sylmar, 
Calif. 


Item 54 
Pressurized cutting oil 


Pressurized D-3-S cutting oil 
speeds drilling, cutting, sawing 
tapping and threading of all metals. 
The heavy bodied coolant clings to 
metal working area at any angle. 
Eliminates waste, spilling and drip- 
ping, and performs on hard or soft 
metals. Packaged in twelve 3 oz 
cans to full-color display carton. 
List Price is 69¢, retailer profit is 
31¢ per can. A. W. Chesterton Co., 
Dept. HA, 3 Ashland St., Everett 
49, Mass. 


Item 55 
Bronze cement groover 


This bronze grooving tool cuts 
grooves as deep as %-in., and as 
shallow as 3/16-in. Bit width can 
be varied from 7/16-in. wide at the 
top by using more than one ad- 
justable blade in the tool at one 
time. An adjustable and replace- 
able stainless steel blade is held in 
the tool with two screws. Groover 

(Continued on page 108) 





FREE CHECK LIST SERVICE FOR HARDWARE AGE READERS 


Use this new, quick way to 


KEEP POSTED on 


NEW ITEMS AND NEW SELLING IDEAS 


These two easy steps will keep you up-to-date on latest information on new items, new 
merchandising ideas, special deals and other profit building information. 


As you read through this issue you will find numbers beneath all adver- 
tisements and with all items described in the Buying Check List. 


When you want more information on any of the items or ideas in the 
advertisements or in the Buying Check List, just circle the corresponding 
number on the Quick Check Postcard below, and mail. We pay the 
postage as a service to readers. Your request will be promptly passed 
on to the manufacturers involved. 


Print name and address carefully. This special Post Office Box address is for Quick Check Postcards 
only. Address all other mail to HARDWARE AGE, Chestnut & 56th Sts., Philadelphia 39, Penna. 
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HARDWARE AGE BUYING CHECK LIST 


A quick, easy way to keep up to date 


P Each issue of HARDWARE AGE contains hundreds of new profit 
making ideas on selling, merchandising, etc., as well as 
the largest listing of new items of any hardware magazine. 


PB You must keep posted on these new ideas if you want to 
keep your store profitable. HARDWARE AGE makes it easy 


for you to keep posted by using this Free Quick Check 
Postcard Service. 


> Circle the numbers on the card below that correspond 
with the numbers under the new items in this Buying 
Check List and under the advertisements. We will promptly 
forward your request to manufacturers and you will receive 
from them the latest information available. 


> Remember, with competition so strong, you must keep posted 
on everything that will help you do a better selling job. 
Be sure to also check with your wholesaler about new items. 


GET THE LATEST INFORMATION BY USING THIS POSTCARD. 
PRINT NAME AND ADDRESS CLEARLY AND MAIL TODAY 


WS 


N. Y. 
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NEW FROM THE WORLD’S LARGEST MANUFACTURER OF FIX-UP, PAINT-UP TOOLS 


SEE IT T ae > a & 
R.P.W.D.A. SHOW & o av 9 
BOOTH NO. 444 - ba 
2 
ut-ate on 


The most complete, fast selling assortment of Fix-Up, 
Paint-Up Tools ever assembled and merchandised on 
one modern store fixture. This All-American-made prod- 
ucts Center features 25 different self-serve packaged, 
best selling tools for the new or modernized store. The 
Tool Center is of wood construction and finished in pea- 
cock blue and features an attractive and informative 
two-sided identification sign. Tool Center will fit any- 
where on the sales floor in with other fixtures or as an 
end unit for counter or gondola. Write Hyde to obtain 
full particulars on how to get this attractive fixture with 
tool assortment for your store. 











No. 500 


HYDE MANUFACTURING CO. 
Southbridge, Massachusetts, U.S.A. 


iw 

FLOOR Smorgas-board 
New, versatile No. 400 4-way 
Fixture displays 168 fast selling, 
Fix-Up, Paint-Up Tools as a floor 
unit, wall stand, counter topper 
or can be suspended from the 
ceiling. Write for particulars. 


: i 
i 


My - 


‘ 
é 


No. C120 Tool Tower 
Hyde Floor Tool Tower with Pop- 
ular Fix-Up, Paint-Up Tool Assort- 
ment, thousands now in use. 


: i ( fe, bot ie be 


Want more facts? Circle 158, p. 105 





BUYING CHECK LIST 


Want more details? Just circle item number on p. 105 


(Continued from page 104) 


i 


retails for $3.50. Replacement 
blades sell 2-for-99¢. Goldblatt 
Tool Co., Dept. HA, Kansas City 
41, Mo. 


Item 56 


Running light flag staff 

This flag staff with red and 
green running light is 13%-in. 
long. It will fit any %4-in recep- 


w 


tacle, and has two stainless steel 
flag clips. Both light and staff are 
of chrome plated Zamac alloys. 
Each is available separately. Seiss 
Mfg. Co., Dept. HA, 3856 Seiss 
Ave., Toledo 12, Ohio. 


Item 57 
Pre-finishing wood cleaner 
Wilson -Imperial’s new Clean- 
woode cleans new wood before re- 
finishing. Applied with a cloth, it 
removes dirt, grease, heel marks, 
etc. Cleanwoode does not raise the 
grain, and evaporates quickly. A 
new finish can be applied imme- 
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diately after using. Available in 
pint, quart and gallon sizes. Wil- 
son-Imperial Co., Dept. HA, 115 
Chestnut St., Newark, N. J. 


Item 58 
Staple gun merchandiser 


The many varied uses for the 
staple gun and the correct staple 
for a particular job are printed on 


fon 
ish, 


the front of this new merchandiser 
by Swingline. The self-service dis- 
play contains two staple guns, the 
Swingline High-Compression gun 
priced at $4.95 and the heavy-duty 
gun at $12.50. Swingline, Inc., 
Dept. HA, 32-00 Skillman Ave., 
Long Island City 1, N. Y. 


Item 59 
Marine display stand 


Dealers handling Du Pont’s 7 
Seas line of marine products can 
get this handy and durable display 
rack equipped with wheels and han- 
dles. It is easy to move and can be 
used indoors or outside. Construc- 
tion is of heavy wire dipped in alu- 

Me ae 
ogee 


eg og SPE ccs 


Sr eee 
& j ; o ® ro i 

Bie is Ox ace tie ce BP 
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minum paint for protection against 
weather. The rack covers 3% ft of 
floor space and is topped with a 
metal sign in four colors. Du Pont 
Co., Dept. HA, Wilmington 98, Del. 


Item 60 
Flexible plastic fencing 


Fenstix are made of strong, flex- 
ible plastic rods that bend to any 
shape for decorative effects. They 
come in green, white, red and yel- 
low and are 33 in. long. Used to 


surround gardens, walks, beds and 
shrubs, they will not rust, rot or 
fade. A bundle of 12 lists for $1. 
Commonwealth Plastic Corp., Dept. 
HA, Leominster, Mass. 


Item 61 
Transistor radio display 

This display by Arvin will show 
seven transistor radios. The case is 
built of wood and is equipped with 
a sliding glass front to make it pil- 





fer-proof. The display is 20-in. 
high, 18-in. wide. and 25-in. deep. 
Available free with orders of any 
12 or more of Arvin’s tube or 
transistor radios. Arvin Industries, 
Inc., Dept. HA, Columbus, Ind. 


Turn to p. 110 for a listing of 
new aids to help you sell better. 





SPEED TOOL TURNOVER WITH 


CRESCENT PEGBOARD pisptays 


Designed for any standard Pegboard* panel having 
quarter-inch holes, these colorful, eye-catching displays 
are so compact as to make possible a complete Crescent 
Tool department in a 25 square foot area. Rigid con- 
struction with long tool hooks provides generous stock 
Capacity in small space. 

Each of the 18 units illustrated above comes in its 
own individual carton; fixture and tools complete. Each 
unit is priced at the cost of tools alone...no charge 
whatsoever for the mounting fixture. Only fast turnover 
tools are included, conforming closely to NRHA in- 
ventory recommendations. Your jobber can give you 
complete information. See him soon. 


* Pegboard is a registered trademark of the Masonite Corp. 





APPROVED. 


DISPLAY 


Patented Double Prong Fasteners support heavy 
weight without damage to Pegboard.* 


Crescent 
Trade Mark 


Retail prices printed on strips. We 
supply new ones for price changes. 


Hig S RO. AMON 


Symlel of & veellence 


Crescent is our trade-mark, registered in the United Stotes ond abrood, for wrenches and other tools. Sold by leading distributors and retailers everywhere and made only by 


CRESCENT TOOL COMPANY, JAMESTOWN, NEW YOrR K 
Want more facts? Circle 159, p. 105 
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NEW AIDS TO HELP YOU SELL 


New catalogs, specification sheets, catalog sheets and other free 
literature to keep you posted, Circle number, p. 105 for your copy 


ITEM 81—TOOL MERCHANDISER CAT- 
ALOG—Proto Tool’s merchandising 
displays are illustrated and com- 
pletely described in this Merchan- 
diser Catalog No. AD-6027. Con- 
tains 50 wall merchandisers which 
stock all new tools added during 
last 24 months. Also included are 
six rotary merchandisers and two 
standing displays. Catalog is pro- 
duced in loose-leaf form to facili- 
tate revisions, and is Kalamazoo 
punched with coded page numbers. 
Proto Tool Co., Dept. HA, Box 
3519, Terminal Annex, Los An- 
geles 54, Calif. 


ITEM 82—FISHING REELS CATALOG 
—Contains latest advances in the 
sronson reel line. Catalog covers 
complete line of spinning, spin 
casting, bait casting and fly reels. 
Also shown are the new Comet spin 
casting reel, Safari bait casting 
reel with star drag, and an auto- 
matic fly reel called the Royalite. 
Accompanied by a free copy of the 
revised Bronson Fishing Handbook. 
Bronson Reel Co., Dept. HA, Bron- 
son, Mich. 


ITEM 83— BULLETIN ON PLASTIC 
BOX LINE—This new three-color 
bulletin describes Vichek Tool’s 
complete line of transparent plastic 
boxes. Twelve standard boxes, with 
3. different compartment arrange- 
ments, are illustrated and described 
in detail. Line sketches indicate 
compartment sizes. Vichek Tool 
Co., Dept. HA, 3001 E. 87th St.. 
Cleveland 4, Ohio. 


ITEM 84—AUTOMATIC TACKER CAT- 
ALOG—Arrow’s latest catalog, No. 
6/60, contains full information on 
the complete line of Arrow Auto- 
matic Tackers. Also included is a 
representative selection of desk 
and plier type staplers for office, 
home and school. Kalamazoo 
punched for easy insertion. Arrow 
Fastener Co., Inc., Dept. HA, 1 
Junius St., Brooklyn 12, N. Y. 
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ITEM 85—POWER MOWER LINE CIR- 
CULAR—The Atlas Aire power 
mower line is shown in a colorful 
four-page folder. The line includes 
seven rotary models, two reel mod- 
els and one rider model. Also shown 
are two tillers and one edge-trim- 
mer. Atlas Tool & Mfg. Co., Dept. 
HA, 5147 Natural Bridge Blvd., St. 
Louis, Mo. 


ITEM 86—KEY BLANK CATALOG 
PAGE—The 14 most active key 
blanks in the Slaymaker line are 
shown on the front of the catalog 
page. All are in actual size. Four- 
teen other important blanks are 
pictured on the reverse side of the 
page. Slaymaker Lock Co., Dept. 
HA, Lancaster, Pa. 


ITEM 87—TOOL CATALOG—Features 
the new Barcalo Taper Design 
wrench, merchandising displays, 
adjustable wrenches, special cus- 
tom tool sets, pliers, midget tools, 
and ignition type wrenches. Also 
included are the new raised panel 
steel combination wrenches. Bar- 
calo Mfg. Co., Dept. HA, 225 Lou- 
isiana St., Buffalo 4, N. Y. 


ITEM 88—BROCHURE OF DISPLAY 
IDEAS—Reflector Hardware Corp.’s 
new brochure illustrates dozens of 
new display ideas utilizing the new 
Contempo floor-to-ceiling uprights 
for windows or store interiors. 
Also contains a full line of display 
accessories, shelving brackets, sign- 
ing equipment, clips and other re- 
taining hardware. Reflector Hard- 
ware Corp., Dept. HA, 1400 N. 25th 
Ave., Melrose Park, Iil. 


ITEM 89— HAND TOOL CATALOG— 
Presents the full line of pliers, 
snips, and other hand tools by 
Kraeuter & Co. Called the Catalog 
100, it contains information and 
illustrations on individual tools and 
market-tested sets. Features indus- 
trial, professional and home work- 
shop pliers, industrial snips, and 


steel goods such as chisels, punches 
and star drills. Self-service dis- 
plays are also described. Catalog is 
completely indexed and_ included 
terms and conditions. Kraeuter & 
Co., Inc., Dept. HA, 585 18th Ave., 
Newark 3, N. J. 


ITEM 90— LAPPING & GRINDING 
WITH ABRASIVE COMPOUNDS BOOK- 
LET — Gives background informa- 
tion and general data on uses of 
abrasive compounds in factories 
and home shops. Sixteen pages of 
rules and applications of both hand 
and machine lapping practices are 
also included. Contains a special 
section on valve grinding and cyl- 
inder lapping. Clover Mfg. Co., 
Dept. HA, Norwalk, Conn. 


ITEM 91—LAWN QUESTION-ANSWER 
BOoOK—Seaboard Seed’s lawn ques- 
tion-answer book lists the 100 most 
frequently asked questions, and the 
answers to them. The book also 
has drawings of various type of 
grass-killing weeds, insect pests 
and diseases to make identification 
simple. Accompanied by a mounted 
Lawn Consultant Certificate which 
informs the customer that the 
dealer is capable of helping with 
the most difficult problems. Sea- 
board Seed Co., Dept. HA, 701 S. 
Front St., Philadelphia, Pa. 


ITEM 92—FISHING TACKLE PRICE 
List—Shakespeare’s 39-page price 
book describes and illustrates the 
complete line of Shakespeare reels, 
Wonderods, lines and accessories 
for every type of fishing. Also in- 
cludes Shakespeare’s new reels, 
rods and lines for the coming 1961 
selling season. Shakespeare Co., 
Dept. HA, Kalamazoo, Mich. 


ITEM 93 — PUMPS'- BULLETIN— 
Pumps that are designed to permit 
effective control and regulation of 
huge volumes of water is the sub- 
ject of Peerless Pump’s bulletin. 
Contains details on each type pump, 
along with sectional views of vari- 
ous component parts. Other sec- 
tions feature types of available 
drives and photos of installation. A 
full page of diagrammatic draw- 
ings illustrate Hydro-Foil pump 
station arrangements. Peerless 
Pump, Hydrodynamics Div. Food 
Machinery & Chemical Corp., Dept. 
HA, 301 West Ave. 26, Los Angeles 
31, Calif. 





yy Nos ae 


SELL-ON-SIGHT QUALITY Boosts turn- 


over for larger profits! 


A BRAND FOR EVERY NEED Now new 
TURF GARDEN HOSE joins 
Gering, Garden Queen and Mer- 
cury—names that mean rapid 
sales, greatest profit! 


ALL-NEW HOSE LABELING Strong eye- 

appeal with major emphasis given 

«To eo to these sales-building seals — Seal 

wa~ Guaranteed by “\ of Quality, Good Housekeeping, 


Good Housekeeping Life! 
Se 
MOST POPULAR LPA BOOSTER INGREDIENT Assures 


VINYL PLASTIC! | added Life, greater Performance, 
ee ON) | ; superior Appearance! 


SARDEN HOSt om WRITTEN UNCONDITIONAL GUARANTEE 


All spelled out — nothing hidden! 
STRONGEST 


REINFORCED GARDEN HOSE! 
CLOSE WEAVE 
NYLON TIRE-CORD 


Write for full details on why you 
should make a GERING brand the 
one in ’61! 


ALL NEW — TURF 


I12Z( (fg, GERING 
Mirror Finish i 4 


GARDEN HOSE ‘ | _. 


Division of STUDEBAKER-PACKARD CORP.. 
Kenilworth, W. J. 


Garden Hose * Reinforced Hose * 3-tube Sprinkler Hose @e Lawn Soaker and Sprinkler Hose 
Want more facts? Circle 160, p. 105 
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OUTBOARD MARINE: POWER FOR FUN, POWER FOR WORK 


heroes of outdoor living! 


You never notice them . . . but they. 
keep many a vacation from being 
ruined. That’s why Outboard Marine 
sets such store by the little things. 


This bath is screwy 


There are few things in outdoor equip- 
ment more conducive to rage and 
frustration than a stubborn bolt. Put 
pressure on it until your face resem- 
bles a beet. It won't budge a degree. 


Such nerve-wracking experiences with 
bolts and screws are unknown to the 
owners of Outboard Marine products. 
Any motor in salt water faces this 
problem due to salt left by corrosion. 
It is a prime hazard since engines 
first went to sea. 


The answer to the problem was a 
special coating developed by Outboard 
Marine research. All screws used on 
Outboard Marine products take a bath 
in this solution. Now, no matter what 
the weather or the operating condi- 
tions, a few gentle turns of the screw- 
driver—and out comes your screw. 


Stripping in seconds 


It’s strictly piecework when you fell 
timber for a living. You get paid by the 


thousand feet of wood cut. Naturally, 
the more you cut per day, the more 
pay you take home in your pocket. 
Interruptions due to maintenance put 
a dent in your take-home pay by 
reducing your cutting time. 


Owners and users of Outboard Marine’s 
Pioneer® Chain Saw profit from 
Pioneer's attention to the little things. 
With only a screwdriver and a simple 
wrench, a woodsman can field strip a 
Pioneer in less than a minute. In the 
shop—any major part can be put on 
in only thirty minutes. 


By careful attention to little details, 
Pioneer helps make wood-cutting 
more profitable to the chain saw user. 


The new soft sound 


There’s a new soft sound in gasoline- 
powered Outboard Marine products 
these days. Our outboard motors have 
become mere whispers of their former 
raucous selves. The Lawn-Boy® power 
mower treads more softly across lawns. 


Muffier buried under housing reduces 
vibration and noise in Outboard Ma- 
rine’s Lawn-Boy. Acoustically tuned 
muffler, aircraft type mountings and 
underwater exhaust have quieted 
Outboard Marine outboard motors. 


Although it pioneered in noise reduc- 
tion, Outboard Marine researchers 
are far from finished. The goal of 
their Operation Quiet Power Package 
is to make every Outboard Marine 
product whisper while it works. 


No ruined vacations 


Outboard Marine has developed many 
improvements in gasoline-powered 
products that its customers never 
notice. Little things like non-corroding 
contact points and extensive research 
into the right metal alloys, water 
intake screens in outboard motors 
that keep out leaves, self-priming 
pumps, self-locking nuts on Lawn-Boy 
power mowers, completely coated 
water passages, studs instead of 
screws, easy access to engine parts, 
filters that strain fuel and air, out- 
boards that tilt instead of breaking 
when hitting a submerged object. 


Taking a load off your mind 


Why such emphasis? Because the 
philosophy of Outboard Marine can 
be summed up in these words: “we 
want a vacation to be a vacation’. 
Outboard Marine Corporation, 
Waukegan, Iilinois 


OUTBOARD MARINE ... Johnson, Evinrude, Gale Buccaneer, Wutboard motors ¢ Lawn Boy Power Mowers ¢ Midland lower (arden Equipment ¢ Pioneer Chain Saws ¢ Cushman tility Vehicles 


Want more facts? Circle 161, p. 105 
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OUTBOARD MARINES 
CONCERN FOR 


ITS CUSTOMERS 
NEVER ENDS! 


An unspoiled vacation . . . an easier, more profitable day’s work ... a hobby such as 
gardening or golf made more enjoyable . . . these are the standards by which Outboard 
Marine judges its products. For, the real value of any product lies in the satisfaction 


it provides its user. 


That’s why Outboard Marine takes infinite pains on the little things that count. Largely 
unnoticed by the user, yet they minimize servicing. When a product does need attention, 
however, the tightly-knit family of Outboard Marine dealers covers every section 
of the country. Complete with full service facilities and factory-trained technicians. 


Backed by efficient, heavily-stocked Outboard Marine service depots. 


17,000,000 readers will learn of Outboard Marine’s concern in TIME, NEWSWEEK, 
U.S. NEWS & WORLD REPORT, and THE NEW YORKER. 


OUTBOARD MARINE CORPORATION 
Waukegan, Illinois 


Want more facts? Circle 161, p. 105 
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A STANDARD TOOL MERCHANDISING AID... 


Decimal Equivalent Charts, 
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Back 


Plastic, 
washable, 
easy 
to keep 
clean. 


* 


.». for INCREASING Holiday 


Drill Set Sales! 


* Give your customer this valuable 
Decimal Equivalent Chart with each 
purchase of a STANDARD Drill Set. 


@ Charts available only with the color- 
ful HDB1, which features 3 HS-13 and 3 
HS-45 Quality Drill Sets, packaged in beau- 
tiful plastic containers (3 red, 3 green). All 
Drills fit %4-inch chuck. 


@ Each Drill Set individually wrapped for 
Christmas Gift giving. (See illustration) 


ORDER FROM YOUR HARDWARE 
WHOLESALER NOW! . . GET YOUR 
CHRISTMAS SALES OFF TO AN EARLY 
START! Remind the “lay-away-shopper” by 
displaying the HDB1.. . and win his good- 
will with the Decimal Equivalent Chart. 


——"*, 
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STANDARD TOOL (‘O. 


3950 CHESTER AVENUE 
BRANCH WAREHOUSES IN: NEW YORK - DETROIT - CHICAGO - DALLAS - LOS ANGELES - SAN FKANCISCO 


Want more facts? Circle 162, p. 105 
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How to expand 


builders’ hardware 
(Continued from page 87) 


calling on contractors, and the 
other half to selling the story of 
automatic doors to architects and 
engineers. The selling job also 
covers contracts to maintain door 
controls. 

Can other hardware dealers fol- 
low Mr. Bair’s lead into the door 
control field? Yes, the owner says. 
There are pitfalls. 

It is necessary to locate in or 
near a city of about 200,000 popula- 
tion. In the San Francisco-Oakland 
metropolitan area, Mr. Bair has 
the advantage of a population push- 
ing four millions. 


Average sale $1000 

A store which already has a 
truck can adapt it to door control 
installation and repairing. Mr. 
Bair’s trucks make seven or eight 
calls a day. He finds that the ser- 
vice profit is sufficient to cover the 
overhead, and that sales make the 
division profitable. 

Each sale averages $1000, ex- 
cluding the door, and the company 
is chalking up sales at the rate of 
better than one a day. Installation 
is a separate item, charged for at 
an average of $75 for labor. 

Mr. Bair says that a dealer con- 
sidering handling this product can 
farm out installation and service, 
usually to a refrigeration service 
company. 


Who are the customers? 

Bair’s Hardware sales are usual- 
ly started through architects and 
engineers, but the sale is made 
through such outlets as glass com- 
panies. In a case where a job in- 
volves nothing more than the door 
control, Mr. Bair can sell direct 
to the user or to the contractor. 
The bid can be made simultaneous- 
ly with the bid for builders’ hard- 
ware. 

In another instance, where the 
installation of a new store front 
might be involved, Mr. Bair sub- 
contracts the door control portion, 
which usually amounts to about a 
third of the whole job. 


(Continued on page 117) 





Sometimes even something as 
simple as a plain ole Hacksaw 
Blade can be modernized, 
idealized and generally 
pepped up. It can’t always be 
done, but we've managed to 
do just that with these GRIFFIN 
HACKSAW BLADES. First off, 
we put the number of teeth on 
there in big letters...you can 
read ‘em without your glasses. 
Then to make it easy, we've 
printed right on the blade what 
it'll cut...you know, 24 teeth 
for tubing and small sections, 
18 teeth for bolts, pipe, etc. 
Makes it easy for you to pick 
out the right blade for the cus- 
tomer, 


Then we mark each blade like 
so, FRONT ——> , means your 
customer can't put the blade in 
his frame backwards. And the 
whole blade is painted a genu- 
ine antique satin black... looks 
good in your stock...no rust, 
no scale, no oil. 


; And these are really good 
ee tet ae — blades, made by an outfit that's 
else... Don't miss this been making FINE HACKSAW 
FREE BLADE OFFER BLADES since 1880. Why not 
... Right Here write today for a sample blade 
...see for yourself just how 
good they are. Just drop the 
coupon in the mail to GRIFFIN, FREE BLADE COUPON 
105 Duane Street, New York 8, G. W. GRIFFIN COMPANY 
New York and we'll send you a eh aay seeing 


Please send me without obligation a FREE 
modern Griffin Hacksaw Blade. 


GRIFFIN HACKSAW BLADE. 


My Nome 


lat melly 


[] Check here fer literature and prices. 
FRANKLIN, NEW HAMPSHIRE 


Sales Representatives 
JOHN H, GRAHAM & CO., INC. 
105 Duane Street, New York 8, N. Y. 


Want more facts? Circle 163, p. 105 
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How to expand 


ee ne EXCLUSIVE PACKAGE 
MAKES MORE SALES 


(Continued from page 114) 


Bair’s Hardware doesn’t sell 
doors, only the controls, of which 
there are numerous types. One is 
concealed beneath the floor, one in 
the header and one in visible above 
the door, which is satisfactory 
where appearance is not a factor. 


Controls are actuated by an 
electric eye, by stepping on a 
treadle, by a key for heavy doors, 
by push or kick-plates, by floor 
buttons and by pull-cords. Opera- 
tion is hydraulic or pneumatic, and 
wiring may be either 110 or 220 
volts. 


Accessories sell, too 


Several accessories are common- 
ly sold including guard rails, bar- 


~, 
rier ropes and finger guards. i, *, NN ~ Wy 
Automatic doors can be installed ™ AW 
to perform almost any kind of | wr 
function relating to door-opening. - 
In a Seattle plant, a person can 
walk up to an automatic door and 


it won’t open, yet it swings aside 
for a fork lift truck to enter. The 


secret: radar signals. | j 
In the San Francisco city Ga 
morgue, thousand-pound bi-parting | S | AY ¢ I E A \\ | WV | \\ E 


doors slide open automatically 
upon insertion of a key. 

“Doors that think” even close 
themselves if blown open by drafts. 








’ 
Cie r-wrapped ee os} y-ready. 


* U.S. Patent No. 2,720,309 
Customers unlimited One look tells customers this is 
The list of prospective users is the twine to buy! 
almost enifiees Oon of Wales Shuford’s exclusive STAY CLEAN 
Hardware recent installations called package keeps twine wrapped ~ tl 
for automating three doors be- the last inch aS used—saves time 
tween kitchen and dining room AER Trane and en Priced for profit .. . 
aboard the liner President Wilson. F Gemsamed by = turns fast! f , 
Hospitals, banks, hotels, restau- Good Housekeeping Stock and display Shuford’s 
8, hotels, 245 soyranstn WES Polished and Unpolished Twine and 
rants, most public buildings: and ; : Cable Cord in the STAY CLEAN pack- 
private homes where invalids live Nationally Advertised! age. High quality, strong, extra 
are receptive to automatic door value . . . ideal for home, office, 
sales messages. New buildings and farm, store, and industrial use. 
remodeling jobs are equal prospects 


for door controls. 

But to do the job properly, Mr. 
Bair says, it takes men who know cnsiintin dial =" wma 
their product and can blueprint an PRESSURE - SENSITIVE PAPER TAPES 
installation, as well as an efficient SASH CORDS ¢ WEATHER STRIPPING 

. ° . COTTON & RAYON YARNS e EXTRUDED PLASTICS 

service section to keep mechanisms 
functioning. —End 














World's Largest Manufacturer of Cotton Cordage 
< Want more facts? Circle 164, p. 105 Want more facts? Circle 165, p. 105 A 
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Hardware in action 
pulls traffic 


(Continued from page 89) 


do-it-yourself market, Mr. Scott’s 
remodeling sales efforts do not neg- 
lect the contractor. 

“T feel that the contractor must 
be supported by the hardwareman; 
given a vote of confidence so to 
speak. With the completion of our 
home improvement department, 


Progress Lumber has a sales tool 
to offer the contractor. It is one 
which we believe will help him in- 
crease his business. 

“A contractor can bring his cus- 
tomers here to actually see an item 
as it will look in their homes. In 
turn, I feel the contractor will 
order materials, such as assorted 
hardware, specialty plywoods, or 
acoustical tile from us.” 

Mr. Scott feels that a progressive 
hardware and lumber dealer has 
much to offer a remodeling con- 


tractor in the way of services, prod- 








San 


LOW COST 
VENTED CANS > 


EXCLUSIVELY FROM EDWARD CAN 


e Fast-selling quality ‘‘vented" cans at “‘non- 
vented” prices. 

e Exclusive patented Flip-Cap Vent assures 
fast pouring, smooth, even flow. 

e Attractive new styling provides eye-catching 
sales appeal. 


Only from 
Edward... 
the amazing 

new patented 
Flip-Cap Vent. Finger action vent 
flips open. 


. snaps shut, can't be lost or misiaid, is GUARANTEED 











uct knowledge and in anticipating 
consumer trends. 

“There’s a trend today toward 
using specialty plywoods as decorat- 
ing accents in rooms,” Mr. Scott 
says. “In many cases contractors 
will choose a particular specialty 
plywood and hardware trim for a 
job from our samples.”’ 

The Progress department is 
staffed with experts in the field of 
re-designing. In addition to this 
showcase department and general 
lumber supplies, the firm promotes 
a complete line of paints, power 
tools, garden supplies, hardware, 
and bath, patio and kitchen furnish- 
ings. 

One of the many keys to success 
of Progress Lumber is its philoso- 
phy of service to the consumer. 
This is exemplified by a small sign 
above the cash register on the main 
floor: 

“Even if serving someone, recog- 
nize a waiting customer . a nod 

.asmile...a salutation.” 

“If you have the services and 
facilities to offer, the trade will 
come to you,” Mr Scott says. “I 
believe that our store will become 
the most unique and talked-about 
lumber and hardware outlet in this 
area,” 

And the name Progress could not 
be more appropriate for this com- 
pany. Its progressive thinking has 
resulted in a definite increase in 
sales since the grand opening of 
the remodeling department. 

@knd 





HARDWARE HUMOR 


LEAK-PROOF and is ICC Approved. Made of rugged, durable plastic 
for lifetime service, Flip-Cap vents are available on almost every can in 
the Edward line. AND, at a cost so low you can sell these fast-pouring 
quality vented cans at practically the same price as non-vented cans. 
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There's an Edward Can for every purse and purpose. 
Write for complete new catalog today. 


Edward can COMPANY 


6260 North Northwest Highway, Chicago 21, Ill. 
Want more facts? Circle 166, p. 105 
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"Well, you go back and fell house- 


wares... 
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‘5 A 
LOSET BAR 


COMPLETE WITH SLIDING HANGER HOOKS 


. that glide with EASE — snap on quickly on “tramway” channel rail without removing bar 


M Holds more hangers, more garments 


than ordinary rods. 
FEDERAL SPEC. NO. F117! 


025 GAUGE Creates extra closet space, promotes 
organized closet management. 


Easiest way to hang up or remove clothes. 
ing 
big money maki 


7. Fastest way to locate just the wanted garment. 
ASSORTMENT No. 507-8 Surest way to avoid mussed, wrinkled clothing. 


ett nun ad 6 a: Reduces pressing costs. 
. 507-18 Easily installed. 

Hangers go on and off hooks easily -—— without 

‘“‘needle-eye’” manipulating or maneuvering 


Lustrous nickel plated finish. 


THIS DISPLAY FREE WITH 
ASSORTMENT No. 507-A 


N | en CLOSET 


. | WITH "EASY-GLIDE’ HANGER HOOKS 
Get ALL sizes from your jobber! NOE TO FIND CLOTHES FASTER 
507-18. extends 18" to 30" 7507-48. extends 48” to 72” 


+ 507-30. .extends 30° to 48° 32507-72.extends 72” to 120” 
507-1 NYLON HOOKS 


AND MUSSING - CUTS PRESSING COSTS 


WESSEL HARDWARE CORP., 919-931 N. Sth St., Philadelphia 23, Pa 


7 ’ ° 
In Canada: Geo. S. Hall Co., 25 Granville St., Toronto 1. 
Export: Hall & Reis, iInc., 165 Broadway, New York 6. 
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“bread-and-butter’ 
profit-makers! 
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Because it’s more profitable than most 
other items, KESTER SOLDER has a day- 
in day-out sales potential in your store. 
Be sure you're well stocked on all 
Kester products... be sure your cus- 
temers can see them... then you'll be 
sure to do the business you should in 
Kester... first name in Solder! 


KESTER 
SOLDER 


“Soldering Simplified” is a 16-page bro- 
chure that creates more solder custom- 
ers for you. Write for your stock of 
“give-away” copies today! 


KESTER SOLDER COMPANY 


4207 Wrightwood Avenue © Chicago 39, Illinois 
Newark 5, N. J. © Anahaim, Calif. ¢ Brantford, Ont., Canada 


Want more facts? Circle 168, p. 105 
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Tool-gift suggestion is 
Christmas salesmaker 


Curtis Ellzey, manager of Ellzey 
Hardware Co., Biloxi, Miss., set a 
record for the number of hand 
tools sold as Christmas gifts dur- 
ing the 1959 season, with the win- 
dow display pictured. 

The display was designed spe- 
cifically to appeal to women who 
were at a loss as to what to give to 
husbands, brothers, and male 
friends. 

As shown, the center of the win- 
dow included a sign suggesting 
simply “for his shop.” Grouped 
from front to rear were sets of 
files, miniature ratchet wrench 


rt 7; os 
ee Fé my 
ee 
sets, steel measuring tapes, ad- 
justable wrenches, hammers, saws, 
twist screwdrivers, deluxe hatchet- 
hammer combinations, soldering 
irons, and planes. 

Another sign, above the display, 
suggested “come in and ask us 
about the right tool gift for that 
man in your life.” 

Dozens of women responded to 
the invitation every day through- 
out the 1959 Christmas shopping 
season. They came in to describe 
the hobbies of the man concerned, 
and to listen attentively to sugges- 
tions. 

Most popular items proved to be 
twist screwdrivers, high grade 
saws, complete wrench sets, with 
hammers and brace and bit sets as 
runners-up. 

All of the tool gifts were given 
the benefit of especially dainty 
Christmas gift wrapping which 
concealed the nature of the gift 
altogether, a point which women 
enjoyed. 

Many women, weary of the time- 
worn routine of giving shirts, ties, 
gloves, and wallets, bought assort- 
ments of tools as gifts. 





anew experience for you! 


TTT 








HI-STANDARD offers 100 POINT PROGRAM for the first time in the world of guns, 
one manufacturer offers you full-line profits . . . straight across the board! 


[] 80 world famous 10 shot .22 pistols, nine-shot .22 revolvers e SPORT-KING rifles fire a// .22 Hi Speed Shorts, Longs 
PLUS [] 8 new old-west revolvers in .22 nine-shot guns and LR cartridges interchangeably, even mixed autoload- 
PLUS [) 12 sensational new 12 ga. shotguns and .22 semi-auto rifles ing without adjustment! Dealer net $31.88 up! 
TOTAL 100 ways to better profits m EIGHT NEW “WESTERN” .22 nine-shot REVOLVERS. 
CHECK THESE WORLD EXCLUSIVES ... © NATCHEZ (sombrero, right), POSSE (sombrero, left} 
m FIVE MODELS OF SUPERMATIC 12 GA. Shotguns LONGHORN (holstered) fire all .22's except magnum. 
(at left, above) Single-or-double action, speedy swing-out cylinder for 
* gas operated, 5 shell capacity @ fires all 24%" shells and spring ejector. Beautiful gloss-black metal, choice of 
rifled slugs interchangeably, even mixed ON FULL AUTO- grips, Ivory, Stag, Pearl, genuine Walnut. Dealer net 
LOAD WITHOUT ADJUSTMENT! One model MAGNUM from $40.57. 
3", Autoloads all shells! - " " : 
FIVE MODELS OF FLITE-KING 12 GA. Shotguns (center) OVER 60 "CHOICE OF CHAMPIONS” FAVORITE HAND 


a : , GUNS 
’ — stroke (3'/2") pump action for fastest point-shoot- © World renowned HI-STANDARD handguns selected and 
ollow. 


: 1 on 7 : preferred again and again by Champion Shooters in 
© Honed receiver parts ze ae gun's "free-fall" action penbei®: catantitdis 00 cumin: aaa + Bes 
will open by gravity alone! Dealer net $55.88 and up! on tenedh- sia ah a ae — 
TWO HANDSOME MODELS .22 AUTOLOAD RIFLES er ee ee 


(at right, above) COMPLETE PRICES, LISTS, ILLUSTRATED CATALOGS ... YOUR JOBBER 


THE HIGH STANDARD MANUFACTURING CORPORATION 


HAMDEN 14, CONNECTICUT 
Want more facts? Circle 169, p. 105 
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Jewelry display used 


to outlaw pilferage 


A motorized jewelry store dis- 
play is being used by Claremont 
i a rpg Hardware, Everett, Wash., to curb 

e OR pnt CES cutlery pilferage. 
Self-service ae In addition to putting an end to 
theft of knives, flatware, and 


Display ip ig ee kitchen cutlery, this handsome dis- 


play has proven a sales booster for 



















all edged products 


Merchandisers ae The nlianenensie’ unit takes less 
from 












CAMPBELL @ 
CHAIN wen 
help you wy ON 
earn ee 


- Su a , = i nities 


over 2 


100% 
MARK-UP! 


Merchandisers cost you nothing 


Vi pee 






when you buy a chain assortment 


More sales through display —and 
every sale earns you more than 







100% mark-up 1o ss 


"Y A « ja . a ; 

° +f fis ptf”, 

Complete chain department I. 1” jt fe f ij 
Ped f 


, 


When the motor is shut off, sales- 
men unlock the display to demon- 


with either unit—in approxi- ia? 
mately one square foot of space ar A ) strate samples 


‘ "aia 


Variety of assortments available. than 4 sq ft of floor space. More 


: than a dozen free-hanging trays, 
New display has these features: ; Aas formerly toting jewelry, revolve 
Load from front ae free dite k constantly. They are large enough 
Handy bins for accessory items \y rey 4 to hold most cutlery samples. 
eo ' A special cutoff switch stops the 
motor, allows salesmen to pick out 
the items customers select. When 
Tilted to provide better display the unit is running, the trays move 
. , : : | slowly from bottom to top, letting 
Suggested retail price sticker supplied 
9 P PP each customer see a full, well 
lighted selection in a matter of 
Stand and cutter for light chain are supplied free - ‘ utes. : 
' , store manager and co-owner 
with the purchase of various assortments. 
P f Mrs. Arthur Michelson says cut- 
GET COMPLETE INFORMATION FROM YOUR lery sales have tripled, while theft 
has disappeared, since the unit was 
CAMPBELL WHOLESALER, OR WRITE DIRECT 


installed about a year ago. “The 
display has certainly paid for it- 


self,” she says. 
CAMPBELL CHAIN (Comsany eit 


FACTORIES: York, Pa.; West Burlington, lowa; Union City, Calif. a. ; . 
WAREHOUSES: E. Cambridge, Mass.; Atlanta, Ga.; Dallas, Texas; | ~< Want more facts? Circle 170, p. 105 
Chicago, Ill.; Portland, Ore.; Seattle, Wash.; Los Angeles, Calif. 


New chain cutter attached 
Handy chain-end holders 


Interchangeable welded and weldless reels 





CAMPBELL 
CHAIN 


Makers of Famous CAMPBELL Jiffy Lug-Reinforced TIRE CHAINS Want more facts? Circle 171, p. 105 > 











Spunky itited 


Springtield , 


with 
reversatility 











/ 

Horizontal shaft or vertical 
shaft... whichever your _ 
customers want, the best you 
can sell them is Springfield. _ - 
Optional positive action 
reverse provides exclusive — 
Springfield Reversatility. 
The tiller that’s a seller! 





cern A EA EEE CCL ECR OE 


{ 


Stock the tiller that moves out of your store and into your customer's garden . . . Springfield. Sales 
powered by a hard-hitting national advertising program unlike anything else in the industry. Get on 


Springfield’s profit bandwagon by talking to your distributor today. See other side for more details 





Model 61 VT. Vertical shaft tiller is 
so versatile it’ll sell 10 months of the 
year. 3 h.p. engine, handle-mounted 
controls, all the engineering excellence 
you've come to expect from Springfield. 


Mode! 325. Horizontal shaft. Spunky 
heavy-duty tiller. No matter what gar- 
den job it’s asked to do, it gives a posi- 
tive answer. Rugged 4-cycle engine, 
perfect operating balance for easier 
handling. 


Join the Springfield 


pringtield 
sells better 
because it is better 


For a garden tiller to sell better it’s got to be 
built better ... and Springfield is! Experience as 
the No.1 manufacturer of tillers in the nation 
has taught Springfield engineering techniques 
that assure a better product, for longer life 
and greater customer satisfaction. If they see 
it, you'll sell it . . . so stock it! 


Sell Springfield Mowers Too! 


7 SUBURBAN TRACTOR. 36” 

ie floating deck mower with 
muscles. Tractor performs 
every garden job from 
plowing to harvest. New 
for ‘61, and sure to win 
public acceptance through 
high quality, low price. 


SPRINGFIELD “32.” Heavy- 
duty riding rotary. Float- 
ing mower deck eliminates 
‘scalping.’ Cuts 32” swath. 
5\e h.p. engine. Full line 
of attachments available for 
complete lawn versatility. 


SPRINGFIELD “25.” Ameri- 
ca’s best selling riding 
mower in ‘60, a sure re- 
peater in ‘61. Cuts 25” 
swath, has full line of work 
saving attachments to add 
to its cuftomer appeal. 


Promotion 


... mower profits from mower sales for mower fun in ’61 


Form No. 109 


Printed in U 





Springtield 
Springtield 
Springtield 


PD. 


more 
Profits | 
with” 
Springti 


fd 


A new, fast-moving, high- 
profit product from the na- 
tion’s No. 1 tiller manufacturer 
—at the lowest price in Spring- 
field history! A 2'/2 h.p. all- 
purpose garden tiller, with 
handle-mounted controls, 
Springfield design and quality, 
at a sales-making low list price: 


"109 


Springtield 
Springtield 
Springtield 
Springtield 


Springfield, Ohio * The House of Power 
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Hardware delivered by bus 


Fast, frequent schedules enable dealers 


to get rush shipments to their stores. 


Prompt delivery of hardware can 
mean the difference between a sat- 
isfied dealer and an unhappy one. 
For this reason bus package ex- 
press is gaining in popularity with 
the hardware industry when 
speedy, low-cost, dependable trans- 
portation is called for. 

Authority for the statement is 
the Greyhound Corp. which recent- 
ly reported on the rapid growth of 
the bus package express service 
maintained in conjunction with its 
regular passenger bus service. 

Within the radius of several hun- 
dred miles, same-day arrivals of 
shipments are almost a certainty. 
Next-morning arrivals are assured 
to distances from 600 to 750 miles. 

For example, Greyhound offers 


29 express schedules daily between 
New York and Philadelphia. There 
are 20 schedules daily between Bos- 
ton and New York, with non-stop 
buses making the run in five hours. 

3etween Seattle and Portland. 
the shipper has a choice of 18 
schedules and can expect his ex- 
press packages to arrive in 4% 
hours. Between Atlanta and Chat- 
tanooga there are 17 buses daily 
and between Jacksonville and 
Miami, 21. Packages may be 
shipped with this kind of fre- 
quency and speed to all the 48 con- 
tinental states. 

Packages to be shipped by Grey- 
hound are delivered to a Greyhound 
bus station by the sender. Prepaid, 

(Continued on page 128) 


Bus package express is gaining in popularity when hardware needs speedy, 


low-cost transportation. 
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' From Santa’s Workshop at Disston 


Want more facts? Circle 172, p. 105 
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Big CHRISTMAS BONUSES 
FOR YOU AND YOUR CUSTOMERS 


Even a Junior-sized Santa can shop “Disston’”’ for Dad, this year. 
Disston’s Christmas list for 1960 ranges in price from $1.20 to $49.95. 
And that lucky Dad . . . homeowner, hobbyist or handyman... will 
appreciate your helping his particular Santa select Disston Tools for him. 

Quality merchandise . . . special packaging . . . nationally advertised 


price reductions . 


. . that’s Christmas 1960—Disston style. And don’t 


overlook the special Dealer prices and full profit margins! Put in a spe- 
cially priced Disston stock order now, for profitable Christmas sales this 
year. Disston Division, H. K. Porter Company, Inc., Philadelphia 35, Pa. 


(A) DISSTON “DISCUS” 
6'2” Portable Electric Circular Saw 


Priced for hobbyist or homeowner. Built 
for a lifetime of convenience. 10’ lifesaver 
cord detaches at saw handle. Foolproof slip- 
clutch eliminates kickbacks and burnouts. 
Smooth acting blade guard rides on nylon 
bearing. Precision helical gears. Lever- 
lock for depth of cut. Cuts 2” stock at 45°. 
115 Volt AC-DC motor. 6700 r.p.m. cuts 
6300 surface feet per minute. 

Shipping weight—-13% Ibs. 

Suggested Christmas Special at $49.95. 
Dealer Christmas Price, $33.30 


(B) DISSTON D-23 HAND SAW 


America’s most popular quality hand saw. 
Blade: Thin back. True taper ground, 
tapering evenly from tooth edge to back. 
Finest hardened and tempered saw steel. 
Weatherproofed, natural finished handle. 
Special Christmas packaging. 26” length, 
8 and 10 points to inch, cross cut. 22 lbs. 
per doz. 

Suggested Christmas Special at $8.95. 
Dealer Christmas Price, $5.97 


(C) DISSTON “DAGGER” 
Electric Sabre Saw 


Cuts wood, metal and plastic. Cuts 
straight and curved lines. Cuts full 45° in 
2’’ lumber. Exclusive, high speed “‘Orbite”’ 


DISSTON DIVISION 
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cutting action. Exclusive, plug-in cord 
detaches at saw handle. 

Shipping weight—5 lbs. 

Suggested Christmas Special at $49.95. 
Dealer Christmas Price, $33.30 


(D) DISSTON “accu-rule”—8 Foot Length 


An economy rule with all Disston quality 
features. Durable, lightweight and strong 
die cast cases, chrome plated. Double side 
reminder for inside measurements. Swing 
tip withstands 100 Ibs. pull. Permanent 
“clear sight’”’ rules. Easy-to-read, accurate 
markings, clear 16’’ stud markings. Rigid 
blades for good “‘reach’’, replaceable with 
10 second change-over. Special Christmas 
packaging. 

Shipping weight—3 lbs. per 10 units. 
Suggested Christmas Special at $1.10. 
Dealer Christmas Price, $.73 


(E) DISSTON-CARLSON “WHITE CHIEF” 
RULE —8 Foot Length 


Most popular of all Disston rules. Exclu- 
Sive swing tip. Permanent stay-white 
blade. Crack-proof, rust-proof blade sur- 
face. Sturdy, zinc die cast case; chrome 
plated. ‘Two assembly screws for shock- 
proof durability. Stand-up base. Special 
Christmas packaging. 

Shipping weight—3 % lbs. per doz. 
Suggested Christmas Special at $1.89. 
Dealer Christmas Price, $1.26 


H. K. PORTER COMPANY, INC. 
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Faultless Carded Casters 


@ Help customers make quick easy selection 

® Packaged in 4-piece sets for self service 

® Suggest a wide variety of Caster uses 

® Are colorful, attract point of purchase customers 

® Stand up on counters, in bins, or hang on peg boards 
@ Fili 80% of customers’ caster and glide needs 

®@ Give application instructions for do-it-yourselfers 

® Help sell companion tools and materials 


Faultless Carded Casters are designed for quick, profitable Caster sales 
in hardware stores and hardware sections of building supply dealers. 
For complete information on “best seller’ Faultless Carded Caster 
Program, ask your Hardware Jobber. 


Faultless Caster Corporation 
EVANSVILLE 7, INDIANA 


Branch Offices in principal cities; see the Yellow Pages of the 
telephone book under “Casters.” Canada: Stratford, Ontario. 
Want more facts? Circle 173, p. 105 
128 «© HARDWARE AGE, October 20, 1960 








Buses deliver hardware 
(Continued from page 125) 


collect, and C.O.D. shipments are 
available. Shipments are then 
placed in baggage compartments 
beneath the passenger level on the 
next bus going to the destination 
city. These compartments are 
water- and dust-proof. 

Upon arrival, the Greyhound 
agent in that city telephones the 
consignee so the shipment can be 
picked up immediately, if desired. 

In many instances, the shipper is 
able to telephone the receiver ex- 
actly what time to expect the pack- 
ages to arrive so the bus can be met 
in emergency shipments. The usual 
practice is for the shipper to de- 
liver shipments to the bus station 
and the consignee to pick it up. 

Another advantage of using the 
services offered by Greyhound is 
the direct handling without numer- 
ous transfers and re-loading. Ship- 
ments are placed directly on the bus 
and are not touched until arrival at 
the destination. 

Greyhound’s buses are equipped 
with an air-suspension springing 
system and, traveling on regular 
passenger runs, there is little dan- 
ger to fragile merchandise. 

Cost of shipping a 20-pound 
package between Boston and New 
York is $1.80, between Cleveland 
and Detroit $1.70, between Colum- 
bus and Akron $1.55, as examples 
Greyhound will accept up to 100 
pounds per package with maximum 
size 24 x 24 x 45 in. 
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"Brushes? . . . Right over there.” 
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BEST taps your BIG 
Shallow Well Market! 


offers 
NLY Dempster Prime-o-jet 
ol 9 in a low-priced water system 


ase initially filled) 
itil suction to 25 ft. 





1. Self-Priming—(After 

2. Maximum Lift—Gua 
depth 

3. High Capaci 


r hr. Designed espe- 
ionally-Known Motor — . wer 
: ‘iy horizontal jet-type pumps; ven 


tilated service 
5. Renewable Rotary Seal--For easy 


and sustained performance 


b. Corrosion-Proof 
7. Insert-Type Venturi—N 
needed 


8. on Moving Part—For minimum wee 
i eesenttibatinnanlie eae nS oh impeller Shaft 
Roast-R-Bror, 
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ty—Delivers up to 1010 gals. 
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Lo ene Mean ee 


These are the reasons why the market’s bigger and 
more profitable with Dempster Prime-o-jet. The many 
Prime-o-Jet models open the door to many sales where 
; : i price is a factor, because while Prime-o-jet rices a 

Food preparation and roasting aids. . . rials ~ 


low, quality of workmanship and materials is very 
part of the complete line of quality made, high. You sell Dempster with confidence; your cus- 


quality designed, and quality packaged tomers buy Dempster the same way! Write today for 


kitchen tools and gadgets made by Foley. aay tieeenas ey = details on the 


AS SEEN IN 80 Years of Water System 
Experience at Your Service! 


. ° * > > . * . a. 


MAGAZINE 
Minneapolis 18, 
Minnesota, Dept. 101 oo 
. Meo.» Des Moines 
Amarillo * San Antone. 
Want more facts? Circle 175, p- 105 
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What the Law Says 
Who holds the bag for 


worthless checks in cash purchases? 


by ALBERT WOODRUFF GRAY 


When told by an Oregon hard- 
ware dealer the price of two guns 
displayed in the store, the customer 
gave the dealer his check in pay- 
ment. After both customer and 


guns had gone the dealer learned 
the check was worthless. 

The dealer next discovered that 
the buyer had resold the guns for 
cash and then had disappeared. 
When suit was brought by the 
dealer against this second pur- 





ONE QUALITY SOURCE 








FOR ALL YOUR 


SPRAYERS ana DUSTERS 


Every sprayer and duster you need to 
capture YOUR share of the big, pro- 
fitable lawn-and-garden market! Stock 
and promote these performance- 
proved, eye-appealing units. Fast de- 


livery service. 


Open Head 
Compressed 
Air Sprayer 


Fresh off the press... 
CHAPIN’S NEW 1961 
CATALOG. Send for 
your copy today. Write 
Dept. 00 


Ts 
oe Funnel Top 
Compressed 


Air Sprayer 


~ 
~ eee « 








All Brass 
Continuous 
Hand Sprayer 


Cart Sprayer 


All Directional 
Duster 


Handy Hose 
Sprayers 


Quality Sprayers and Dusters Since 1887 


MANUFACTURING WORKS. INC. 


HA-1, BATAVIA, N. Y. 





chaser for recovery of the guns 
the dealer argued that the pur- 
chaser who had bought the guns in 
the first instance did not and never 
had owned the guns and so he could 
not sell them to another. He in- 
sisted further that the guns were 
his and that he was entitled to the 
return of his property. 


In its decision awarding posses- 
sion of the guns to the dealer the 
Oregon court said, “The law pre- 
sumes a sale to be for cash when 
nothing is said to the contrary, and 
upon a sale for cash, payment and 
delivery are concurrent. If the 
price is not paid at the time of the 
delivery of the goods the seller may 
immediately reclaim them.” 


What were conditions? 


This the court supplemented 
with the further statement: 


“Where the buyer is bound by 
the contract to do anything as a 
condition, either precedent or con- 
current, on which the passing of 
the title depends, the property will 
not pass until the condition be ful- 
filled even though the goods may 
have been actually delivered into 
the possession of the buyer. 

“In the present case,” continued 
the court, “the sale was a cash sale 
and payment was attempted to be 
made by check on a bank in which 
the purchaser had neither funds 
nor credit. 

“Delivery of the goods was made 
with the understanding that the 
check represented the cash. De- 
livery was on the condition that 
the check would be honored.” 


A case in Minnesota 


Here the court added a quotation 
from an earlier decision: “Where 
payment is to be made simultane- 
ously with delivery and is omitted, 
evaded or refused by the purchaser 
on getting the goods under his con- 
trol, the delivery in such a case is 
merely conditional, and the non- 
payment would be an act of fraud 
entering into the original agree- 
ment which would render the whole 
contract void.” 

Another incident similar to this 
occurred in Minnesota when a buy- 
er agreed to purchase a tractor. As 
part payment it was agreed that 
the manufacturer would accept an 
old steam engine in addition to 
cash. The manufacturer’s agent 


Want more facts? Circle 176, p. 105 
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SATELLITE 200 

The newest addition to the 
P&C Merchandiser line... 
colorful, compact, eye-catch- 
ing and sales stimulating. 
Three 3-sided pylons (each a 
different color) turn easily. 
Three persons can shop at 
one time. 


R-160 TOOL 
MERCHANDISER 

The R-150 sharply increases 
tool sales and impulse buy- 
ing. Puts the P&C tools out 
where your customers can 
see ‘em, feel 'em and buy 
‘em. Compact, only 32” wide. 
Standard or counter and al- 
cove models. 


TERRIFIC JET 350 
Here is a complete tool de- 
partment in only 45 inches of 
floor space! The Jet sells for 
you... saves time, creates 
impulse buying. Tools are 
clearly priced, numbered and 
shadow-outlined. 


Modernize 
Your Tool Department 
To Its Full Profit Power 


INSTALL A 
TOP PRODUCING 


eS 
Tools sell faster, profits come 
easier when you sell quality P & C 
tools from the P & C Merchandiser. 
There is a style, size and model to fit the 
needs of your store. P & C Merchandisers 
take a minimum of space; are colorful, attrac- 
‘ tive and permit the shopper to feel the tools. Turn- 
over is up to 4 times a year and more, making the space your 
merchandiser occupies the most profitable in your store. 
Don’t wait to put these top tool salesmen to work for 
you. Ask your wholesaler now or write to P & C for illus- 
trated full color sheets on the unit that fits your needs. 


EVERY P424c TOOL 
iS PRE-PRICED 

Your customers can tell at a 
glance the price of any tool. 
You save time and money on 
pricing. You end customer 
confusion . . . stop cash- 
register mistakes and most 
important of all stop profit 
losses. 





TOOL COMPANY 





Subsidiary of see 
Portland 22, Oregon 


Chicago Warehouse 
Box 87, Schiller Park, Illinois 


in Canada, Box 366, London, Ontario 
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What the Law Says 


(Continued ) 


sold this engine for cash to another 
customer who gave a check in pay- 
ment, but before the check had 
been deposited this purchaser de- 
manded a bill of sale, which was 
refused. 

At that the customer stopped 
payment on the check. In the suit 
that was brought by the manufac- 


turer against this purchaser the 
court said of the effect of stopping 
payment on the check: 

“When the purchaser gave his 
check for the full amount of the 
purchase price and this check was 
accepted by the seller, the sale was 
completed subject to the condition 
that the check be paid by the bank 
in the usual course of business. 
Had the check been so paid, title 
to the engine would have vested 
absolutely in the purchaser. But 
payment by check is conditional 
only, and if the check be not paid 





DOOR ANOB SPINDLE 


ASSORTMENT 
No. 475 


DOOR KNOB SPINDLES 


(All Threaded Spindles—20 Threeds te the Inch) 


qb 





KEEP YOUR ’ GE: 


TAYLOR 


Golet @ucner a7 -a. ae 


This assortment contains 27 popular 
Je) ale |(-t- fae ME -1-leigie) Me Male lesiol-ie-mmU olay 4 
Th dgmeeli am r-laslelet-Mal lal -Mee) Mme lolol am tale) ess 
you can turn walk-outs into sales. As- 
sortment and individual items avail- 
ele) (-migelagme)e]-1am-)celet om Olael-1malel micelas 
Wielei ams aale)(-s-t-1 1-18 


PHILADELPHIA 32, PA. 


MFRS. OF NIGHT LATCHES, PADLOCKS, DOOR KNOBS, KEY BLANKS AND BUILDERS’ HARDWARE SINCE 1922 








the seller in a cash sale may re- 
scind the sale and retain or retake 
his goods.” 


Decision of another action of 
this character, although it did not 
involve hardware, has become fa- 
mous as an authority in the law 
governing such situations. 

A few years ago in Minnesota a 
purchaser, representing himself to 
be a business man in Minneapolis, 
asked to see rings at a jewelry 
store. He was shown one priced at 
$400. In payment for the ring he 
gave the dealer a check for that 
amount, then pawned the ring and 
disappeared. 

When the check was discovered 
to be a forgery, the dealer de- 
manded the ring from the pawn 
broker who refused to surrender it. 


The case came before the Su- 
preme Court of that state where it 
was held in a decision supporting 
the claim of the jeweler: “A check 
is not payment. It is only so when 
the cash is received on it. There 
is no presumption that a creditor 
takes a check in payment, arising 
from the mere fact that he accepts 
it from his debtor. 


“The presumption is just the 
contrary. Where payment is made 
by a check drawn by a debtor on 
his bank, this is merely a mode of 
making a cash payment and not 
giving or accepting a security. 

“Such payment is only condi- 
tional, or a means of obtaining the 
money. Where goods are sold for 
cash on delivery and payment is 
made by the purchaser by check on 
his banker, such payment is only 
conditional. The delivery of the 
goods also conditional, and if the 





HARDWARE HUMOR 
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REPEAT EVENT FOR 4 gh WIG SELLING 


| Deluxe Drill Set Dispiay 


No. CP 411 


Christmas comes early for Hanson dealers. Now, the 
finest, fastest selling drill set has taken on special 
Christmas trimmings to help you to sell more as gifts. 
The Hanson No. 113 Drill Set includes 13 High Speed 
Steel Drills from '%" to 4” in the finest drill case ever 
designed. From now until Christmas each set will have 
a colorful gift wrapper, and the Self-Seller Hanson 
11” x 14” Christmas display card will stimulate im- 
pulse buying. Both the display and Christmas wrappers 
are Hanson extras—no charge, of course, to you. 


YOUR COST 
for 4 Drill Sets 


+7 4% 
Retail Value $25.00 


The Display and Christmas Box 
Wrappers are FREE 


Ace Super-Set of Taps and Dies 


With Special Christmas Display Insert 


ee Se OOS Special Price for 
Here’s another money making idea for 
Christmas selling . .. Hanson’s Super-Set Christmas Promotion 


No. 614, containing 39 top quality me. YOUR COST 


dies and tools, in the finest of cases i 

ready as a Self-Selling Christmas sift $} 677 
item. All you have to do is lift the cover 

and let the attractive Christmas insert 

do the rest. Every Super-Set shipped be- SUGGESTED 
fore Christmas will contain a display RETAIL $27.95 
insert. It’s a Super-Set for mechanic or 

handyman ...a Super-Seller for you. 


AVAILABLE FROM THE LEADING HARDWARE WHOLESALERS 


Both of these promotions carry Hanson's 
Famous Unconditional Guarantee 
HENRY L. HANSON COMPANY 


25 UNION ST., WORCESTER 8, MASS., U.S.A. 
"Went ‘more ested Circle 179, p. 105 
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I’S DIFFERENT 
I’S FROM DU PONT » 





YEAR-ROUND 
SELLER! 


FAIR- TRADED! 
FAST TURNOVER! 


BIG PROFITS! 


EVERYONE’ 
A CUSTOMER: 


rsa; 
a 


nn 


SUGGESTED LIST PRICE $1.25 


MINIMUM RETAIL PRICE $/.15* 
*Price shown is established by Fair Trade Agreements in all states 


it wi 


in which such agreements are permitted by statute. 


UPUN 


REG. U. Ss. PAT. OFF. 


BETTER THINGS FOR BETTER LIVING 
~-+ »- THROUGH CHEMISTRY 


Shia 
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DUPONT 
pice py 
im i¥, 
a H=PURPOSE-DRY- LUBRICANT 


a 

















Makes things slide | 
and glide with no 


a comes.a a totally different kind of lubricant! New 
SLIPSPRAY contains fluorocarbon™telomer to give you a dry lubricant 
that’s non-staining and leaves no oily mess Wrgceasy film. It’s safe to use 
near any fabric. You can even unstick a dresser drawer-without removing 
the contents. New SLIPSPRAY makes things slide pr i move 
freely regardless of material: wood, glass, aluminum, steel or plastic. 
Order now from your Du Pont No. “7” Line wholesaler! 


HUNDREDS OF USES: 


Around the Home: unsticks doors and windows of wood or aluminum, 
and drawers. Lubricates locks, hinges, sliding panels, zippers, etc. 


For the Car: Lubricates car doors and hinges without leaving any 
grease or oil film. Unsticks windows, locks, latches, seat-adjustment 
mechanisms, etc. Retards corrosion on battery terminals. 





Tools—Garden and Sporting Equipment: relps keep grass, dirt 


snow or mud from sticking to hand tools, shovels, lawn mowers, skis, i 
skates, golf clubs, etc. Retards corrosion on shop tools, garden equipment, i >," 
guns, etc. 
Stainless! Colorless! | 
tainiess! Goiloriess: 
Greaseless! Odorless! 


DUPONT N°"7” PRODUCTS 
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the ROCK’N RAIN 


WAVE-IMPULSE SPRINKLER 


PATTERN LENGTH 
CONTROL 


HYDRO-JET DRIVE — THE 
POWER IS IN THE NOZZLE 


a | ey f NO GEARS TO CLOG ~ 


“FLIPPER” ASSURES 
EVEN WATER 
DISTRIBUTION nse 





EXCLUSIVE ad 
ROCKING ACTI!’ ——————S 


PATTERN WIDTH 
CONTROL 


A 
SHERMAN 


FIRST! a / HEAVY 
™ RUST-PROOF 


Newer than new -— BASE 


the all-purpose sprinkler! 
e Exclusive Sherman Design— 


e Rust-proof automotive-type : ; Pee 
finish ai The Rock'n Rain — new in design — new in concept. 


Hydro-jet Drive! Sherman has combined the best features of America’s two most popular 

Trouble-free operation! sprinklers — the conventional gear-type ‘oscillating and the impulse-type. 

Pattern length and The special Hydro-jet drive powers the Rock'n Rain using only 4 fraction 

width control of the water required by conventional oscillating sprinklers. For the first 

Advanced styling — time, dual adjustments control the width of the spray as well as the length 

precision engineered! — exclusively with Rock’n Rain. It is the one truly all-purpose sprinkler 
available today! 


NOW READY! NEW for ’61 WAVE-KING 


NEW 1961 SHERMAN LAWN HOSE i pe America’s 
GOODS CATALOG! It’s loaded with new . ii Lowest Priced 
and improved products that mean PROFITS oe j Wave Sprinkler! 


for your lawn and garden department! ey 
i Lo, ONLY $2.95 
: list 


~ Sor 


im 
ae 


H.B. SHERMAN MANUFACTURING CO. 
Battie Creek, Michigan 


Want more facts? Circle 181, p. 105 
136 © HARDWARE AGE, October 20, 1960 





What the Law Says 


(Continued from page 132) 


check on due presentation is dis- 
honored, the seller may retake the 
goods.” 











tecently circumstances of this 
character w2re involved in a case 
in one of the Federal courts. A 
check had been given by a pur- 
chaser in payment that was drawn 


on a bank in another state. The Another Super Deluxe 


goods were delivered without ques- | FE U L L e s oy - A p J Uj 4 TA B LE 
tion to the customer with whom the MASTER W v F N C i 


dealer had transacted business fo1 


many years. MERCHANDISING “st Assortment No. 1000 


When the check was presented " & i K S T hd | : | Drop forged, Rockwell tested stee! 


, fa lacalt ‘=~ | for perfect hardness. FULL TOP- 
for payment of $5500 the buyer ae --| TO-BOTTOM CHROME, GROUND, 
. : Fuller products are made in : as 


. . ~- 4 ’ f 4 +? 

had to his credit less than $15. +e many ay rs and other coun- 1 \ | | et core 2 ea Pte bA aye 
ries, of the highest li a- a < ; i ; 

However he had promptly sold the terials, by skilled sb mei baeh ti [= & to $4.20. Values to $5.70. Carded, 


goods, collected the proceeds and Seale taint te heise a | | Dd Sceuron auaed detiee onck. Wiens 
disappeared. Quality and Reliability. VP Lae * owe 
Holding here, as in other in- ——~ ORDER TODAY! 
stances, that the original seller of 
these goods was entitled to their 
possession, the Federal court, after 
referring to these earlier decisions, 
sald: 





“Where personal property is sold 
for cash on delivery and the pur- 
chaser pays by check on his bank, 
such payment is conditional and 
the delivery of the property is 
likewise conditional. And if the 
check on due presentation is dis- 


honored, the purchaser does not ob- | h . 
tain title and the seller may re- ‘ num ey . 
take the property. ‘< t 

“A check is not payment when it | \ &. : 
is tendered by a debtor on his bank, | ae YOM HME 4 f/f 
it is a method of transferring the | <6 
money from the debtor to the cred- 
itor. The delivery of the check and | “ A, YA \ Ag : 
the acceptance of it are purely | MAA IC (4 
conditional acts and if the check is | 
dishonored there is no accord and 
satisfaction of the debt. 

“There is no presumption that | TROUBLE LIGHTS 
a creditor takes a check in payment — — ANS MBUSTay 
arising from the mere fact that he igi paeio-arioes tie aoa 


accepts it from his debtor. The | wenther cagpanannnts dy tec apcese 

. : ie | Exclusive permanent Sidelok Cage, 

presumption is to the contrary. | wire guide for changing bulbs, 

‘ U.L. approved socket, streamline 

shockproof handle, durable heavy 
References: | artatlee: ¢ crs 


| Write, wire, phone NOW for 
Johrson v. lankovetz, 110 Pac. | catalog sheets, prices, samples. 1 oF. 4 i = 


398. 
J. I. Case Threshing Machine 


| a 
- ; 
Co. v. Bargabos, 172 N.W. 882. dro -lite R e F 
Gustafson v. Equitable Loan | ORG RICKSO N 
Ass’n., 243 N.W. 106. | 
De Vries v. Sig Ellingson & Co.., 
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RUGGED 


ELECTRIC MFG. CORP product 
100 F.S. 781 307 First St., Brooklyn 15, N. Y. © HY 99-4554 
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New traffic won in a 
EVERYONE'S A CUSTOMER 
novel customer contest FOR A DEARBORN 

A New York State dealer is pro- 
moting fall business through a cus- 
tomer contest. The contest is keyed 
to a “match the license’ theme. 
Here is how it works. 

Interior and exterior displays 
bear a replica of a local license 
plate. Each display has a replica 

for license number of a resident within 

a 25 mile radius. 
over Customers are urged to check 
75 years their auto registrations cards as 
they pass through the store. Should 


the registration of their auto 
match the number on one of the in- 
see terior or window displays, the mer- 


chandise to which the _ replica 


Vom! me - sample plate is affixed to may be 
and RAT TRAPS claimed. 


The lucky license theme is pro- 
moted in the _ store’s advertise- 
ments, and in signs about the 
building. License numbers are 
altered weekly throughout the one 
month promotion. 

This contest idea can be done, on 
a lesser scale, at any time of year 
in any location. It need not cost a 
dealer any more than his net price : 
of giveaway merchandise and the “Beats hell out of rubbing 


sign explaining the theme. two sticks together!” 


And not only does it heat better... 
it looks better. As our friend the 
Scoutmaster already knows, from 
having Dearborn area heating in 


— BRAND 
his home. There’s just no end to 
° o IC Dearborn’s advantages, whether you 
the McGill consider its smart styling, precision 


HARDWARE HUMOR engineering or lasting durability. It’s 


Over 75 years of customer preference at- the age s best heating ‘buy -+.1Or 
tractively packed in this convenient, self- HOUSEWARES, you or for your customers. 

service 2-PAC. Eye-appealing, —e COOLFRSST 
ing, pre-priced two for nineteen cents, an 
ee package are proven traffic xe FORWARD HEAT FLOW 
stopper features. Easy dependable, four-way ad 

trigger action build customer satisfaction. 











-— > PREFERRED 














— 


)) ¢ 
ALSTEEL 2-PAC i] 
: \ 





Means f aster 
This attractive, nickel- ‘ agp ol gy 
plated Alsteel 2-PAC ; directed forward 
sells itself. Easy and safe into the living 
to set, sanitary ejection et a yma we" 
plus fast, dependable walls and ceilings. 
action features trap 


more sales. 











The Dearborn Crest is the world’s finest 
unvented gas area heater, a standard of 
For business and home D> quality for the heating industry. 

sse, this attractive, five Be 
position, razor blade 


type scraper and cutter _— £ ® 
has sure-fire sales ap- GT a: 

peal. Each scraper sup- F Li ™ : ley i ~| Re eer 
plied with blade ... ge 


ready to use. Get details of Dearborn’s clean-cut selling 
policy from any of these regional! sales 
offices: Atlanta, Chicago, Dallas, Los 


fava’ C G | L METAL PRODUCTS Angeles, San Francisco, 
COMPANY mF | 
MARENGO e ILLINOIS III send you the set after Christmas; SE ae . 


I'm not ruining my display.” 
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New G-E “285 Counter Display 








packed 


prety 





Planned to save time for you... 

speed your sales. Packed with 285 

General Electric Christmas lamps 

- s in the three most popular types 

: ...Wwith quantities balanced 

to average user buying... 

3S ...in assorted color 

prepriced 5-bulb packs. 

" | Sets up fast... just slide 

W » eo from outer case—lock to- 

a ether and you’re in 

AND Mores | » ecmiaias: No need to 
1ow PR | = spend time arranging stock. 
fel WAelthne) a: Go after more impulse sales; use 
BULB TYPES \ 4 G-E #285 at the register and at several 

Z points in your store. Order from your supplier. 








NEW SNOWBALL 
ASSORTMENT 


120 of the attractive new G-E 
lamps that are white ‘til they 
light. In assorted colors with free 
lighted display. 


#226 ASSORTMENT > 


with free lighted display in- 
cluding special 14 socket string 
set. 226 G-E Christmas lamps 
... the new types that will be 
featured in this year's con- 
sumer ads. 





ORDER FROM YOUR SUPPLIER. They demonstrate and 
attract attention to a// your Christmas lighting. Mini- 
ature Lamp Dept., General Electric Co., Nela Park, 
Cleveland 12, Ohio. 


Advertised to 50,000,000 homes in 300 Sunday newspapers and in Ary 
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We're Building Shellac Sales for You! 


bea 
sea 


be 


% 





lac. Display this seal — on 
window streamers. 


Ask your wholesaler. — 


Shellac information Bureau @ 51 Pine Street, New York 5, N. Y. 
Want more facts? Circle 188, p. 105 








FITS ANY TYPE 


IRONING BOARD 
Every Board Needs One 


@ Spring Tension assures 
wrinkie-free ironing. 

@ No Pinning or Tacking. 

@ Covers Easily Changed. 

@ Quickly Attached To Any Board. 

@ Point Protected Carded. 

CM-49 —Set of Five— 49¢ 
PRICED FOR BIG VOLUME 

Write For Complete Information 


The SLIP SEAL Company 


HOME OFFICE: 1325 Redondo Ave., Long Beach 4, Calif. 
Eastern Office & Warehouse: Newark 8, New Jersey. 


Want more facts? Circle 189, p. 105 


“SCOTCH” BRAND Masking Tape sells at a fast 
clip when you suggest it with every paint sale. 








“SCOTCH” IS A REGISTERED TRADEMARK OF THE 3™ CO 


Mitanesora fining ano (\fanuracturine company 


e+ + WHERE RESEARCH IS THE KEY TO TOMORROW 








@ roos in 1 


REMINGTON 


Directional 


COMPASS 


MAGNIFYER “LENS 
PLUMB BOB 


ind For FREE Catalog 


"REMINGTON aaRDWant CO. ee 
100 GREENWICH STREET ° N 
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NEW propucT 
PASSES 9,000,000 


IN SALES 


ACCEPTANCE and QUALITY 
PROVEN i in ONLY THREE YEARS 


HOLLOW WALL ANCHORS 


The preferred product by 
contractors and “do-it-your- 
_selfers.” Only three sizes for 
all walls and hollow doors, 
_4to keep your inventory low. 
Are you in on the profits? 


“OTHER PRODUCTS for your 

_PROFIT:- 

“DHD” Diamond Hammer Drive, 

Nail Type Anchors 

- Diamond Red Seal Calking Anchors 

Diamond “‘Multi-Size’’ Wood Screw 

Anchors 

Diamond ‘SPRING’ Toggle Bolts 
4S] DIAMOND “P” Lag Screw Ex- 

pansion Shieids 

“'DI-FORGE” Percussion Masonry 

Drills 











WRITE FOR SAMPLE packed in 
impulse- buying NEW BLISTER PACK Ask your Distributor 


DIAMOND EXPANSION BOLT CO., Inc. Garwood, N. J. 
Want more facts? Circle 191, p. 105 





¢ Ee ee es AP | S Ai eo 
Emerald glasses with 22K gold design, in Sugar and Creamer Caddy Set Hostess Pitcher decorated with 
a shining brass-finished and walnut caddy. with brass-finished tongs. Deco- 22K gold leaves. Detachable 
Each handsomely gift-boxed set of 8 re- rated with 22K gold leaves, band, brass-finished handle. Gift-boxed 
tails at about $7.00. gift-boxed to retail at about $3.50. to retail at about $1.20. 


Fabulous gift ideas in / Saeed: 
by Libbey 


Here are wonderful gift ideas from Libbey...spar- | Glass and Brass gift items will be advertised in full- 
kling glassware combined with brilliant brass-finished color pages in the October issue of House BEAUTIFUL, 
accessories. Each item is perfect for every-day use, and the November issues of MCCa.u’s and BETTER 
too... and all except the Triple-Server set are | Homes & GARDENS. 

Safedge® glasses, backed by the famous Libbey guar- Your Libbey Distributor can give you full informa- 


antee: “A new glass if the rim of a Libbey ‘Safedge’ _ tion on these exciting items 
glass ever chips.” 


« Pa, es (6 4 a 
& 


... be sure you have 
enough of each to satisfy all your customers. 


i ee a 


—— 
4 “~ a ~ ? 


% a 
Se 


iS 
* \ Sg 


Continental Cups have a gleaming 22K gold Grecian Key pattern Triple-Server Set of three frosted bowls in a lovely brass-finished 


that’s repeated in the detachable brass-finished holders. Each gift- caddy. Perfect for so many uses, and gift-boxed, of course. Retails 
boxed set of 8 retails at about $7.50. at about $4.00. 


LIBBEY SAFEDGE GLASSWARE OweEnNs.-ILLI1I NOIS 
AN (I) PRODUCT GENERAL OFFICES - TOLEDO 1, OHIO 
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cWAN SUPER-CORD SINGLE BR 
ew 


9 
@ 
c& 


SWAN SUPER-CORD SINGLE BRAID RED GARDEN HOSE !S MADE 
en . | 


RDEN HOSE j¢ 
9 = MAy 


i € 


TYREX® CORD 


2 
aA 
x 


Ay 
ORD NEW SWAN SUPER-CORD. SINGLE BRAID RED GARDE 


New Swan Super-Cord Single Braid Red Garden Hose is 
made with TYREX® tire cord...the same tough, durable 
cord used in fine automobile tires. This rugged, long- 
wearing rubber hose—reinforeced with TYREX cord—is 
stronger, more resistant to impact and heat. Twenty-five 
percent greater reinforcement strength guarantees 





D GARDEN HOSE j¢ ins 
E 
/ 


4, E IS MADE WITH .© 
4 BRAID RED GARDEN HOS 
4% sUPER-CORD SINGLE e 
& 
= 
“~~ 


¢ 


2%, 


BRAID 
qyno® RE, Oo 


> 

8 
= 
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SUPER-CORD IS 


. | ‘ >. : R RD NEW SWAN 
IS MADE WITH TYREX® TIRE CORD NE : ah WITH TYREX® TIRE CO 


greater service and longer life. And it’s another Swan 
exclusive...another reason why Swan is America’s largest 
selling garden hose. It’s good business to stock and 
sell Swan. Why not call your distributor today! You can 


trust the products...made by Swan. 
Swan Rubber Company, Bucyrus, Ohio. Ss Stan 


TYREX (Reg. U. S. Pat. Off.) is a collective trademark of Tyrex inc. for tire yarn and cord. 





Model 57 All-new “slim for '60"" design—only 1%” high. Long-wearing vinyl mat. 
Convenient handle. Wide open Panoramic lens. 6 decorator colors. 300-Ib. 


capacity. Retail Price: $10.95 


Model 47. Large platform finished in textured 
two-tone vinyl mat. Same precision quality and 
low silhouette as most expensive models. Mag- 
nifying lens set in stainless steel bezel. 6 deco- 
rator colors. 300-Ilb. capacity. Retail Price: $8.95 


HEALTH-O-METER 


Model 37. All-new Health-o-Meter model de- 
signed for the budget-minded. Convenient easy- 
lift handle. Factory sealed mechanism assures 
years of accurate service. 6 decorator colors, 
300-ib. capacity. Retail Price: $6.95 


ee 


Prices slightly higher far West 


You gain prestige aplenty when you 
stock and display Health-o-Meter Bath 
Scales. And, more important, you win 
sales. For Health-o-Meter bath scales 
have earned a reputation for excellence 
—precision engineering and “look of 
tomorrow styling. 

The models you see here demonstrate 
Health-o-Meter’s new designs for °60. 
There are many more available, includ- 
ing some traditional old favorites so 
good they ve never been changed! 


Send for complete details and quan- 
tity prices. 


America’s 
Weight-Watcher 
Since 1919 


CONTINENTAL SCALE CORPORATION e¢ 6701 S. CLAREMONT AVE., CHICAGO 36 
Want more facts? Circle 194, p. 105 
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How about a billboard for low cost promotion? 


“Our 16 x 40 ft. sign on High- 
way 24 in Colorado Springs, Colo., 
is an especially good investment,” 
says Ed W. Hakes, manager of 
Abrahamson Lumber Co. 

The large sign, eight years of 
age, cost $2500 depreciated over 
a ten year period. 

The small sign in one corner is 
changed bi-monthly to emphasize 
a special! sale item. 


The strategic location of the 


sign, where not only travelers on 
Highway 24 see it, but also all 
west Colorado Springs residents 


can see it, makes it particularly | 


important. 

Monthly credit terms are em- 
phasized on the sign as a lure to 
new trade in the area. Brilliant 
lighting along base of sign makes 
it most effective at night. 

On the depreciation schedule, 
this sign costs the dealer $250 a 
year. 





HE ACTS OF MARCH 4, 1933 


STAT 
BY 
STAT 


ATEMENT REQUIRED BY THE ACT OF AUGUST 24, 1912, AS AMENDED 
: , JULY 2, 1946, AND JUNE 11, 1960 (74 
208), SHOWING THE OWNERSHIP, MANAGEMENT, AND CIRCULA- 


TION OF 


HARDWARE AGE, published bi-weekly 
at Philadelphia, Pa., for October 20, 1960. 

1. The names and addresses of the pub- 
lisher, editor, managing editor, and busi- 
ness managers are: Publisher, Chilton 
Company, Chestnut & 56th Sts., Philadel- 
phia 39, Pa.; Editor, William A. Phair, 
Chestnut & 56th Sts., Philadelphia 39, Pa 
Managing Editor, E. L. Barringer, Chest- 
nut & 56th Sts., Philadelphia 39, Pa.; Pub- 
iisher and Business Manager, Leonard V. 
ftowlands, Chestnut & 56th Sts., Philadel- 
phia 39, Pa. 

2. The owner is: if owned by a corpora- 
tion, its name and address must be stated 
and alse immediately thereunder. the 
names and addresses of stockholders own- 
ing or holding 1 percent or more of total! 
amount of stock. If not owned by a cor- 
poration, the names and addresses of the 
individual owners must be _ given. If 
owned by a partnership or other unin- 
corporated firm, its name and address as 
well as that of each individual member, 
must be given. 

Holders of more than 1 percent of the 
capital stock outstanding of Chilton Com- 
pany: Mary M. Acton, 260 Sycamore 
Avenue, Merion Station, Pa.; Mrs. Beulah 
Fahrendorf, Chateau LaFayette, Scars- 
dale, New York; Dorothy S. Johnson, 
toute 1, Putnam Valley, New York: Kim- 
berton Hills Farms, Inc., 1608 Walnut 
Street, Philadelphia, Pa.: Mabel P. Myrin, 
1608 Walnut Street, Philadelphia, Pa. : 
Mary M. Acton, Surviving Trustee U/W/O 
Clarence A. Musselman, Dec’d, c/o R. F. 
Irwin, Jr., 2318 Packard Bldg., Philadel- 
phia, Pa., Beneficiaries, Mary M. Acton 
and David Acton: J. Howard Pew, 1608 
Walnut Street, Philadelphia, Pa.: J. N. 
Pew, Jr., 1608 Walnut Street, Philadelphia, 
Pa.; Mary Ethel Pew, 1608 Walnut Street, 


Philadelphia, Pa.; Alberta C. Sly, 415 East 
52nd Street, New York 22, New York; 
Alberta C. Sly, Executrix U/W/O Freder- 
ick S. Sly, Dec’d, 415 East 52nd Street, 
New York, New York, Beneficiaries, Al- 
bert C. Sly, Alberta C. Sly, and John E-. 
Sly; Soleil Farms, Inc., 1608 Walnut 
Street, Philadelphia, Pa.; Charlotte M. 
Terhune, 160 E. 48th Street, New York, 
New York; Steere & Company, c/o Girard 
Trust Corn Exchange Bank, Philadelphia 
2, Penna. 

3. The known bondholders, mortgagees, 
and other security holders owning or hold- 
ing 1 percent or more of total amount of 
bonds, mortgages, or other securities are: 
(If there are none, so state.) None. 

4. Paragraphs 2 and 3 include, in cases 
where the stockholder or security holder 
appears upon the books of the company 
as trustee or in any other fiduciary rela- 
tion, the name of the person or corpora- 
tion for whom such trustee is acting; also 
the statements in the two paragraphs 
show the affiant’s full knowledge and be- 
lief as to the circumstances and conditions 
under which stockholders and security 
holders who do not appear upon the books 
of the company as trustees, hold stock 
and securities in a capacity other than 
that of a bona fide owner. 

5. The average number of copies of 
each issue of this publication sold or dis- 
tributed, through the mails or otherwise, 
to paid subscribers during the 12 months 
preceding the date shown above was 38,- 


LEONARD V. ROWLANDS 
Publisher and General Manager 
Sworn to and subscribed before me this 
13th day of September, 1960. 
James Miades 
My commission expires June 11, 1962. 





ANOTHER NEW 


MONEY -MAKER 
by Bridgeport 


Deluxe 
CUSHION GRIP 


No. 2705 


BLISTERPROOF — OIL 
& WATER RESISTANT 
NEOPRENE GRIP 
PERMANENTLY LOCKED 
INTO TOUGH 
AMBER HANDLES 


Get ready now for the big Christmas 
rush on this sensational new gift set! 
This Deluxe set includes one each of 
the four most populor types of top 
quality genuine Cushion Grip Screw- 
drivers. They feature highly polished 
alloy tool steel blades and blisterproof 
neoprene handles designed to give 
you that extra turning power and 
super comfortable grip. it's a perfect 
present for the man of the house at 
Christmas and other gift occasions. 

Packaged in a bright red gift box 
with gleaming gold platform and a 
“see through” acetate cover, this ex- 
citing matched set is furnished with 
a colorful cellophane Christmas ribbon 
wrap that may be removed to make 
the item appropriate all year round. 
An ideal gift for the home handy mon 
or professional craftsman who appre- 
ciates really fine tools. 

Order from your jobber today. Be 
sure to have enough on hand for 
Christmas. 


Set No. 2705 Includes 
One Each of the Following: 


2143—4” Mechanics’ 

2502—-4" Genvine Phillips Super 
Hard No. 2 pt. 

2243—6” Electricians’ 

2143—6” Mechanics’ 


List = 50 
PRICE Per Set 


FULLY GUARANTEED 


THE BRIDGEPORT HARDWARE MFG. CORP 


Bridgeport 5, Conn 
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Awarded 


{ertificate of Merit 


by 
, American Humane Association 


ie 
. ee TR 





Sell the trap that trappers want... 
the new, fast-action, body-gripping 


Victor Conibear 


Here’s the trap that can make more 
sales—and more profit—for you. 
This Certificate of Merit award 
tells why: 


“The American Humane As- 
sociation hereby cites the Ani- 
mal Trap Company of America 
for honored recognition in ad- 
vancing the principles of humani- 
tarianism by producing and 
marketing the Conibear Trap 
which alleviates cruelty and suf- 
fering in the trapping of 
muskrats.”’ 


Trappers want this thoroughly- 
proved, humane, body-gripping 
trap. It catches and kills animals 
quickly without suffering, without 
chance of fur loss because of wring- 
off, and without damage to valu- 
able pelts. 

Ruggedly built, the Victor Coni- 
bear can be set anywhere. Origin- 
ally designed for muskrat, the #110 
(above) works equally well for 
mink, opossum, skunk, weasel and 
similar size animals; the #330 
(below) was designed later for 
beaver and otter. 

Be sure you have a full stock of 
award-winning, profit-making 
Victor Conibears this season. Order 
from your wholesaler. 


ANIMAL TRAP COMPANY OF AMERICA 
Lititz, Pa. « Pascagoula, Miss. +» Niagara Falls, Ont. 
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Convention Calendar 





conventions 


shows 


conferences 

















Convention Check List 





For complete details about the conventions and shows listed below, see the 
alphabetical listing starting on p. 94, Oct. 6 issue. The next 
complete listing will be in Nov. 3 issue. 


October 


23 Wm. L. Blumberg Co., Inc., 

Christmas & Gift Show, Brook- 
lyn, N.Y. 

24to Cotter & Co., Semi-Annual 

Nov. 4 Convention, Fishing Tackle & 
Spring Goods Show, Chicago. 

25-26 M. S. Young & Co., Fall Mar- 
ket, Allentown, Pa. 

30to Hardwore Wholesalers, Inc., 

Nov. | Annual Convention ond Mer- 
chandise Show, Fort Wayne, 
Ind. 


November 


3-5 Montana Hardware & Imple- 
ment Assn., Billings, Mont. 
13-15 Mid-America Lawn, Garden & 
Outdoor Living Trade Show, 
Chicago. 

18-20 Retail Paint & Wallpaper Dis- 
tributors of America,  Inc., 
Trade Show, Atlantic City. 


January 
8-10 Hibbard, Spencer, Bartlett & 


Co. Annua! Convention of True 
Value, Auburn, Associated & 
Buh! Sons Dealers, Evanston, Ill. 

8-11 Weed & Co., Dealer Show, 
Buffalo, N. Y. 

15-17 Ace Hardware Corp., Annual 
Convention & Exhibit, Chicago. 

15-18 Pennsylvania & Atlantic Sea- 
board Hardware Assn., Phila- 
delphia. 

16-18 Minnesota Retail 
Assn., Minneapolis 

16-20 National Housewares Exhibit, 
Chicago. 

22-24 Albany Hardware &:lron Co., 
Dealer Show, Albany, N. Y. 

22-24 Intermountain Assn., of Hard- 
wore & Implement Dealers, Salt 
Lake City, Utah. 

22-24 Pacific Northwest Hardware & 
Implement Assn., Spokane, 
Wash. 

22-24 Texas Hardware & Implement 
Assn., Houston, Texas. 

23-25 United Hardware Distributing 
Co., Annual Stockholders’ Meet- 
ing & Merchandise Show, Min- 
neapolis. 

23-25 South Dakota Retail Hardware 
Assn., Sioux Falls, S. D. 

24-26 Mountain States, Hardware & 
Implement Assn., Denver, Colo. 

27-29 Oklahoma Hardware & Imple- 
ment Assn., Oklahoma City, 
Okla. 

27-30 Illinois Retail Hardware Assn.., 
Honolulu, Hawaii. 


Hardware 


29-30 
29-31 
29-31 
30-31 


Louisiona-Mississippi Retail 
Hardware Assn., Jackson, Miss. 
Indiana Retail Hardware Assn., 
Indianapolis. 

North Coast Retail Hardware 
Assn., Inc., Seattle, Wash. 
American Hardware Supply 
Co., Merchandise Fair, Pitts- 
burgh. 


February 


5-6 
5-6 
5-7 
5-8 
6-7 


7-9 


Nebraska Retail Hardware 
Assn., Lincoln, Nebr. 
Tennessee Retail Hardware 
Assn., Nashville, Tenn. 

Virginia Retail Hardware Assn.., 
Roanoke, Va. 

Ohio Hardware Assn., Cleve- 
land, Ohio. 

Wisconsin Retail] Hardware 
Assn., Milwaukee, Wis. 

C. Y. Schelly & Bros., Inc., An- 
nual Spring Show, Fairgrounds 
Allentown, Pa. 
Connecticut Hardware 
Hartford, Conn. 
Arkansas Retail Hardware 
Assn., Little Rock, Ark. 
Tri-State Hardware & Imple- 
ment Assn., Amarillo, Texas. 
Western States Hardwore- 
Housewares Show, San Fran- 
CISCO. 

Kentucky Retail 
Assn., Louisville, Ky. 
Michigan _ Retail 
Assn., Detroit. 

lowa Retail Hardware Assn. 
Des Moines, lowa. 

Our Own Hardware Co., Spring 
Convention, Minneapolis. 
Piedmont Hardware Co., Gen- 
eral Trade Show, Danville. Va. 
West Coast Hardware & 
Housewares Show, Los Angeles. 
New England Hoardwore Deoa'i- 
ers Assn., Boston. 
Western Retail 
Hardware Assn. 
Mo. 

Hordwore Assn. of the Caro- 
linas, Charlotte, N. C. 

West Virginia Hardware Assn. 
Huntington, W. Va. 

New York State Retail Hard 
wore Assn., Syracuse, N. Y. 


Assn.., 


Hardware 


Hardware 


Implement & 
Kansas City 


Central Jersey Wholesalers, 
Inc., Dealer Show Asbury Park, 
N. J. 

Alabama Retail Hardware 
Assn., Birmingham, Ala. 


For complete details about conventions and shows listed above see the Oct. 6 
issue of Hardware Aae. 











reap as ie 
COLVMBIAN © * this Christmas Wy 
LEVELS 


sell All-American gifts ¢ 


for All-American men! 
ears Seto ]* 


A Aluminum Levels 
4 vial...No. 4524 6 vial...No. 6524 
Rugged, top quality, die cast at real bargain prices. Solid set 
e catseye metallic-sealed vials protected on both sides by heavy 
FAN 
2 
oe 


<P glass lenses. Moisture proof. Individually packed. 
pret 


& - =x 
3 * “ 
*, — rs 
eee © mare - 
on ee oe ae 4 - . ~ c 


+ A No. 339 Aluminum Torpedo Level 
1 1" jaws. Also, availabl ; 
en eer ee metho Die cast aluminum. Streamlined, thin contour. 1 plumb, 1 
in 4” jaws (D44) and 5” jaws (D45) a ae" “ae : 
level, 1 45° vial. Bottom precision grooved for aligning pipe or 
” shafting. 9 x 1% x % in. wide (at widest point). Fits pockets. 


~ 
« 
S34" 
™ America’s finest workshop 
Jvise. Popular features like chan- 
~ nel steel beam, cold-rolled steel 
screw, replaceable heat-treated 
steel jaw faces, permanent pipe 
jaws ... make them sell easily 
and profitably. Finished in rich 
Columbian red. 
* 
dA 8 S38 ee 
Gyro-Vise No. 73% = © 
turns in complete circle - 





& 

Ideal for the hobbyist or home 
craftsman ‘‘who has everything.” 
Works in any position . . . at any 
angle. For carpentry, sanding, saw- 
ing, plumbing, tool sharpening... 
every home job. Columbian red. 


COIMMBIAN _| the world’s finest VISES and LEVELS are COLUMBIAN 


fo meet re) 
' 7, 
made in U.S.A. ...sold by wholesalers everywhere. your every need! 


THE COIUMBIAN VISE & MFG. CO. Cleveland 4, Ohio 
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Wardrobe of Gloves 
Display No. 9438 


@ Most Compact Complete 
Glove Department Yet — 63” 
high x 2214” wide 

@ Features 4 Nationally 
Advertised Brands 

@ Gives Your Customers a 
Choice Of Small, Medium and 
Large... 


Bluettes .. . $1.69 

Super Ebonettes .. . 98¢ 

Ebonettes ... 79¢ 

Nimble Fingers . . . 59¢ 
@ Can Be Hung on Wall 


Hands Te Your Age. Kewp Thom Young! 
Se 5 7 . 


% 2 





$51.42 


Your Profit 


Put Your Glove Department On A 
Profitable Basis . . . Order Today! 


Key indicators show favorable business. Retail 
sales remain high. Commodity prices hold firm 


Business activity during August 
continued at a favorable rate with 
little change from July. 

Sales in all retail stores during 
the month matched July sales, but 
were down from June’s level. How- 
ever, August sales were some $77 
million ahead of the same month a 
year ago. 

Hardware store sales at $255 mil- 
lion in July followed the usual sea- 
sonal drop from June, but were up 
$15 million from July 1959. For the 
first seven months this year, hard- 
ware sales are running $66 million 
ahead of the like period last year, 
and $39 million ahead of the same 
record months of 1956. 

Department store sales have 
shown no significant trend since the 
middle of 1959. Sales in early 
months of 1960 were above those 


of the like period a year before, 
and recently have been close to year 
ago totals. First eight month sales 
are up 2 percent from comparable 
period of 1959. 

Wholesale sales of all types 
dropped to $11.5 billion during 
July, less than in the previous 
month and the like month of 1959. 

Hardware wholesale sales in Au- 
gust were $206 million. Up $25 mil- 
lion from July, and $4 million from 
August 1959. 


Personal income at a $407.6 bil- 
lion annual rate in August inched 
upward slightly from July, but 
was well above the August 1959 
rate. Wage and salary payments 
remained unchanged from July, but 
were considerably higher than the 


year earlier rate. Farm income 


» Key business indicators at a glance 
These key business indicators give a quick picture of general busi- 
ness trends. This information is the latest available. Reference numbers 
in parentheses after each item tell what is the “latest month.” For 


example: (1) = August; (2) = July. 


® Retail Trade 


Hardware store sales (2) 
Department store sales (1) 

All retail store sales (1) 
Factory car sales (1) 
Consumer prices, all items (1). 


® Wholesale Trade 


Hardware wholesale sales (1) 
All wholesale sales (2) 
Wholesale prices, all items (1) 


® Industrial Supplies 


New order index (2) 


® General Barometers 


Total personal income (1) 
Wages & salaries (1) 
Farm income (1) 


LATEST MONTH 
MONTH AGO 


($ million) 255 271 


($ million) 
($ million) 
(units) 


. (47-49=100) 


($ million) 
($ billion) 


. (47-49= 100) 


(1948—100) 


($ billion) 
($ billion) 
($ billion) 


Industrial production (1)..(FRB index-57=—100) 


New construction put in place (1).. 


Residential construction (1) 


Consumer credit outstanding (2).. 


Electric power output (2) 
Business failures (1) 
Steel ingot output (1) 


.. ($ million) 
($ million) 
.. ($ million) 


(million kw.-hr) 


(% of cap’y) 


Steel prices (1)... (composite mill base-¢ per Ib) 


1,142 
18,127 
324,020 
126.6 


407.6 
275.1 
11.5 
107 
5,162 
2,004 
53,653 
70,694 
1,315 
54.2 
6.196 


971 
18,127 
421,355 
126.6 


407.3 
275.1 
12.0 
104 
5,140 
2,033 
53,497 
69,304 
1,146 
50.3 
6.196 


383.8 
258.6 
10.7 
103 
5,265 
2,151 
48,841 
65,562 
1,135 
11.5 
6.196 


SOURCE OF DATA: U. S. Commerce Dept. except Industrial Supplies and Machinery 
New Order Index by American Supply & Machinery Mfrs. Assn. Business failures by 
Dun & Bradstreet, Inc. Factory car sales by Automobile Mfrs. Assn. Steel ingot out- 
put by American Iron & Steel Institute. Steel prices by The Iron Age. 


The PIONEER Rubber Company 
108 Tiffin Road °* Willard, Ohio 
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dropped slightly from July, but was 
above August 1959. 

Industrial production held rela- 
tively steady, or expanded slightly, 
with the exception of steel and auto 
industries. Autos are off with the 
model changeovers and steel output 
remains at reduced levels. 


Make top profits with sensational new 
Magic WOODBLEND Putty Pencils 
—_— 


12 popular colors to 
match all wood 
finishes. 


Overall, durable goods production 
is now down 6 percent from the 
January peak, and _ non-durable 
manufacturing is 2 percent higher. 

The value of new construction 
put-in-place was higher again in 
August, but still trails year ago 
figures. The figures shown below 
for July and August are compiled 
by the Commerce Dept. on a new 
basis to reflect the revised, higher 
level of housing and included build- 
ing in Alaska and Hawaii. 

Consumers continue to draw upon 
available credit in support of their 
purchasing, but the pace has slack- 
ened. Consumers added $250 mil- 
lion to their installment debt in 
July, compared with $350 million 
in June and average monthiy in- 
creases of around $400 million in 
earlier months this year. 

Steel production in August was 
at 54.2 percent of capacity. This 
compares with 50.3 percent in July. 
Output in August 1959 was down 
to 11.5 percent of capacity because 
of the steel strike. 

Steel prices continue to hold firm, 
with any increase unlikely for the 
remainder of the year. At least 
until December 1, when the new 
wage contract goes into effect. 


Consumer Mailers 


New Wholesalers’ Aids 


for Dealers’ Use 


Christmas gift catalog 
has more than 200 items 


More than 200 items are fea- 
tured in this 40-page Christmas 
gift catalog now being offered to 
dealers by Interstate Hardware 
Merchandising, Inc., Cleveland, 
Ohio. 

The catalog is 7 x 10 in. wide, 
printed in red, blue and yellow. 

It contains gift suggestions for 
every member of the family— 
housewares, sporting goods, hand 

(Continued on page 151) 

















FREE color folders, national AS 
advertising, publicity help | 
you sell. 


Want tremendous repeat sales, 
top profits? Sensational new 
Woodblend Putty Pencils, on dis- 
play, sell themselves to wood- 
workers and home craftsmen. 
Everyone that works with wood 
needs a set to fill holes and rem- 
edy surface defects. 12 decorator 
colors to match any shade. Big 
ready-made demand created by 


national advertising and publicity. 


Write today for exciting profit 
story on Woodblend, Plastic Alu- 
minum, Tub ’n Tile Sealer, Magic 
Wood and 35 other best-sellers. 


14215 Caine Ave. « Cleveland 28, Ohio 
In Canada—Bernard Marks & Co. Ltd., Toronto, and A.J. H. MacDonald Ltd., Vancouver 


. G Magic Iron Cement Co., inc. 


+ Ny 


FREE permanent counter display 
attracts attention. Provides an 
extra salesman for less than 1 
square foot of space. = a-2957a 
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SELL THE LEADER... SELL THE 


= Se as 
: Bes S 


NEW|SANDVIK No. 15 BUCK SAW 


FOR ALL USES— 


HOME, 


FARM, FORESTS. 


Priced to meet the toughest 
competition. Available with 30” and 
36” exclusive, @) Patented Sandvik 


“Hard Point” Swedish Steel Blade—%” wide 


—Outlasts 3 ordinary blades. @ Jiffy- 


Tension Thumbscrew — Makes Blade changing a snap. 


- 
Sandi k STEEL INC. 
Saw & Tool Division 


1702 NEVINS ROAD, FAIR LAWN, NLU. 


THE WORLD'S GREATEST 


Want more facts? 


NAME IN BUCK SAWS 
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“WHY WE CARRY SUCH A BIG DISPLAY OF WEAR-EVER™ 


—AS REPORTED BY MR. LANCE DEER OF DEER & SON HARDWARE, FRANKLIN, INDIANA 


"We used to have a sign that said, "If you don't see what Sey 
you want, ask for it.’ We throw the sign away. We found we eA PU kn, 
made more sales when we showed our stock and let the as OF 
customers handle it. That's why we carry such a big display ~u 
of Wear-Ever. It's a popular line, broad enough to supply 
the needs: of most housewives, and it returns a good 

profit.” 


Ae, 
ae 


UTTTT Ti hae 


5 


e- 


(Signed and notarized) 


Why not put the most famous name in aluminum cookware to work for you? 
Nationally advertised for over 58 years, Wear-Ever’s complete line of fine big rs 
utensils and premium quality Hallite may well be your key to faster turnover 7 DLA “ 
—a more profitable department. Call your Wear-Ever supplier now, or write 
to: Wear-Ever Aluminum, Inc., Housewares Division, New Kensington, Pa. 


WEAR-EVER 


eo Wear-ever. aluminum inc. 
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New Wholesalers’ Aids 


(Continued ) 

















for gifts 
that endure 


and power tools and toys. 

A 300-piece in-store kit is also 
available. 

Member ffirms of _ Interstate 
Hardware Merchandising are 
Baker & Hamilton, San Francisco; 
Seattle Hardware Co., Seattle, 
Wash.; Townley Metal & Hard- 
ware Co., Kansas City; Union 
Hardware & Metal Co., Los An- 
geles; Geo. Worthington Co., 
Cleveland, Ohio, and Zork Hard- 
ware, El Paso, Tex. 


Liberty offers 16-page 
Christmas mailer-catalog 


A 16-page Christmas catalog is 
offered to hardware dealers by 
Liberty Distributors, Philadelphia. 

The gravure-type catalog con- 
tains about 100 brand name gift 


i om ‘ 


| j 
— 
Antique Copper 
PANTRYWARE 


PLASTIC 
SERVING; 
TRAY 


ont cate! (lamas oy a 
, sat ing Rat ree me. 


ll 


items, including tools, housewares Co., wholesaler at St. Petersburg, 
and sporting goods. Fla. 

Two coupon specials and nearly The fall broadside is part of the 
two dozen other specials are in- Clarke Siviter Co. “Dealer Selected 
cluded to spark traffic-building in- Sales Promotion Program.” The 
terest. program has grown by 200 percent 

A Christmas store display kit in since it was started almost four 
fluorescent red and green and con- years ago. The program includes, 
taining more than 400 pieces is also besides broadsides, a complete store 
available for approximately $5.95. engineering and merchandising ser- 

vice and a complete store fixture 


a mn program. 
Sun-Sational” is theme The 60 items generally included 


for fall broadside in consumer mailers issued each 


“Sun-Sational” is the theme of spring and fall are selected by the 
the fall broadside of Clarke Siviter retail hardware members of the 








A REAL SALESMAKER 
ieee =§=NEW INDESTRO 
3-Set 
- Counter Merchandiser 





———— 


~ Set it up at heavy 
traffic locations and 
watch your tool 
sales jump! 





\ Free Display and 
Gift Cards with Each Set 


This versatile self-merchandiser is made 

in eye-stopping colors—red, green, 

black. It is compact—only 16” wide by 

14” high—and can be set up in sec- 
Creates Impulse Sales! onds. Features gift appeal—and is sup- 
Here is a year ‘round merchandiser that plied with attractive free Gift Cards. 
can be set up instantly—even away 


from tool department— wherever there Features 3 Top-Selling Sets 


is heavy traffic. It stimulates impulse ba 
buying of tools as gifts for Birth- mettonin advertising, guaranteed 
days, Anniversaries, Fathers’ Day and INDESTRO quality, and competitive 
Christmas. pricing assure universal appeal and ac- 
| ceptance. Each chrome alloy set was 
Write for complete specifications and carefully selected in a popular drive 
prices on No. 5214 Merchandiser. size—'4", %” and 42” Square Drive. 


' of 
TRO [2 
NEW Leia Vonall-11 Icimelel-1-1e]-7 Gale)” ae 


2649 N. Kildare Avenue e¢ Chicago 39, Illinois 
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STARRING today in the 


nation’s 
iomes'! 


most interesting 
| Molel mm aales-) am olachitesieli= 
cabinet hardwa 


} 


re line! 


STAR'S 


FAST SELLING 


merical 


Handsome steel and die-cast 
beautifully finished in Chrome, Black, 
Polished Brass, Polished Copper, 
Nickel or Prime Coat. 


SWEPT-WING 
HINGE 

#519 

Fiush Type 

#516 
Semi-Concealed 


Type in 4". 1A", 


#518 
Offset Type in %" 


DRAWER SLIDES 


#652 
All-stee! 
sturdy drawer 
slide, mounted 
under drawer 
in center with 
only four nails 


ieces 


(not avail- 
able in nickel) 


SEMI- 
CONCEALED 
HINGE 


416 

or overlaid 
doors up to 34" 
thick 








ALWAY MAGNET 
CATCH 


#232 

Only catch in its 
price class that can 
be used on lipped, 
flush or overlay 
doors (Aluminum 
only) 


Ask for complete 
catalog & price 
list TODAY. At- 
a. — 
Birch Pla i Pah 

11'/,' ‘x15!/2' yl 

to display 
mounted sam- 
ples available 

upon request 


STA ie eee 


1,20 Butler street 


Sold through wholesalers only 
Want more facts? Circle 203, p. 105 
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| tribution 
_ there is only one function that man- 
| ufacturers, 
'tailers can offer the consumer that 


(Continued) | 


company’s Better Value Sales Pro- | 


motion Advisory Council Board. 


| 


; 
| 


“The members of the Better. 


Value Council Board govern their 


decisions by a pledge ‘To contribute | 
the most genuine, unbiased and con- | 
structive opinions relative to the | 


selection of items to be featured in 
a consumer broadside that will ul- 
timately increase store traffic and 


sales for participating retail hard- | 


ware stores throughout Central 


Florida,’ ”’ the Clarke Siviter people | 


point out. 


“In turn, the company pledges | 





SUNSHINE HARDWARE 














hardware distributor in cooperat- | 
ing with its many dealers partici- | 
_pating in the program. On account | 


of the mass production and dis- 
system now in effect, 
wholesalers, and re- 
will increase sales: Service.”’ 
Members of the fall Advisory 
Council Board were Charles Grind- 


staff, Dover Shores Hardware & 
| Paint, Orlando; S. H. Counts, Hills 
| Colonial Hardware, Orlando; D. J. 
_ Henry, Henry’s Gateway Hardware, 
| Winter Park; 
'Lang Hardware, Castleberry; Max | 
| Samuely, 
| Daytona Beach. 


Mrs. Alice Lang, 


Peninsula Hardware. 
The 


“Sun-Sational” fall broad- 


'side is a 4-page tabloid, printed 


| its many services as a wholesale | 








Didn't Surprise Us! 


A 
Rousing 
Big Hit 
at the 

N. Y. 
Show 





@ 


Day-Glo Sign 


LAWN STAKE 


Gives you 2 sales instead of 1 when you sel! Day- 
Glo “FOR SALE.” “FOR RENT,” “0 TRES- 
PASSING,” etc., signs. Ideal for housewives—simply 
insert sign in slots on stake, push aluminum pointed 
stake in ground. A complete sign erection job with- 
out fasteners of any kind. Ends nuisance of hammer 
and nail hunting, sawed off broom sticks, etc. Won't 
rust, tarnish, discolor. When customers buy Day-Glo 
signs, sell "em Hy-Ko Aluminum Lawn Stakes, too— 
make 2 sales instead of 1. Stakes retail, ea. 39¢. 














Order from your jobber 


HY-KO PRODUCTS CO. 


6813 Wade Park Ave., Cleveland 3, Ohio 








Want more facts? Circle 204, p. 105 
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displays 

boost 

Sales... 

speed 

turnover 7 -eie,x-"e" 


18 new displays feature 152 
Vichek tools listed as essential in 
the NRHA Turnover Handbook. 

Grouped together these form 
the world’s finest and most com- 
plete hardware tool display. Or, 
they may be used singly, or in 
combinations, to meet individual 
store needs. Ask your wholesaler 
today for Vichek profit facts! 


k Turnover 
Hammers, Chisels, Punches, Screw 
Drivers, Pliers, Adjustable 
Wrenches, Socket ne 


Vichek Tool Co. 


Cleveland 4, Ohio 
Want more facts? Circle 205, p. 105 





a 


HOl 10 display 














STOCK DEWALT. 


SHOW DeWALT... 


SELL DeWALT! 


... the power tool most customers ask for 


NEW! SELLS 
FOR ONLY 
$199 


OPENS NEW 
MARKETS 
FOR YOU 


Only the new DEWALT 925-E gives 
you all these sales-closing features: 


Totally-enclosed, custom-built direct drive 
motor * Motor delivers over 1.8 H.P. at the 
cutting spindles * Dual arbor motor shaft 
permits use of low-cost, right-hand tools ° 
Safety cam-type key switch starts and stops 
motor * Big-capacity 9° saw cuts 214" deep, 
rips 24” wide * Cut-tested at factory to as- 


BEST SALES 
LEADER 
EVER 


BIG STORE 
TRAFFIC 
BUILDER 


sure accuracy * Full one-year warranty on 
machine and motor * True DeWalt quality 
built in. 


Be the first to offer this exciting, low-priced 
model! It has features still not available on 
other makes selling for 25% more. . . is the 
biggest bargain you can show and sell! Stock 
now! Direct factory franchises still available. 
Write: DeWalt, Inc., Dept. HA-610, Lan- 


caster, Pa. 


Want more facts? Circle 206, p. 105 
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SEND FOR CATALOG 
AND JOBBER’S NAME & 


NAME 





TITLE 





COMPANY 





STREET 





CITY/STATE 





PROFIT 


UTILITY 


Every gleaming red vise in the big 
Simplex line has extra sales fea- 
tures your customers can see. 
Heavy steel slide protects screw. 
Replaceable nut and hardened 
steel pipe jaws are bonuses. 
Liberal discounts and merchan- 
dising aids build profits. 


| Desmond | 
| Simplex | 
The Desmond-Stephan Mfg. Co. i 
Urbana, Ohio 
er SE SR KREG Prior 


Want more facts? Circle 207, p. 105 
154 © HARDWARE AGE, October 20, 1960 











| than 200 dealers. 


2 





back and front in two-colors, in- | 


side pages in black. 
Merchandise featured 


garden, hand tools, labeled “Mer- 
chandise for Florida Living.” 


A 200-piece store trim kit is in- | 
| cluded with the broadside promo- 


tion. 





| A wholesaler's promotion material to 
| aid dealers increase sales is checked 
| by Robert V. Eld, 
| sales promotion, Clarke Siviter Co., 
| and William F. Davenport, manager 
| of Greater St. Petersburg Chamber 
| of Commerce. 


right, manager 


Wholesalers’ teamwork 
is benefit to dealers 


Two dealer - owned wholesale 
hardware firms, Western Hardware 
Co. Phoenix, Ariz., and Southwest 
Hardware Co., Santa Fe Springs, 
Calif., are sponsoring a fall sale 
consumer circular for their dealers. 
This is the first time that the 
firms used this type of promotion. 
All merchandise in the 4-page, 


| newspaper size circular was selected 
and priced by a committee of seven 


retailers, together with the mer- 
chandise and sales promotion de- 
partments of both firms. 

The sponsors report that an early 


| test of the circular produced the 
biggest single-day volume ever got- 


ten at the test store. 
Western Hardware and South- 


|west Hardware are also preparing 
their more | 


a Christmas book for 


——___—_—_ —____ 


Farwell starts service 
to aid dealer profits 


Another service has been started | 


by Farwell, Ozmun, Kirk & Co., St. 
Paul wholesaler, 
make more sales and profits. 


“It is one more step taken to | 


includes | 
housewares, power tools, lawn and 





to aid dealers | 


oe 
This ONE bit 


bores both holes 








CONN. VALLEY 
E-X-P-A-N-S-I-V-E BITS 


Showing sizes of holes bored by #1 Bit, which 
comes with two cutters with a range of 7” to 
3” diam. For #2 Bit the two cutters bore from 
14” to 144”. Extra cutters available to 6” diam. 
Bits in visual boxes for open counter selling. 

The Connecticut Valley Mfg. Co. 

Centerbrook 7, Connecticut 
Want more facts? Circle 208, p. 105 





NONEY 
MAKER 


This colorful, easeled Display-card 
is your salesman and stockboy. It 
does the work—creates the impulse 
purchase. You just ring up the sale. 


Lock-©- phoneg 


Wan lowers phone bills 


preventing acas'toriced calls 





- 


FITS BLL Peonts 
POSITIVE SECURITY 


This act Peeer ’ 
e OFFICE Plant, emt 


5 a 


evar pees! rf 


: x xo 
Phi | 
Today — install one of these profit 
makers. These $1.00 “security disc 
tumbler” telephone locks sell on 
sight. It’s a high turnover, high 
profit item. Fits all types of tele- 
phone dials. 





Contact your favorite jobber or 


carter industries 


70 McLean Avenue, Yonkers, N.Y. 
Want more facts? Circle 209, p. 105 





It's time to be 


STOCKING UP 


for more Merry Christmas Sales 


OTF lilt mallets | aoe ig 2 | 


with Qe NEiayN Se 


HOME and HOSTESS 
ACCESSORIES 





TRAY TABLE SETS SELIM . ¥ Here’s the popular 
with the exclusive tapered look TN rcs < ih bt style-wise line to 
Decorative fiber glass or Se ae Pa, 
metal tray tops; brass, bronze ye aN sean 
or black frames, with Space- SAV EAR 3 | entertaining and smart 
Saver racks.* 5-pc. King- Qi, SEES eis sh-emnenl 
Size and Queen-Size sets. . Sitt-appea 
ee PLAS-TEX ICE BUCKET and a I 
1295 to $299 Deluxe PITCHER COMBINATION ee lis is the season 


Retail Fair Trade Price < } aes 
Promotion Special, PT-103 - when your customers loo 
4 available thru December only 


promote for holiday 





| for values ...it’s your 
Sw Two gifts in one, each in its own gift 
"JA box. Handsome textured polyethy- 
: 4 I 
SG, lene ice bucket, pitcher, matching f them with Cal-Dak  Plas-Tex 
gold trim and knobs. ’ 

Reg. retail value... $1293 

Special...both for $1093 ad and keep well-stocked 


...on all these timely, top- 


opportunity to please 


quality. Stock up now... 





selling items. Remember 
CAL-DAK can fill your 


orders promptly throughout 


OS 


Change-About | 
HIGH CHAIR ~ 


the entire Christmas season 
... with distributors in all 


areas to serve you 


Pediatric contoured, It's a beauty and 
molded, one-piece fiber extra big, with non-warp poly- 
glass seat in Turquoise, ethylene cutting board in the door. 
Persimmon, Cocoa or item No. 710 Retcit, $995 
Goldenrod, bronze-tone 
metal frame. Removable 
extension legs, tray, foot- COOKIE JAR 
rest make 4 chairs for Large family size, 12” 
from infancy to 8 years. high, hand-decorated 4-Pc. CANISTER SET 
Item No. 950 $1995 “Little Chef” knob. Boil- Bonus sizes for 7 Ibs. 
Retail Fair Trade Price proof, dishwasher-safe _ flour, 6 lbs. sugar, 1% 
2 Marlex® body.Gift-boxed. Ibs. coffee, % Ibs. tea. 
* Item No. 722 Retail. $298  Tight-fitting lids, un- 
‘,) breakable Marlex® bodies. 


a ae’ Gift-boxed. ttem No. 720 
Ren * Patented U.S. Patent No. 2,919,809 


immediately. 


Retail .. $598 
Design Patent No. 188,195 


PLAS TEX Manufacturers of Work-Saving Ouality Housewares " 
FACTORIES: LANCASTER, PA. + _ITTLE ROCK, ARK. + COLTON, CALIF. * LOS ANGELES, CALIF. 
Want more facts? Circle 210, p. 105 
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New Wholesalers’ Aids 
(Continued ) 





make the independent retailer 
stronger and fully competitive,” the 
company points out. 

The first of this new service is 
a Holidays Idea Bulletin. Similar 


bulletins on other topics will be 
issued in the future. 

“The Holidays Idea Bulletin is 
devoted to display, promotion, and 
planning for the big, final quarter 


99 


of your retail business,” the an- 
nouncement to dealers states. “All 
ideas contained in these pages can 
be easily adapted to your particu- 
lar local requirements.” 

This bulletin contains a Christ- 
mas weekly planning schedule, toy 
merchandising ideas, window dis- 
play ideas, island displays, correct 
use of feature bins. 

A listing of display materials in 
plastic and paper that are avail- 
able is included with the bulletin. 
Dealers can select their decorative 
materials and place orders with 





Le 


Kennedy Kits 


and Tackle Boxes 


... the quality line that satisfies 
the most thoughtful Santa Claus 


Now’s the time to display your very best tool and tackle boxes... 


the universally accepted Kennedy line 


... the quality kits that every 


knowing fisherman or tool user would love to own. There is a difference 
and Kennedy is ‘preferred.’ Make a sizeable profit capitalizing on 
the Santa Claus season by featuring a good display of the tool and 
tackle boxes gift givers would be proud to give. 


Check your stock now. Make sure you have plenty of these superb 
tool kits and tackle boxes at the time when they sell best. 


Christmas ptofits and Kennedy Kits naturally go together 








DEPT. 113, VAN WERT, OHIO 


Kenned MANUFACTURING CO. 


KM 19 


Want more facts? Circle 211, p. 105 
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Howard Nepple at the company’s 
model store. 

Bulletins are to be issued in the 
future. Subjects being considered 
are how to advertise, personne] 
training, hot display tips, basic 
stock and Turnover Handbook, how 
to hold store meetings, anniversary 
and grand opening sales plans. 


Promotions 


Manufacturers’ New 
Merchandising Plans 














Router & bit set leads 
Porter-Cable tool offer 

Porter-Cable Machine Co.’s Pack- 
age of Power campaign is beamed 
at the home craftsman. 

Leading the promotion is a router 
and 13-piece bit set at an introduc- 
tory price of $54.95. The router 
also serves as a power source for a 
finishing sander, scroll saw, power 
plane and shaper table. 

A portable electric hand saw, 
regularly $54.95, is offered at 
$49.95. And a 10-piece saw kit with 
carrying case is available at $54.95. 

A saving of $7.55 can be had on 
a belt sander with 10-piece finish- 
ing kit valued at $67.50. 

Other items include the Porter- 
Cable 6% in. saw, $39.95; 6 in. 
bench grinder, $39.95, finishing 
sander with 30-piece assortment of 
sandpaper, $34.95, and a quarter- 
inch drill, $19.95. 


Butcher Polish contest 
worth $50,000 in prizes 


A $50,000 contest for consumers 
and dealers has been announced by 
the Butcher Polish Co., Malden, 
Mass. 

Through members of its Ap- 
proved Dealer Association, Butcher 
will award 1000 Regina electric 
polishers to consumers who best tel! 
why they like Butcher’s Green 
Stripe Self-Polishing Wax. 

Dealers whose customers win 
polishers will be given a case of 
Butcher’s paste wax. 

Contest entry blanks and all nec- 
essary promotional pieces are of- 





WHO'S GUILTY ? If you’re talking about buying B&D Tools, they all 


are. Even little old Mrs. Brown popped for a %” drill when her favorite 


srandson graduated. Gift-giver, thumb-smasher, craftsman, professional, 
the B&D Line’s so L-O-N-G it covers them all, gives you more opportunities 


for sales in all price ranges. Completeness of line and diversity of customers 


are two more things that make Bla CL ke g Decker: 


—best known tool brand in the land 
Want more facts? Circle 212, p. 105 
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Hf you dont land em...you cant FRY ern! | 


Be Sure With 
NORLUND 
Landing Devices 


LION® Gaffs 3 sizes: No. 1 for 
muskie-size fish; No. 2 for medium- 
size game fish; No. 3 for frogs; 
positive spring action is instan- 
taneous on contact with the fish. 
36” ash handle is optional at 50c 
extra. Retail about $3.25 (No. 1) 
and $3.00 (others). 


3” 
See your sporting goods or hardware & Re 
dealer. if your dealer can’t supply you, 
order direct. Above prices are ppd. U.S.A. 


lesson ten 


HAN-D-GAF® Light (6 0z.), Rust- 
less (aluminum), and GUARANTEED. 
Flips open with wrist action for 
instant readiness; hand-powered rust. Hook is sharp 
closing for accurate control; fits 
tackle box, hip pocket and large 
shirt pocket (6” x 41”). Retail 
about $3.25. 


HOOK Gaff 34” deep, 
3” wide, 5/16” steel rod 
—zinc plated to prevent 


pointed and barbless. 
36” ash handle is op- 
tional. Retail about 
$3.00. 


Div. of 

Mann Edge 
Tool Company 
Lewistown I 
Pennsylvania 


Want more facts? Cirete 213, Pp. 105 





cu << Gener 


‘INVENTORY- lis 


**INVENTORY- 

ITIS" is what we 
cell that over-stocked, left-over-unsold condi- 
t'on that plagues so many retailers who have 
to buy in dozen, gross or cwt. lots. The beau- 
tiful STANFORDWARE line of planters, ash 
trays, decorative pieces, bowls, and figurines 
can be handled much more easily, with less 
headaches and more profit due to quick turn- 
over. 


MORE PROFIT Thru 
‘‘MINIMUM-INVENTORY” 


You buy as few as 2 or 3 pieces each of a 
larger variety of different items, sizes and 
colors — of your choice of course. Then as 
you sell them a phone call weekly (or more 
often if needed) to your nearby “in-stock'' 
Franchise Distributor will get you fast replace- 
ment. You have less risk, less capital tied 
up, no freight or breakage charges. It will 
pay you to get the facts. Write today for 
full color Catalog, free. 


STANFORD 


POTTERY INCORPORATED 
Creative Manufacturing Potters 


Dept. A SEBRING, OHIO 


Want more facts? Circle 214, p. 105 
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PROVED BY THOUSANDS 
TO INCREASE: 

© IMPULSE BUYING 

e SELF-SERVICE 

e RELATED ITEM SALES 
SELL MORE—SELL FASTER—SELL EASIER 

. all with the amazingly LOW-PRICED, HIGH- 
QUALITY. FLEXO-SPACE. Self-Service makes 
it easier for your customers to buy. 
a pa ~ \pomee —— ALL AROUND the 
entire island s BLIND SPOTS! Use 
in att departments 
Write today for full details 
make your es soar at an 
with FLEXO-fPACE. 
i re a 
FREE ALL NEW 50-PAGE 
WHOLESALE DISCOUNT CATALOG 


were: ADD SALES CO. 
824 YORK STREET 
MANITOWOC, WISCONSIN 
Want more facts? Circie 215, p. 105 
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Bt A. low cost 


Manufacturers’ Promotions 











(Continued ) 


fered with purchase of the special 
Contest Pack Plan. The contest 
ends Dec. 1. 


Corning Glass Works 
offers oval Pyrex dish 


The Pyrex Ware Oval Baking and 
Serving Dish, regularly retailing 
for 98¢ will be reduced to 88¢ from 
Nov. 1 to 30, announces Corning 
Glass Works. 

Six 14% qt dishes are packed to a 
carton. Each carton can be used 
as a display piece, and a full color 
poster is given with each five-case 
order. 

Each dish will have a_ special 
price tab that can be easily removed 
when the month-long special ends. 


More small businesses 
receive SBA loans 


A total of 484 small business 
loans were made during August by 
the Small Business Administration. 

On a cumulative basis, 20,943 
business loans have been made 
since the beginning of SBA’s finan- 
cial assistance program in 1953. 

The SBA report on business loans 
approved during August, release 
No. 688, includes three to hard- 
ware dealers: 

A dealer in California with one 
employee, $5000. 

A dealer in Florida with one em- 
ployee, $18,000. 

A dealer in West Virginia with 
two employees, $21,500. 


Profit Planning Guide 
available from SBA 


You can get a step-by-step ap- 
proach to future profit possibilities 
based on planning and control in a 
new booklet released by the Small 
Business Administration. 

Three basic guides to profit plan- 
ning and control are outlined in 
the booklet: (1) The break-even 
point; (2) the level of gross profit, 
and (3) the rate of return on in- 
vestments. 

The 52-page booklet can be pur- 
chased from the Government Print- 
ing Office, Washington 25, D. C., 
for 25¢ per copy. 





products that carry the most important 


name in gracious living... 


What other name gives so much pres- 
tige to the products it identifies? To 
millions of Americans, the Duncan 
Hines name is synonymous with the 
best...in dining, lodging, vacation 
resorts. 

All Duncan Hines products for the 
home carry this same built-in prestige. 


They are as appealing to your cus- 
tomers at the point of purchase as the 
Duncan Hines “recommended” places 
are to discriminating travelers. 

Share in the advantages of carrying 
this famous symbol of gracious living 
by letting the Duncan Hines products 
go to work for you! 


DIUMCAMN 


HINES-PARK FOODS, INC. 408 E.STATE ST., ITHACA, N.Y. 


Want more facts? Circle 216, p. 105 
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a Aumiditiers 


Pllanesonakt 


COOL-VAPOR (NO HEAT) 


PO IDIFIER ee 


44 


PIONEER LINE 
A iwi “Vinylite” KUSMION- KOATEC 
KITCHEN A105 WIRE 4nae@eia, AIDS 


Space Saver “ORGANIZER” 


FOR POT LIDS FOR CLEANING AIDS 


e, 
>, finest on the market! 
BENEFICIAL—Creates healthful atmosphere 
by automatically raising relative humidity 
to comfort level — eliminates “dry air” 
damage to furniture and woodwork 
PRACTICAL—Fill at faucet— 2-gal. capacity 
—vaporizes 12 to 16 oz. per hr., place where 
needed—runs hours without attention 
and profitable—l\arge margin, low price and 
huge potential (over 30,000,000 prospec- 
tive users!) make this the most exciting 
new appliance on the market. Nationally 
advertised. 
Make over 42% profit on each unit 
with special introductory deal—1 FREE with 11! 
. ask your wholesaler! | 
HANKSCRAFT COMPANY, Reedsburg, Wisconsin | 
Stock the complete line of famous Hankscraft Vaporizers — $4.95 to $9.95 | 


Want more facts? Circle 217, p. 105 


Easily fastened to inside of Kitchen Kabinet Door or Wall. 

Keeps all pot lids together and orderly. Holds pie tins too. 

May be used as a basket for storing paper bags, etc. 

Keeps handy all Cleaning aids—powders, detergents, sponge, etc, 
Kushion Koating. Won't chip, rust, peel, or become sticky. 


Color available—white. 


Retail Price—$1.59 each 
Send for complete Catalogue today or contact our local representative. 


ARTWIRE CREATIONS ING. surrey x 


Want more facts? Circle 218, p. 105 
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Dad's GET 


for Christmas... 


At A SPECIAL PRICE! 


. List $2.75 
cron SODAS 


CHRISTMAS... 


Parker dresses up this famous 10 piece Wood 
Boring Drill Set, for all %4” electric drills, with 
a big, pressure applied, Christmas decora- 
tion. Seal strips off cleanly and in a jiffy, 
so that you can put sets back in regular stock 
after the holidays. 


®@ Look at the boring range! From %” to 1%” 

© 8 different bits: 4%", %”, 2", %”, %”", 7%", 1", 
A". 
Faster, cleaner, truer boring of wood, plastics 
panelboard, plaster and compositions. 


Hardened tool steel bits take and hold a keen 
edge. 


Clearview plastic case serves as a moisture 
resistant tool box. 


Tell-all display card hangs up or stands up — 
ideal for self-service. 


Parker’ MANUFACTURING CO. 


WORCESTER 1, MASS., VU. 38..A. 


Want more facts? Circle 219, p. 105 
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HARDWARE AGE 


IQ Yoo 


MILTON S. MEYER re- 

tired Sept. 1 after 54 years 

in the hardware and 

housewares business. Mr. 

Meyer started in the busi- 

ness in May 1906 as a 

stock clerk for M. Seller 

Co., Portland, Ore. His 

starting salary was $30 a 

month. In 1910, he was 

promoted to assistant buy- 

er and in 1913 to buyer. 

In 1928, Mr. Meyer became 

sales manager of the 

Seller firm. He held this position until 1955 when 
he transferred to Baker & Hamilton, wholesaler 
at San Francisco, as merchandise manager of 
housewares, china and glass. Mr. Meyer has been 
a member of the San Francisco Rotary Club for 
62 years and the Portland Rotary Club for seven 
years. Mr. Meyer’s hobby is “nothing but hard 
work.” 


GEORGE B. MUELLER 
completes 50 years in the 
hardware business this 
year. Mr. Mueller began 
his career in 1910 as a 
stock room employee with 
Farwell, Ozmun, Kirk & 
Co., wholesaler at St. Paul, 
Minn. During the next 
seven years he worked in 
a number of departments, 
and in 1917 was promoted 
to traveling salesman. Mr. 
Mueller held this position 
until 1924 when he and a partner purchased what 
was then the Battles Hardware store in Bemidji, 
Minn. The store’s name was changed to Beltrami 
Hardware, and the partnership continued until 
Jan. 1, 1960, when the business was purchased by 
Mr. Mueller’s son, Jack Mueller. Mr. Mueller now 
helps his son in operating the store. Mr. Mueller 
is a director of the Minnesota Retail Hardware 
Assn. He is president of Bemidji Lutheran Hos- 
pital, a member of the board of directors of North- 
ern National Bank of Bemidji, and a member of 
the First Lutheran Church. 





Cost Down, 


Campbell-Hausfeld 


PRESSURE 
PAL 


Portable 
Paint Sprayer 


Ideal for the home workshop, this trouble-free 
unit includes matched spray gun, compressor 
and a 15’ hose (motor optional). Displaces 2.98 
CFM ... smooth delivery at 1.6 CFM at 35 Psi. 
Write for literature today! 
The Campbell-Hausfeld Co., 215V Railroad Ave., Harrison, Ohio 


OF. 8 ad 3) PS OL) 
Want more facts? | Circle 220, p. 105 











Changes New products and new 


trade names are constantly being added to the 
listings for the next Directory Number of HARD- 
WARE AGE ©° Therefore, if you do not find in the 
current issue of the Directory Number the prod- 
uct you are interested in, write to the “Who 


Makes It” Editor. 
He'll be glad . HARDWARE AGE 


Chestnut & 56th Sts. 


serve you. ’ 
Philadelphia 39, Pa. 











——_—$———___ __ __ 


TAD <A As “LINE j euecterry 


FROM 6 INCHES 
TO 10 FEETLONG _ Tap-A-Line — 
tts ‘we mounted on or 
gt behind work benches, 
, ; in the lab, on test tables, 
in lamp or appliance stores — 
provides multiple taps from a single 
power source. Safe — concealed conductors — 
tight positive contacts — easy to install in any position. 
Sold by Electrical, Electronic and 
Hardware Jobbers and Dealers 1/7; | 


Tap-A-Line Mfg. Co. ” : 
P.O. Box 563 { @@- 
wept 





Pompano Beach; Fla. 


Want more facts? Circle 221, p. 105 
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“METAL and Laanewens © STOVE MATS 


Top sellers all year round 
Builds Shem and profits 

Variety of styles and colors 

Full range of sizes 

Every price category 

Accessory items for extra sales 

Finest quality construction 

| Merchandising aids 
‘af isk your jobber for the details. 


Bf Bollowoff METAL PRODUCTS CO. 


2490 Lee Bivd., P O Box 3573, Cleveland 18, Ohio 


Want more facts? Circle 222, p. 105 
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News About Dealers: It’s “One Big Tzam;”’ 





As Many Hands Join in Brown’s Opening 


“It takes a lot of work and a lot of cooperation to open a new 
store, says dealer E. M. Brown of his new Brown Hardware & Gar- 
den Center, Shillington, Pa. The store opened Sept. 15, replacing a 


former grain and feed business. 


The “team"™ members, shown on 


opening day, are (from left): E. Michael Brown Jr., Mrs. E. M. 
Brown, Dave Ralston, sales manager of E. K. Tryon Co., Philadelphia 
wholesaler who stocked the store; Peter Brown, J. Wayne Tisdale, 


managing director of PASCHA; 


and proprietor E. M. Brown. A 


visit by "Miss Pennsylvania,” plenty of door prizes, and “more 
business thon we'd hoped for" sparked opening day. 


Livermore, Calif. — Turn- 
ER’S HARDWARE has finished 
remodeling the former J. C. 
Penney store building it pur- 
chased and has moved in. 
Oliver Laws, former man- 
ager of Turner’s Oakdale 
store, is manager. 


New Iberia, La. — Voor- 
HIES HARDWARE & MARINE 
has opened a branch store 
one block from the Center 
Street Shopping Center. The 
headquarters store is on 
Main St. A complete marine 
department, which stocks 
everything from boats to life 
preservers, is a feature at 


the new store. Besides a full 
hardware line, Voorhies of- 
fers housewares as one of its 
most extensive departments. 
Robert Voorhies is the man- 
ager. 


Mansfield, Mass. — Gerard 
Quintin has purchased W. C. 
FULLER Co., INC., from the 
Fuller corporation which op- 
erates a frozen food service. 
Mr. Quintin, a former clerk 
in the hardware store, plans 
to expand lines, introduce de- 
livery service and retain all 
personnel of the 85-year-old 
store. 

(Continued on page 164) 





Haw Hardware Holds 
Second "Sellarama™ 


More than 500 hardware 
dealers from southern Iowa, 
northern Missouri and west- 
ern Illinois traveled to the 
Ottumwa Coliseum in late 
September. The attraction 
was the second annual “Sell- 
arama” held by Haw Hard- 
ware Co., Ottumwa, Iowa, 
wholesaler. 

Seventy manufacturers 
showed their wares and 
dealers shopped the show 
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thoroughly. Christmas and 
fall buying was brisk, ac- 
cording to R. A. Haw, presi- 
dent of the 96-year old firm. 
Bookings were also heavy 
for spring merchandise. 

The flocks of busy dealers 
were served lunch and din- 
ner on both days of the an- 
nual event. 

One of the high points for 
Haw Hardware was a ban- 
quet given at Ottumwa 
Country Club for exhibitors 
and Haw personnel. 


20, 1960 


Two Salesmen Added To 
Bostwick-Braun Staff 


Bostwick-Braun Co., whole- 
saler in Toledo, Ohio, an- 
nounces the addition of 
Francis Byers and Gerald 
Garber to its sales staff. 

Mr. Byers will handle a 
general line of merchandise 
in western Ohio, centering in 
the Celina-St. Marys area. 
Mr. Garber, formerly with 
Michigan Tackle Supply Co., 
Muskegon, will handle Mich- 
igan sales of specialty sport- 
ing goods. 


J. H. Williams Expands 
Into Home Tool Field 


J. H. Williams & Co., Buf- 
falo, N. Y., industrial tool 
maker, has formed a new 
company to produce tools for 
the home servicing market. 

According to Jack C. Malu- 
gen, president of J. H. Wil- 
liams, the new company, 
called Vulcan Tool Co., will 
have its own management, 
sales and operating person- 
nel. 

Mr. Malugen has taken on 
the additional responsibili- 
ties as president of Vulcan 
while continuing with J. H. 
Williams. John J. Hope has 
been appointed general man- 
ager of Vulcan. 

Like Williams, Vulcan will 
be a division of United- 
Greenfield Corp., Chicago. 
The new firm expects to be in 
operation within six months 
in a plant near the Williams 
Building. 


1961 Hardware Show 
Will be in Chicago 


The National Hardware 
Show will be held in Chicago 
in 1961, according to an an- 
nouncement by Frank M. 
Yeager, managing director. 

Chicago’s new $35,000,- 
000 Exposition Center will 
house the 1961 National 
Hardware Show, which has 


not been held in Chicago 
since 1955. Dates: Oct. 2-6. 

Complete information 
about next year’s show can 
be obtained by writing: Na- 
tional Hardware Show, 331 
Madison Ave., New York 
SU, Ws Es 


Sale of Union Hardware 
is Being Considered 


Discussions have been un- 
derway for several weeks 
for the sale of Union Hard- 
ware & Metal Co., Los An- 
geles wholesaler, between 
some principal stockholders 
and John Morehart, West 
Coast financier. 

A sales transaction had 
not been disclosed, at press 
time. Meanwhile, Union 
Hardware is continuing bus- 
iness as usual, buying mer- 
chandise and filling custom- 
ers’ orders. 

Some stockholders, it is re- 
ported, want to sell their 
shares, to reinvest in other 
industries. 

Some principal stockhold- 
ers have put their shares in 
escrow while negotiations 
have been going on. Mr. 
Morehart is_ reported to 
have offered $200 per share. 

Union Hardware was es- 
tablished in 1880. The com- 
pany is valued at around $10 
million. 


Franklin Elects Board, 
Officers For 1960-61 


Franklin Hardware & Sup- 
ply Co., dealer-owned whole- 
saler of Warrington, Pa., 
elected officers and a new 
board of directors at its 21st 
annual stockholders’ conven- 
tion. The sessions and an ex- 
hibit were held recently at 
company headquarters. 

Operations were reviewed 
for the past year in a man- 
ager’s report at the business 
session. The company re- 
ported a 7 percent increase 
in sales for last year. 

Officers elected are: chair- 
man of the board, Harold K. 

(Continued on page 168) 
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FRED H. JOHNSON 


Fred Johnson Joins 
Vonnegut Hardware 


Fred H. Johnson has been 
named general manager of 
Vonnegut Hardware Co., In- 
dianapolis, Ind., wholesaler. 
He will take charge of the 
overall operation including 
retail, wholesale and manu- 
facturing, according to Rich- 
ard E. Kremp, president 
and chairman of the board. 

Mr. Johnson, who was 
most recently a hardware 
consultant in Florida, has 
held executive positions with 
Marshall-Wells Co., Shap- 
leigh Hardware Co. and Luf- 
kin Rule Co. of Canada. 


Harold Engh Elected 
President of Turner 


Harold V. Engh, Jr., has 
been elected president of 
Turner Corp., Sycamore, III. 
He had been executive vice- 
president. 

Several years ago Mr. 
Engh was plant manager for 
Turner. In 1958 he was 
elected a vice-president. He 
later became executive vice- 
president. 


Northern Acquires 
Watertown Division 


Northern Industrial Chem- 
ical Co., Boston, has acquired 
the dinnerware division of 
Watertown Mfg. Co., Water- 
town, Conn. 

Northern will continue to 


expand its activities in the 
plastic dinnerware field. 

George N. Wilcox, former 
dinnerware sales manager of 
Watertown, has been named 
to handle the same duties for 
the division at Northern. 
Sales representatives will re- 
main the same. 


R. J. Leander Elected 
President of Mystik 


Robert J. Leander has 
been elected president of 


ROBERT J. LEANDER 


Mystik Adhesive Products, 
Inc., Chicago. He succeeds 
Russell J. Leander, company 
founder, who has been 
elected chairman of the 
board. 

In another top executive 
change, Mystik has elected 
Robert D. Smith executive 
vice-president. 

Robert J. Leander had 
been president of Chicago 
Show Printing Co. before 
joining Mystik. He continues 
as chairman of Chicago 
Show Printing. 


McCulloch Appoints 
Blasius to Top Post 


Donald C. Blasius has been 
appointed general sales man- 
ager of McCulloch Corp., Los 
Angeles, Calif. He has been 
distribution manager since 
1959. 

Mr. Blasius joined McCul- 
loch’s sales department in 
1953 and eventually became 


Cussins & Fearn Joins Founders, Inc. 


Management, Personnel to Remain the Same 


Stockholders of Cussins & 
Fearn Co., 67-year-old Co- 
lumbus, Ohio, hardware 
chain, voted almost unani- 
mously to join Founders, Inc., 
Minneapolis. The action be- 
came effective Oct. 1, accord- 
ing to B. L. West, chairman 
of the Cussins & Fearn 
board. 

Founders, Inc., is a hold- 
ing company that owns about 
40 percent of the stock of 
Gamble-Skogmo Inc., Minne- 
apolis wholesaler. B. C. Gam- 
ble, one of three owners of 
Founders and chairman and 
president of Gambles stated 
that there would be no 
change in Cussins & Fearn 


top management or person- 
nel. 

Cussins & Fearn has 580 
employes spread over a 125- 
mile radius. In addition, it 
has a 200,000 sq ft ware- 
house and office building 
built only five years ago. 
There are 14 C. & F. stores 
in the Columbus area. 

Ray F. Wunderlich, presi- 
dent and general merchan- 
dise manager of Cussins & 
Fearn, announced that the 
move will give his firm 
greater buying power and 
will mean a bigger and bet- 
ter Cussins & Fearn. He 
said Founders expects C. & F. 
to open three new stores per 
year. 





~ 


DONALD C. BLASIUS 


manager of accessory sales. 

Bill Johnson, former south- 
eastern regional manager, 
succeeds Mr. Blasius as dis- 
tribution manager. He has 
been with the firm since 1957. 


GE Appoints Stark 


J. F. Stark has been 
named to head the newly 
formed national distribution 
operation of General Elec- 
tric’s housewares and com- 
mercial equipment division, 
Bridgeport, Conn. Mr. Stark 
was marketing manager for 
the portable appliance di- 
vision. 


Fred Irwin Promoted 
By Wooster Brush Co. 


Fred Irwin has been pro- 
moted to assistant sales 
manager by Wooster Brush 
Co., Wooster, Ohio. Mr. 
Irwin, formerly a territory 
salesman at Wooster, was 
with General Motors Corp. 
before he joined the com- 
pany. 

In another move, Wooster 
has named Robert W. Hed- 
land merchandising and mar- 
keting manager. Lee Davis, 
formerly with Canton Art 
Service, replaces him as ad- 
vertising manager. 


L. M. Hatfield Resigns 
As Janney President 


L. M. Hatfield, has re- 
signed as president of Jan- 
ney, Semple Hill & Co., 
wholesaler in Hopkins, Minn. 

Benton J. Case, chairman 
of the board, will assume the 
responsibilities of president. 
Horace P. Hill, treasurer, 
has been elected executive 
vice-president. 

Mr. Hatfield’s plans for 
the future have not been dis- 
closed. 
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John P. Carter Marks 60th Anniversary With C. M. McClung 


News of the Trade 


























* 


A diamond service pin was presented to John P. Carter (center) in a recent ceremony marking his 60th year with C. M. McClung & Co., 
Inc., Knoxville wholesaler. Shown during the presentation are, left to right: B. E. Walker, vice-president and treasurer; Raye N. Byrd, 
secretary; A. M. Roberson, buyer; Hugh M. Davis, president; Mr. Carter, salesman; F. E. Barkley, assistant secretary and assistant trea- 
surer; R. W. Riggins, chairman of the board; Marvin May, vice-president and sales manager; and Fred Atchley, assistant to the president. 
Mr. Carter will continue to cover the territory he has had for the past 50 years. 





Wholesalers Honored at Chicago Convention; 
Held Russwin Franchises 40 Years or More 


Twenty-four wholesalers 
were honored at the Na- 
tional Builders’ Hardware 
Assn. convention in Chicago 
by by Russell & Erwin Div., 
American Hardware Corp., 
New Britain, Conn. Each dis- 
tributor has held a Russwin 
builders’ hardware franchise 
for more than 40 years. 

David Muirhead, president 
of American presented 
plaques to representatives of 
the firms at a luncheon given 
at the Sherman Hotel. Dur- 
ing the ceremonies Mr. Muir- 
head pointed out that the 
wholesaler-manufacturer re- 
lationship is the backbone of 
the industry. 

On hand to accept the 
gold-leaf plaques were: O. L. 
Meister, A.H.C., Fort Pitt 
Hardware Co., Pittsburgh, 
42 years; J. J. Soeffing, 
A.H.C., Adolph Soeffing & 
Co., Philadelphia, 48 years; 
Norman Barber, A.H.C., 
Chandler & Barber Co., Bos- 
ton, 72 years; Alden Dudley, 
A.H.C., Dudley Hardware 
Co., Providence, R. I., 49 
years; H. B. Ritchie, Theo. 
H. Davies & Co., Honolulu, 
47 years; E. W. Hirsbrunner, 
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Relknap Hardware & Mfg. 
Co., Louisville, Ky., 54 years; 
Russell A. McBride, A.H.C., 
Russell Hardware Co., Bir- 
mingham, Mich., 43 years. 
Also, Martin  Keatts, 
A.H.C., Stewart Brothers 
Hardware Co., Memphis, 73 
years; Harold Bullent, 
Henry Meurs & Son, Inc., 
Rensselear, N. Y., 40 years; 
Ken Hanson, J. Knox Corbett 
Lumber Co., Tucson, Ariz., 
50 years; Bernard Lewis, 
Steel- Lewis Hardware & 
Supply Co., Wichita, Kans., 
50 years; Fritz Haines, 
Washington Hardware Co., 
Tacoma, Wash., 54 years; 
John Williamson, Smith 
Brothers Hardware Co., Co- 
lumbus, Ohio, 45 years; Har- 
lan Blachly, George Mayer 
Hardware Co., Denver, 50 
years; and Jacques Lam- 
oureaux, Durand Hardware 
Ltd., Montreal, 52 years. 
Others honored but not 
represented were: Wilson 
Hardware Co., Wilson, N. C., 
50 years; Lowell-Meservey 
Hardware Co., Colorado 
Springs, Colo., 75 years; 
Stauffer, Eshlemann & Co., 
New Orleans, 52 years; 
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Charles Holmes Hardware 
Co., Detroit, 40 years; Henry 
Lester Co., Inc., Rochester, 
N. Y., 41 years; Sunday & 
Pedrick, Scranton, Pa., 52 
years; Builders Supply Co., 
San Antonio, Tex., 40 years, 
Morse Hardware Co., Bel- 
lingham, Wash., 55 years; 
San Jose Hardware, San 
Jose, Calif., 40 years; Mar- 
tin Hardware Co., Mansfield, 
Ohio, 50 years. (See photo- 
graph on page 171.) 


Martin-Senour Names 
Swearingen as Manager 


Fred W. Swearingen has 
been appointed western re- 
gional manager of the Mar- 
tin-Senour Co., Chicago. Mr. 
Swearingen, with Martin- 
Senour since 1954, will direct 
both automotive and trade 
sales in 11 western states. He 
has been west coast trade 
sales manager for three 
years. 


Shaull Hardware Tops 
In Paint Merchandising 


Two hardware stores 
topped the field in a paint 
merchandising contest con- 
ducted by Pittsburgh Plate 
Glass Co., Pittsburgh, Pa. 

Grand prize winner was 


MILTON R. WEBER 


Milton R. Weber, manager of 
Shaull Hardware, Mechan- 
icsburg, Pa. He has received 
round trip tickets for a 
seven-day trip to Paris for 
himself and his wife. 

Second grand prize winner 
was August G. Nowicki & 
Sons Hardware, Milwaukee. 


News About Dealers: 





(Continued from page 162) 

Fairborn, Ohio—More than 
3000 customers flocked to 
the opening of FAIRBORN 
LUMBER Co.’s new hardware 
store. Benny Grimes, owner, 
pronounced the opening a 
tremendous success. There 
were 100 prize winners dur- 
ing the two-day event. 





fff Unusual Packag 
QUALITY LEVELS I 1 nusua aC agin 


A LEVEL 


ee VERY pee ||| 


Gives You What YOU Wanted 





Attractive, Uniform Bex — All 
skates are packed in this same 
size box. Identification of the 
skate inside on one end of 
each box. Easy to open. 


Neat Shelving — Uniform siz- 
ing gives you clean storage 
. easy-to-manage stock. 











THE BIG NAME | Counter Display — Each box converts into a colorful 


display, ideal for crowded counters. 
IN GUN | Carry-out Case — A diecut handle in the box converts 
CLEANING | it into a take-home carrying case. No need for special 
wrapping. 
DE LUXE It all adds up to quality packaging of top quality roller 


NEW nam 3 skates to help you. 


and 
better 
than ever! 


GUN CLEANING OUTFITS 
Show ‘CW aud you Sell ‘EM! 


Put Hoppe’s Outfits Right On Your Counter 
Millions of hunters and gun fanciers have proved Hoppe’s Gun 
Cleaning Outfits best! Hoppe’s Outfits contain everything needed 
to keep guns in A-1 condition — famous Hoppe’s No. 9 Solvent, 
Oil, patches, wipers, nylon bristle brush, cleaning rod, instruc- 
tions. All in a beautiful redwood chest (De Luxe: $3.75 retail) 
or in a sturdy green enameled steel carrier (Utility: $3 retail). 

Sells on p sight the year ‘round. Perfect for gifts. 
Display them for fast turnover. 





UTILITY 


ASK YOUR 
JOBBER FOR 
HOPPE’S 





-FRANK A. HOPPE, INC. | CHICAGO ROLLER SKATE COMPANY 


2314A N. STH STREET * PHILADELPHIA, PA. | 4455AWest Lake Street @ Chicago 24, Illinois 


Want more facts? Circle 224, p. 105 | Want more facts? Circle 225, p. 105 
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FREE SAMPLE OFFER News of the Trade 





| brief reports of 


MARK UP tA 
Ree Pee TTO ee ee nan ee eet 
utth the veul Yeu... cs p | representatives have been appointed. Jim McClendon re- 


* :——_ | | places W. C. Eberhard as sales manager to cover Texas, 
FLACHORY INK MARKER + — )\ 1 | Louisiana and part of Mississippi; R. B. Appleby, Jr. to 

i~ tw HI ' assist in Ohio, Illinois, Indiana and Michigan; William C. 
never dries up when left uncapped @ , | 


| Goodwin to assist in Kentucky, Tennessee, Alabama, 
| Georgia and part of Mississippi. 


exclusive Wet-Wick, _@ Dexter Lock Div., Dexter Industries, Grand Rapids, 
Valve Action* ad : | Mich.—Jack Reiner from assistant salesman to repre- 
: | sentative covering West Virginia and part of Pennsylvania, 
|_with headquarters in Morgantown, W. Va. 
“Ht brand-new concept... it's the ALL-NEW | 
tac re MARKER that's always ready | @ Osrow Products Co., Glen Cove, N. Y.—Charles H. 
for use. Just push down and Presto! The ink is : - Koslowsky has joined Osrow to cover Kansas, Missouri, 
flowing again... no matter how long the cap 5 _ Iowa and Nebraska. He has been in the hardware and 
has been off! ’ ' automotive fields for forty years. 
@ Writes on any surface, including metal ' — : | 
@ Contains more ink than other markers at | @ Medalist Hardware Div., National Lock Co., Rockford, 
higher prices! Ill—Harry Daly from the sales department to a newly cre- 
S Soren covers i“ : . ated territory in central and southern Illinois and western 
Gveranteed 2-miles of writing oe | Missouri. George A. Anderson to western New York state. 
Can't evaporate, completely leakproof 2 | 


ss ee “ani Oe - _@ Rogers Isinglass & Glue Co., Gloucester, Mass.—Wil- 


Made by the makers of famous Starting at o- | liam Clyde Lanham, a 20-year veteran of sales, to Georgia, 
Lewis Safety Knife and Flash 39¢ | Alabama, Mississippi, Florida, Tennessee and eastern 
Box Opener LIST Louisiana with headquarters in Birmingham, Ala. 

FOR FREE SAMPLE AND FULL PROFIT DETAILS WRITE: 


_@ Billings & Spencer Co., Hartford, Conn.—John B. Ward, 
MANUFACTURING COMPANY _ veteran hardware salesman, has joined the firm to cover 
169 MURRAY STREET, NEWARK 5, N. J. Missouri, Kansas and Iowa. He will headquarter in 


Chicago. 
CANADA: Seal-o-matic of Canada, 2 Matilda St., Toronto 
Want more facts? Circle 226, p. 105 





news in brief of 


FLAMELESS BLOW TORCH MANUFACTURERS’ AGENTS 


| @ Krylon, Inc., Norristown, Pa.—Two agencies tied for 

_ top honors in the 1960 Krylon award for outstanding sales 

_ achievement. They are: Glenn B. White & Associates, Inc., 

| Redwood City, Calif., and Newhope Corp., New York. Each 

| member of the winning organizations received an engraved 
gold pen and pencil set. 


FOR QUICK HEAT ee _@ Electric Sprayit Div., Thomas Industries, Louisville, 


3 _ Ky.—Arizona, New Mexico, Colorado, Utah, Idaho, Montana 
up to 1 ooo? e - ae _ and Wyoming to Kenneth J. Dahm Co., Denver, for Sprayit 
? ° & portable paint spraying equipment. 


Ber applications semtiving quick csnsententes A ra aie : @ E. R. Wagner Mfg. Co., Milwaukee—Tennessee, Arkan- 
heat blast up to 1000° ¥. without fleme. Soften, (a= sas, Louisiana, Alabama and Mississippi to Simpson & Co., 
form, mold and patch plastics, etc. Temperature 7 ' | WV : 

varied by air intake adjustment. 110-120 V. @ ee | Memphis, Tenn. 

AC-DC motor, 8 ft. heavy duty cord. Intermittent oe - | : , 
duty. Other models available with lower temp. Ge @ Hildreth-Baker Co., Boston—Delbert D. Eilers 
MASTER HEAT BLOWERS in laboratories or po ee §=§=—(Joined the staff of this sales representative firm. 

in productio | a a ane 

Model 12750--110 Volt : @ National Key Co., Cleveland—Michigan to Acme Asso- 


ciates, Detroit, for specialties division. 





has 





Simon Hardware Opens and a 100,000 sq ft parking 


> : | yarage is r ¢ 
For quick electrically heated air up to i>. New Central Warehouse —— nearly completed 
; or accelerating rying Re ° . 

on Se or for localized heating. “ Simon Hardware Co., Oak- Simon’s has two branch 
BE, 06, Ate sic eas Frm. NSE and, Calif, dealer, has stores under construction, 
cord. Continuous duty. 2” dia. x 3” > opened a new 60,000 sq ft The 100,000 sq ft Walnut 
long discharge nozzle. Order through — central warehouse in Oak- ; 
your local laboratory or industrial > 

500° F140 Watts a ee will serve the East Bay area. 
This warehouse is part of 


a $5 million expansion pro- 


gram under way at the 60- in the fall of 1961. Plans 

year-old firm. The main for other branches in several 
(FOUCAULT SMM | Ycet-old firm. The main for other branches in severa] 
| larged and renovated in 1959 are also being considered. 


Creek store will open in No- 
vember. A similar store in 
Palma Ceia Shopping Center 
is scheduled for completion 





Want more facts? Circle 227, p. 105 
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an inexpensive 
tool set for the ladies! 


A BEAUTIFUL, 


“A 
NE ROWERS - - - WE MAKE 


\) 
Twxens FOR EVERYONE! 


IT’S THE 


PRACTICAL, READY 
TO HANG KIT 


¢ Hammer, Solid Steel 8 oz. a 


+e 2-CUPS 
%& 5-CUPS 
+k 9-CUPS 


% 12-CUPS 
%e 14-CUPS 
%& NEW 25-CUPS 


$ aie 

© 6” Slip-Joint Plier 

¢ 6” Long Nose Plier Mx, 

Regular VA 

crewdrivers i oat 

¢ No. | Phillips , 

¢ Scratching Awl , 7 

¢ Tack-Puller jf a ) 

* 3 Hooks if /, 
i 


mn 
* 6” Angle Wrench ml /s , 


« 
2 4 


5 


l i M7 ie gy Length 15%’ 
Bee Fee Nidth 11” 
PRICED 


 - 
sol ; 


» we 


UNDER 
All Tools Highly Chromed 
Attractively Silver-Flecked 
Clear Plastic Handles * Harmonizing 


5 Retail 
Pure White Leatherette Pouch, Blue Trimmed 


SOLD ONLY IN QUANTITY FOR DIRECT IMPORT 
THROUGH ESTABLISHED WHOLESALE TRADE. 


JAMES S. BAKER (Imports) CO., INC. 


311 CALIFORNIA ST., SAN FRANCISCO 4, CALIF. 


Want more facts? Circle 228, p. 105 








KRYLON 


Advertised in Life, Saturday Evening Post, Good 
Housekeeping, Better Homes & Gardens, American 
Home, McCall’s, Ladies’ Home Journal, Popular 
Mechanics, and Sunset Magazine. 


The Brand with Demand! 


KRYLON, INC. NORRISTOWN, PA. 
Want more facts? Circle 229, p. 105 


GALVANIZED 
COPPER 
BRASS 
BLACK 


E. H. TATE CO. © 251 CAUSEWAY ST. © BOSTON, MASS. 
Want more facts? Circle 230, p. 105 


JAIE 


BETTER HOUSEHOLD 
HARDWARE SINCE 1872 





SPRAY PAINT) 


A 


BROADEN 
YOUR 
DISTRIBUTION 
OUTLETS 
WITH 

THESE 


_ SENSATIONAL 
_ ITEMS! 


WRITE 


FOR 


PRICES 
_ AND 


' CATALOG 
TODAY! 


“The ME 


ALCOA 








ALL THESE 
EXCITING .. . NEW 
D } 2-CUP AND 5-CUP 
MODELS WITH 
DUAL ELEMENTS TO 
OPERATE ON: 
12-VOLTS ... 
FOR CARS ... BOATS... PLUS 


115-VOLTS ... 
FOR HOMES ... MOTELS .. . ETC. 


TAL WARE Corgoration 


TWO RIVERS. WISCONSIN 


Want more facts? Circle 231, p. 105 
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Harlem Valley Supply 
To Expand Membership 


Plans are underway to ex- 
pand the membership of 
Harlem Valley Supply, Inc., 
Tuckahoe, N. Y. 

The firm, a dealer-owned 
hardware-housewares distrib- 
utor, plans to admit a max- 
imum of 25 new members in 
the next 12 months. 

Appointment of Richard G. 
Nichols as manager has also 
been announced. He succeeds 
H. R. Johnson. 

Officers of the firm are: 
president, P. H. Garth, Har- 
rison Hardware; vice-presi- 
dent, Walter Boese, Green- 
wich Hardware; secretary, 
W. J. Truex, Odell’s Hard- 
ware, and treasurer, John 
Fix, Jr., Cornell’s Hardware. 


Supplee-Biddle-Steltz 
Dealer Prize Winners 


Three hardware dealers 
won door prizes at a recent 
Annual Lawn and Garden 
Show held by Supplee-Bid- 
dle-Steltz Co., Philadelphia 
wholesaler, at the Philadel- 
phia Rifle Club. 

The winners and their 


prizes are: Vincent O’Dom- 
ski, Trexler Hardware Co., 
East Greenville, Pa.—Penn- 
sylvania power mower; 
J. Korn, Korn’s, Philadelphia 
—Choremaster rotary tiller; 
James Manion, Harry 
Wright’s Hardware, New 
Egypt, N. J.—Pennsylvania 
hand mower. 

Several clinic sessions were 
a feature of the show and 
were conducted by: Ed Mc- 
Glynn, True Temper Corp.; 
Joseph Sullivan, Sullivan 
Brothers; and John Galla- 
gher, American Chemical 
Paint Co. 

High point of the day was 
a cash-and-carry sale of two 
trailer’ loads of last season’s 
garden equipment. 


Franklin Elects Board, 


Officers For 1960-61 

(Continued from page 162) 
Wright, McChesney’s Hard- 
ware, Moorestown, N. J.; 
vice-chairman, G. Rodney 
Park, III, Geo. R. Park & 
Son, Wayne, Pa.; president, 
F. Leon Herron; secretary, 


Mrs. Elinor R. Bauman;trea- 
surer, John G. Pfeiffer, Pfeif- 
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fer’s Dept. Store, Sea Isle 
City, N. J.; vice-president of 
operations, Robert E. Lewis. 

Board members elected are 
Lucius A. Darby, Milton 
Hardware & Furniture Co., 
Milton, Del.; Joseph Fitzgib- 
bons, Fitz-John, Inc., Frank- 
lin, N. J.; Floyd H. Jackson, 
J. H. Jackson Lumber Co., 
Denville, N. J.; Mr. Park, 
Ill; Mr. Pfeiffer; John J. 
Shields, Shields Lumber & 
Coal Co., Greenville, Del.; 
Granville H. Sowden, Back 
Mountain Lumber & Coal 
Co., Shavertown, Pa.; J. Ray- 
mond Westerman, Wester- 
man’s Hdwe., Walden, N. Y. 

Featured speaker at the 
convention’s closing banquet 
was William A. Phair, editor 
of HARDWARE AGE. About 390 
persons attended the banquet 
and 80 percent of the stores 
were represented throughout 
the convention. 


Daisy Names Hough 


Daisy - Heddon Sales Co., 
subsidiary of Daisy Mfg. Co.., 
Rogers, Ark., has appointed 
Cass S. Hough executive as- 
sistant to the president and 


director of sales promotion. 
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Wholesaler Winners 
Get Lawn-Boy Awards 


Five top winners in the 
Lawn-Boy “Luau” competi- 
tion for distributor salesmen 
recently received their all-ex- 
pense paid vacation awards 
from John P. Litchfield, sales 
manager of Lawn-Boy, OMC 
Engines & Equipment Div., 
Outboard Marine Corp., 
Waukegan, Ill., in a group 
presentation. 

The winners (and their 
Wives) received a trip to 
Hawaii for their part in a 
nationwide Lawn-Boy promo- 
tion carrying the “Luau” 
theme. 

Winners are: Norbert 
Taylor, Morley Brothers, 
Royal Oak, Mich.; James 
Stark, Larson-Olson, Minne- 
apolis; Ralph Gillham, F. C. 
Stearns, Hot Springs, Ark.; 
J. Bonner Hasty, American 
Hardware & Equipment Co., 
Charlotte, N. C.; Myron Art, 
Shuler Distributors, Inc., 
Cleveland. 

Mr. Garber, formerly with 
Michigan Tackle Supply Co., 
Muskegon, will handle Mich- 
gan sales of specialty sport- 
ing goods. 








Kenberry GADGETS eS 

ARE PROFITABLE : s 
Sell Fast, Use oe 
Little Space 


Display as a family of : 
gadgets in one place - 
on peg boards or : 
counter bins for fast- | 
est self-service sales. % 
Serving Tongs in many #2: 
sizes, styles. Cheese © 
Slicers, Jar Wrenches. 
Deluxe Roast Rack. 
Skewers in all si 
Lacing Pins. pee 
Hangers. Potato Bake = 
Rack. Broom Clips. = 
Food Mixers, Beaters. #222225 
Many other gadgets. #2225.= 
More than 50 
Kenberry GADGETS 
Ask your jobber 


or write for list 








PusR-BLARS Ut a ‘& TURNER 
JOHN CLARK BROWN !«¢ 


ONE MONTGOMERY ST. 
SELLEVILLE 9, NV. 





Cnberry GAOGETS 





Want more facts? Circle 233, p. 105 














PAINTERS DROP CLOTHS 


D.C May Ma-Coepe Co 


DurHAM, NortH CAROLINA 


PLASTIC 
PAPER 
COTTON 








Want more facts? Circle 234, p. 105 
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ef 


300-400 W. Sedgley Ave., Phila. 40, Pa. © Garland, Texas 


Want more facts? 
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USE PECORA’s P.P:P. 
Homeowners love this 


FOR SALES 200M’ 


easy-to-apply 
tub sealer that stays so brilliant white. 
it’s one of Pecora’s P.P.P.*° (Perfect Profit Pair). They 
ask for it by name and recommend it too! 


Circle 235, p. 105 





FOR A DEMONSTRATION 


’ r 
Re ay MAt 


$1495 complete with removable serrated jaws | siic.s we 


At your tool suppliers, or write VERSA-VISE, Dept. 553, ORRVILLE ra 


___Waat more facts? Circle 236, p. 105 




















Clean up with 


GOTTSCHALK ,\ 
METAL SPONGES! 


One profitable Gottschalk sale leads to 
another... because these are the customer- 
pleasingest metal sponges made! Spirally 
spun from continuous strands of selected 
metals, so that, in normal use, they will not 
unravel, shed particles, or scratch the finest 


surface. A size and type for every cleaning ) 
and scouring job, attractively packaged 
and priced for impu!se sales. Keep 
Gottschalk in stock .. . and in sight! 
SETTER HOUSEHOLD 
~ 





GOTTSCHALK METAL SPONGE SALES CORP. ARDWARE SINCE 1872 


Dept. HA, Philadelphia 40, Pa. 








| —. H. TATE CO. © 251 CAUSEWAY ST. © BOSTON, MASS. 
Want more facts? Circle 237, p. 105 Want more facts? Circle 2368, p. 105 








‘ 


a, ALWAYS SELL GENUINE T\m, 


Ao MOILY 2 


rite for sigs mn "eee OLLY CORP. 
“ay Hoo SCREW ANCHORS and JACK NUTS. = Reading, Po. 


Want more facts? Circle 239, p. 105 
BOOM SALES WITH PECORA’s P.P.P 


Customers reach for Red Devil spouted cartridges, VW 

one of Pecora’s P.P.P.* (Perfect Profit Pair) . 

Through the years homeowners everywhere have demanded 
and rated it the top calking compound. Order yours today. 

















Ln Ew ee: 


300-400 W. Sedgley Ave., Phila. 40, Pa. © Garland, Texas 
Want more facts? Circle 235, p. 105 HARDWARE AGE, October 20, 1960 © 169 





Both sales and attendance were § Bae 


up at this year’s annual fall mer- 


chandise show held by Beck & Bae 


Gregg Hardware Co., Atlanta, 
wholesaler. There were 1272 
dealers who registered and about 
another 2000 dealer sales people 
and visitors in attendance, ac- 
cording to William A. Parker, Jr., 
vice-president and general man- 
ager. 


b 


” 


4 

ot Se 
 - 
DUO 


OBITUARIES 


Pringle P. Peeples 


Pringle P. Peeples, 68, 
president of Peeples Hard- 
ware Co., Savannah, Ga., 
wholesaler, died recently at 
Candler Hospital after a 
short illness. 


Lincoln C. Wheeler 


Lincoln C. Wheeler, 75, 
owner of Wheeler Hardware 
Store, Chanute, Kans., died 
Sept. 14 at Neosho Memorial 
Hospital. Mr. Wheeler had 
operated his store for 25 
years. 


Stewart Kendrick 


Stewart Kendrick, 66, for- 
mer employe of Higginbot- 
ham-Pearlstone Hardware 
Co., Dallas, Tex., died in a 
McKinney, Tex., hospital af- 
ter a short illness. 


Earl W. Russell 


Earl W. Russell, 73, re- 
tired salesman for Bridge- 
port Hardware Mfg. Corp.., 
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Bridgeport, Conn., died in 
Bridgeport Hospital recently. 
Mr. Russell was with the 
firm for 38 years before he 
retired in 1954. 


Louis H. Wheeler 


Louis H. Wheeler, 82, 
Hancock, N. Y., hardware 
dealer, died recently at his 
home in Hancock. Mr. 
Wheeler’s father founded the 
business, which is now S. N. 
Wheeler & Sons and operated 
by Percy Wheeler, brother of 
the deceased. L. H. Wheeler 
started in the store at age 17 
and retired in 1958. 


Albert J. Smith 


Albert J. Smith, 77, hard- 
ware store owner and quar- 
ter-century member of the 
Michigan Retail Hardware 
Assn., died Sept. 7 at Stur- 
gis Memorial Hospital, Con- 
stantine, Mich. He had been 
in the hardware business for 
30 years. He was also a 
pioneer auto body builder. 


20, 1960 


Sales inspiration was the keynote 
at the recent meeting held by 


} Crescent Tool Co. at Jamestown, 
PN. Y. headquarters. 
5 from all over the U. S. and Can- 


Salesmen 


ada looked over new products 
and heard advertising and mer- 
chandising plans for the coming 


1 year. New displays and promo- 


tion material were also shown at 
the five-day session. 





Louis Clark Bell 


Louis Clark Bell, sales 
manager of the Washburn 
Co., Worcester, Mass., died 
Sept. 1. Mr. Bell had been 
with Washburn for more 
than 43 years and covered 
several territories during his 
career as a salesman. He 
had lived in Covina, Calif. 
since 1946. 


Roy C. Magnuson 


Roy C. Magnuson, 66, 
owner of Marquette (Kan- 
sas) Hardware store, died 
recently of a heart attack at 
his store. Mr. Magnuson, an 
ex-farmer, operated his store 
for the past seven years. 


J. Vaughn Olsen 


J. Vaughn Olsen, 40, 
owner of J. Vaughn Olsen 
Co. hardware store in Price, 
Utah, died recently at Car- 
bon Hospital after a long ill- 
ness. 


Justin L. Brown, Sr. 


Justin L. Brown, Sr., 78, 
owner of J. L. Brown & Sons 
hardware store in Hillsboro, 
N. C., died Sept. 8 in Dur- 


ham Hospital after a short 
illness. Mr. Brown operated 
his store for more than 52 
years. 


Clyde M. Carter 


Clyde M. Carter, 56, re- 
tired employe of Long Lewis 
Hardware Co., Bessemer, 
Ala., wholesaler, died Sept. 
17 at Lakeland (Fla.) Hos- 
pital. 





Dates Announced For 
Wholesalers’ Shows 


Century Hardware 
Corp., Dealer Show 
and Open House, Nov. 
6, at company display 
room, 4711 W. Wool- 
worth Ave., Milwau- 
kee, Wis. 


Oklahoma Hardware 
Co., Oklahoma City, 
Annual Spring Market, 
Feb. 19-20, at Huckins 
Hotel, Oklahoma City, 
Okla. 


Dates of other wholesalers’ 
shows announced previously 
are shown in the Convention 
Calendar on page 146. 














HA Photo Angles 


A report in pictures 
of events in the trade 


Here is the first window trim to be used in the Good Neighbor Hardware 
and Housewares Stores program of Bostwick-Braun Co., Toledo wholesaler. 
The trim includes banners identifying the store as a Good Neighbor store, 
as advertised on television commercials. The window trim and television 
commercials are part of Bostwick-Braun's merchandising-store identification 
program (HA Oct. 6, p. 135) to help its dealers meet today's competitive 
conditions. 


rN 


Twenty-four distributors, who have held Russwin franchises for more than 40 years, were presented plaques by Russell & Irwin Div., American 
Hardware Corp., New Britain, Conn., at the National Builders’ Hardware convention in Chicago. Distributors and American officials 
shown, standing left to right: O. L. Meister, Fort Pitt Hardware; Jack Soeffing, Adolph Soeffing & Co.; Norman Barber, Chandler & 
Barber Co.; Alden Dudley, Dudley Hardware; H. B. Ritchie, Theo. H. Davies & Co. Standing, left to right: Martin Keatts, Stewart Bros. 
Hardware; E. W. Hirsbrunner, Belknap Hardware & Mfg. Co.; Harlan Blachly, George Mayer Hardware Co.; Wm. J. Siegenhein, execu- 
tive vice-president; Russell A. McBride, Russell Hardware Co.; Harold Bullent, Henry Meurs & Son Inc.; Evan J. Parker, board chairman; 
David Muirhead, president; E. H. McCulloch, Russwin sales manager; Ken Hanson, J. Knox Corbett Lumber Co.; Bernard Lewis, Steel-Lewis 
Hardware & Supply Co.; Fritz Haines, Washington Hardware Co.; John Williamson, Smith Bros. Hardware Co.; and Jacques Lamoureux, 
Durand Hardware Ltd. (See story on page 164). 


Representatives from all sections of the country got a preview of next season's line of garden, farm and industrial tools offered 
by Union Fork & Hoe Co., at its Columbus, Ohio headquarters. William P. Gillespie, vice-president and director of sales, 
conducted the sales meetings. Two new representatives were introduced. They are: Jerry O. Albrightson, Bay Village, Ohio, and 
William Volk, Madison, N. J. 





Classified Opportunities Section 





Help Wanted, Accounts Wanted 
Business Opportunities 
Representatives Wanted, etc. 


Set solid, maximum 50 words 
ach additional word 


Positions Wanted 
(Special Rate) set solid, maximum 
50 words : 
Each additional word 05 
Allow Seven Words for Keyed Address 
or Your Address 





CLASSIFIED ADVERTISING RATES 


BOXED DISPLAY AD RATES 
$8.00 per column inch 
5%, discount allowed for 4 or more con- 
secutive insertions of Boxed Display Ads. 


Cuts or special borders not accepted. 
Address your correspondence and replies to 


HARDWARE AGE 


Classified Opportunities Dept. 
Chestnut & 56th Sts., Philadelphia 39, Pa. 


NOTE: Samples of merchandise, literature, 
catalogs, etc., will not be forwarded to box 
number advertisers, unless accompanied by 
sufficient postage for remailing. 


No agency commission allowed. 
HARDWARE AGE is published every other 


Thursday. Classified forms close 3 weeks 
prior to publication date. 


Remittance must accompany order in form 
of check or money order, payable to HARD- 
WARE AGE—Classified Section, not currency 
or stamps. 








ai od 2) REPRESENTATIVES WANTED REPRESENTATIVES WANTED 





BROKERS 
MANUFACTURERS 
REPRESENTATIVES 


A strong and complete line of 
Pet Supplies is available in a num- 
ber of desirable territories. High- 
est commissions. Fully competitive 
pricing. Protected territories, sales 
aids and advertising. Personal as- 
sistance. Will also consider sales 
representatives with non-conflict- 
ing lines. For immediate action 


.. . write, wire or telephone: 


MR. LOUIS RINIS 


Pet Merchandisers, Inc. 
1026 Arch Street, Philadelphia 7, Pa. 
MA 7-7266 





SALESMEN WANTED 

2 Experienced Cutlery Salesmen to sell com- 
plete Robeson Cutlery Line. Sales expansion 
program offers attractive proposition for 
qualified men. Territories open (1) Missis- 
sippi, Louisiana, and Arkansas (2) Kentucky, 
parts of Tennessee and West Virginia. Send 
complete details first letter to sales Man- 
ager, 


ROBESON CUTLERY CO. 


PERRY, NEW YORK 








SALESMAN WANTED 


One of the country’s oldest bulb companies 
needs an experienced salesman to take on 
their newly developed line of bulbs in dis- 
play cases in the Chicago area. An ex- 
cellent opportunity exists to sell this exclu- 
sive line. State experience and lines now 
handling. 
Box M-13, c/o HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 





PAINT BRUSH SALESMEN WANTED 


Several protected territories open for men with 
established following now calling on Paint, 
Hardware Stores and Lumber Yards, etc. Give 
all particulars first letter, all inquiries held 
strictly confidential. Write: Majestic Brush 
Mfg. Corp., 210 W. 29th St., New York |, 
New York. 








REPRESENTATIVES WANTED 


EXCELLENT LINE for sales represen- 
tatives calling on the retail trade in 
hardware, department, variety and chain 
stores. Item has excellent repeat busi- 
ness! Good commissions. Write, egiv- 
ing territory and background. 


MIDWEST PLASTICS INCORPORATED 
208 Bates Avenue St. Paul 6, Minn. 








SALESMEN WANTED 


With following to 
Paint, Building Supply 
Yards, a leading line 
ditionally guaranteed paint brushes. Full or 
side line. Guaranteed territories. Give par- 
ticulars and territories covered in first letter. 


Box K-32, ¢/o HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 


direct to Hardware, 
Stores and Lumber 
of competitive uncon- 


sell 








REPRESENTATIVE WANTED 


Leading Hardware Jobber has opening for experienced 
salesman with following to call on Hardware, Lumber 
and Garden Supply dealers in New Jersey:—Sussex, 
Warren, Hunterdon, Mercer, Burlingten & Gloucester 
Counties. All replies confidential. Our Men know 
of this ad. 


Box K-13, e/o HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 





WANT FULL AND PART-TIME REFRE- 
SENTATIVES and area distributors for new 
line of patented “Touch Control” door knobs for 
homes, factories, etc. ‘rite us fully giving ex- 
perience and territory you are now covering. Na- 
tional Distributors, P.O. Box 4552, Portland, 
Oregon. 


ACCOUNTS WANTED 


LATIN AMERICA 
Manufacturers representatives with 
Panama offices and calling on all types 
of accounts throughout Latin America 
are interested in adding one or two good 
lines. 

Box M-24, ¢/o HARDWARE AGE 
Chestnut & 56th Streets, Philadelphia 39, Pa. 











Complete, Consistent and Conscientious Cover- 
age of Metropolitan New York and New Jersey 
to BOBROW-LEWELL Associates, 814 Broadway, 
New York 3, New York. ORegon 4-4540. 


WE GET RESULTS 








ONE VOLUME LINE WANTED FOR CHICAGO 
AREA. WILL GIVE FULL TIME IF LARGE 
VOLUME POSSIBLE. FIFTEEN YEARS EXPERI- 
ENCE, WIDE ACQUAINTANCE WHOLESAL- 
ERS, CHAINS AND MAIL ORDER CO'S. 


Box M-I!, ¢/o HARDWARE AGE 
Chestnut & 56th Sts.. Philadelphia 39, Pa. 








SALESMEN WANTED 


Calling on Hardware Jobbers, Furniture 
Manufacturers and Lumber Supply Dealers 
to represent us for the sale of Bolts, Screws, 
and Nuts on Commission Basis. State ex- 
perience. References, lines now handled, 
and territory covered in first letter. 


Box K-22, ¢/0o HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 











TWO ‘OLD PRO'S’ 


Combined Age 87 Years. Combined experi- 
ence 42 vears successful selling—starting 
own Company. Concentrated coverage 
N.Y.C. and New Jersey. Desire two lines 
to Houseware, Hardware, Garden Supply 
Dealers and Jobbers. Top trade contacts. 


Box M-!2, ¢/o HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 














CHEMICAL PRODUCTS REPRESENTA- 
TIVES WANTED, covering wholesalers, jobbers, 
distributors, houseware, hardware, garden sup- 
plies, chain, department stores. Sell NEW chem- 
ical products: Tree Stump Remover, Dog Repel- 
lent Wicks, Liquid Shoe Stretcher, Concentrated 
Glass Cleaner, Wallpaper Remover, Stocking Run 
Saver, Girdle Cleaner. MOST territories open. 
Write: NUCO Manufacturing, 2644-HA No. 
Western, Chicago 47, Illinois. 





SEVERAL TERRITORIES OPEN for manu- 
factures representatives with selling experience 
and knowledge of firearms and ammunition, to 
sell to all types of retail outlets handling am- 
munition. Selling season begins January 2, 1961. 
Write Box -29, c/o HaArpware Ace, Chestnut 


M x 
& 56th St., Phila. 39, Pa. 
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TOP MANUFACTURER OF AEROSOL 
PRODUCTS is seeking aggressive sales organi- 
zations selling to Hardware and Garden Trade 
at wholesale level only. Several territories will 
be available for the 1961 selling season. We will 
be at the National Hardware Show in New York 
City. Box K-26, c/o Harpware Ace, Chestnut & 
56th Sts., Philadelphia 39, Pa. 


AGGRESSIVE, REPUTABLE MANUFAC 
TURERS’ REPRESENTATIVE open for addi- 
tional Hardware, Housewares or Garden line for 
Metropolitan N. Y.-N. Have strong, well es- 
tablished following among Hardware, Housewares 
and Garden Wholesalers, Rack Jobbers, Chains 
and Catalog houses. Thorough know-how promot- 
ing, marketing lines for utmost potential. Box 
F-18, c/o Harpware Ace, Chestnut & 56th Sts., 
Philadelphia 39, Pa. 





MANUFACTURER’S REPRESENTATIVE 
CALLING ON THE LARGER HARDWARE, 
lumber and paint wholesalers in Texas, Okiahoma 
Best 
AGE, 


and Louisiana seeking an additional line. 
of references. Box M-19, c/o HARDWARE 


Chestnut & 56th Sts., Philadelphia 39, Pa. 





ACCOUNTS WANTED BUSINESS OPPORTUNITIES 


WELL ESTABLISHED stocking manufactur- 
ers agent seeking additional established lines re- 
quiring special sales promotion to the hardware, 
lumber and building specialty dealers. If your 
line is buried in the conventional jobber catalog 
let us handle it and intensify sales effort on it 
and increase your sales in the Minnesota, North 
and South Dakota, Iowa, Wisconsin territory. We 
maintain offices and warehouse and will stock and 
distribute. We are well financed and will carry 
the accounts. BARNEY GARDNER, 506 N. 
Prior Avenue, St. Paul 4, Minnesota. 





EXPERIENCED MANUFACTURERS REP- 
RESENTATIVE, covering wholesale hardware 
and industrial Distributors in Illinois, Wisconsin, 
Iowa and Northern Indiana seeking one addi- 
tional high grade line. Can furnish excellent 
references. Box M-23, c/o Harpware AGE, 
Chestnut & 56th Streets, Philadelphia 39, Pa. 





WANT SALES RESULTS? We get them 
because we concentrate in Michigan, Ohio, Indi- 
ana. Will handle two additional lines—only 
highest grade considered. Write Box A-10, c/o 
Harpware Ace, Chestnut & 56th Sts., Philadel- 
phia 39, Pa. 





LINES WANTED to sell on exclusive basis to 
the wholesale hardware trade in the Province of 

uebec, Canada. We have long experience in 
this bi-lingual (Fr.-Eng.) market of five million. 
Robert Walby Limited, 4805 Cumberland Ave., 
Montreal 29, Quebec, Canada. 


HELP WANTED 


SPORTING GOODS SPECIALTY salesmen 
to travel extensively calling upon the dealer 
trade. Sell ammunition January-April and other 
sporting goods items May-December. Salary, com- 
mission and travel expenses paid. Must have 
recent model car and be available January 2, 1961. 
Several territories open East of Rockies. Reply 
in confidence to Box M-30, c/o Harpware AGe, 
Chestnut & 56th Sts., Phila. 39, Pa. 


BUSINESS OPPORTUNITIES 


FLORIDA IS OUR BUSINESS 


HARDWARE STORE in Orlando, Florida, shopping 
center. Well established and located, with 300-car 
parking area. Modern fixtures, up-to-date inventory, 
with 4.250 square feet sales and display space and 
1,350 square feet in storage baleony. Truly a hard- 
ware man’s hardware store. $25,000 cash with ‘talons 
on excellent terms. A. P. Phillips Company Business 
on ata Division, (045 Legion Place, Oriande, 





BUSINESS OPPORTUNITIES 








WANTED TO BUY 
A GOING BUSINESS 


Eastern hardware manufacturer wishes to purchase 
an established business or product line with sales up 
to $1 million. Should be a proprietary line of high 
quality products having market acceptance and used 
both in new home construction and major remodel- 
ling. Prefer products which are: 

* of smaller unit value, $25 or below 

* mass produced, high production runs 

selling to hardware jobbers or home builders 
We are management engineers, compensated by our 
client. Brokers protected and replies held in confi- 
dence. Call or Write L. 8. Hones, Refer toe File 
# 187.22. 


WELLING & WOODARD, INC. 


P.O. Box 29 Jenkintown, Pa. 
TUrner 7-7790 

















DAVID T. PAPKIN 


Industrial Designer, Product Stylist 
Specializing in the Hardware, House- 
ware and Appliance fields. 


295 Central Park West # New York 24, Mew York 








SOUTHERN CALIFORNIA modern attrac- 
tive hardware and gift store. Located in well 
established shopping area, in East growing orange 
county of Southern California. Large trading 
area, plenty of free parking. Sales floor 40 x 90 
plus 40x30 storage, 6 years remaining of ex- 
cellent lease. Gross sales this year approx. $130,- 
000. Merchandise and fixtures about $48,000. Box 
M-26, c/o Harpware Ace, Chestnut & 56th 
Sts., Philadelphia 39, Pa. 





NEAR RIVERSIDE, CALIFORNIA — Very 
clean stock of Hardware, Plumbing, Paint, and 
Electrical supplies. Surrounded by new estate 
and acreage homes, between Rohr Aircraft and 
Kaiser Steel. Good building—70’ front, 50’ 
depth, tile floor, air conditioned and good park- 
ing. No close competition and no end to poten- 
tial. Approx. $20,000. Illness reason for selling 
Write ardware Owner, 3064 Pershing Ave., 
San Bernardino, California. 





WANTED—Salesmen calling on Hardware- 
Variety Dealers. S:'l direct from manufacturer 
—complete line of giass substitutes, plastic storm 
windows, and pressure sensitive tapes. west 
prices — quick repeat ee ee terri- 
tories—large commissions—Ma carried with 
other lines. DIAMOND.-T - WAXED PAPER 
CORP., 114 N. May St., Chicago 7, Illinois. 





HARDWARE STORE FOR SALE. A lead. 
ing hardware, housewares and fishing tackle store 
in a progressive, semi-industrial city of 35,000 
on the Texas Gulf Coast. Good climate, cool sum- 
mers, warm winters. An exceptional opportunity 
for an experienced hardware man with adequate 
capital. Good location, modern building 40 x 80, 
very reasonable rent. About $30,000 stock and 
fixtures. $15,000 cash to handle. Texas Hard- 
ware Co., 10 North Main St., Baytown, Texas. 





HARDWARE STORE NORTH 
FRANCISCO. Sales 1957 $149,000; 
000; 1959 $194,000. Established 
location. Fixtures $15,000; Inventory $55,000. 
Long lease available. Box -20, c/o HARDWARE 
Ace, Chestnut & 56th Streets, Philadelphia 39, 
Penna. 


( WRITE FOR YOUR FREE: ) 


v/ Complete Newest Set 
of Key Boord Tags 
vColorful Streamers 


Thot Will Brighten Up 
Your Store \\\\ 
os — Edition of ko N 
Blonk Comparative List 
STAR Key & Lock 


Manufacturing Co. 


51 South First ae 
Brooklyn, N. Y 


OF SAN 
1958 $182, 
28 years same 
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BELIEVE IT OR NOT. For less than 5¢ 
each you can buy as few as three dozen brass 
key blanks beautifully embossed with your name 
and address in permanent raised letters. Write 
today for free bulletin 2858. HAZELTON 
CHAIN CO. (manufacturers of key blanks and 
sash chain), 81 Kemble St., Roxbury 19, Mass. 


THERE IS A DIFFERENCE IN CHAMOIS 
SUNSHINE 


Yrnerch (7 pss 
GENUINE 
CHAMOIS SKIN 


Want more facts? Circle 241, p. 105 


NEW BUILDING OR REMODELING. 
We can help you. We assist you to deter- 
mine store location, size, interior, exterior, 
and display fixtures. Write for reasonable 
rates, which will save you money. Box M-27, 
c/o Harpware Ace, Chestnut & 56th Sts., 
Philadelphia 39, Pa. 


POSITIONS WANTED 


EXPERIENCED DISTRICT SALES MANAGER 


wants to represent hand tool manufacturer 
in Eastern Seaboard area. Well known by 
hardware wholesalers and industrial supply 
distributors. More than 15 years in sales 
of quality tools. 


Box a 28, ¢/o HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 























SALES EXECUTIVE. Sixteen years repre- 
senting nationally known housewares, tool and 
general hardware manufactures is interested in 
a sales manager’s position. ualifications, edu- 
cation and references will be furnished upon re- 
quest. Prefer locating in a small community. Box 
M-28, c/o Harpware Acz, Chestnut & 56th Sts., 
Philadelphia 39, Pa. 





EXPERIENCED SALESMAN, presently em- 
ployed by manufacturer, calling on wholesalers 
and dealers for over ten years, desires to associate 
with respectable manufacturer representative 
agency of manufacturer with opportunity for ad- 
vancement. Married, hard working, reliable, col- 
lege graduate. Desire Southern-eastern Seaboard. 
Box M-25, c/o Harpware Ace, Chestnut & 56th 
Sts., Philadelphia 39, Pa. 





SALESMAN—Presently calling upon hardware 
and variety stores metropolitan New York City 
area. Experience includes background in depart- 
ment store merchandising. Age 30, married col- 
lege graduate with B.S. degree Marketing. yor 
fer Metropolitan New York area. Box M-21, 
Harpware Ace, Chestnut & 56th Sts., Phil 
delphia 39, Pa. 





TOP FLIGHT HARDWARE-MILL SUPPLY 
MAN, 25 years’ experience as manager, purchas- 
ing, store sales engineer, display or merchandis- 
ing. Employed at present, eager for position with 
wholesale hardware mill supply, or retail chain. 
East coast preferred. Resume on request. Box 
M-10, c/o Harpware Ace, Chestnut & 56th Sts., 
Philadelphia 39, Pa. 





HARDWARE MAN WITH 28 YEARS of 
wholesale and retail experience. Ability to act in 
administrative capacity in either wholesale or re- 
tail hardware. Box D-17, c/o Harpware Acz, 
Chestnut & 56th Sts., Philadelphia 39, Pa. 





BUILDERS HARDWARE MAN, experienced 
in all — of sane Hardware Field. Archi- 
tects, Plans & Specs., preparation of Schedules, 
Bids, Allowances on all classes of Building Con- 
struction. Good closer. Now in st, seeks posi- 
tion in California. Box M-22, c/o HaARpWaRE 
on Chestnut & 56th Streets, Philadelphia 39, 

a 


SPRING ASSORTMENT >*SsSo 
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EVERYBODY MAKES: THEM . 
BUT HERE COMES THE 


—_———_— 
_———— 


(DEFLECTOR) 


60 ad). 
(ADJUSTABLE ) —— 
= 
50 adj. 
(ADJUSTABLE ) 
SOLD THRU JOBBERS ONLY 


CHAMPION BRASS MFG. CO. 
1460 NAUD STREET 
LOS ANGELES 12, CALIFORNIA 
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| Anchor Hocking Glass Corp. 
40 





Parker 


ALL 


METALS 
BRASS 
CHROME 
STAINLESS 
ALUMINUM 


Lowest Prices! Immediate Shipment! 


HINGES FURNISHED BLANK OR 

PIERCED TO SPECIFICATIONS — 

IN STOCK LENGTHS OR CUT TO 
EXACT SIZES. 





S. PARKER HARDWARE MFG. CORP. 


Quality Hardware Since 1900 
27 LUDLOW STREET - Phone WAlker 5-6300 - NEW YORK 2, N. Y 
“« 
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Index to Advertisers 


THE ADVERTISERS INDEX is published as a convenience and 

not as a part of the advertising contract. Every care is 

taken to index correctly. No allowance will be made for 
errors or failure to insert. 


A 


Acme Shear Co. .......... 101 
Add Sales Co. 158 
Ajax Wire Specialty Co.... 173 
Allen & Co., Inc., S. L..... 58 
American Bleached Shellac 

Mfrs. Assocs. ....... ... 140 
American Biltrite Rubber Co. 53 
American Chain Div. 

American Chain & Cable 


Pennsylvania Power Mower 
Div. 50 
American LaFrance 


FP-CP Div. 30 


| American Machine & Foun- 


dry Co., DeWalt Div..... 153 
Ames Co., O. 4 


41 


| Animal Trap Co. of America 146! 
| Artwire Creations, Inc. 159 
Arvey Corp. .. eon. ee 


Atlas Tool & Mfg. Co.. aia Bas 44 


Baker Co., James S. — . 
Ballanoff Metal Products Co. 16! 
Black & Decker Mfg. Co..... 157 
Borden Chemical Co. 
A Div. of The Borden Co. 
55, 56, 57 
Borg-Erickson Corp. ae Oe 
Bridgeport Hardware Mfg. 
Co. oo 
Brown, Inc., John Clark... 168 
Butcher Polish Co. 103 


Cc 
So ee eee 
Campbell Chain Co. ... . 122 
Campbell-Hausfeld Co. .... 16! 
Carter Industries .. ..... 154 
Champion Brass Mfg. Co... 174 
Champion DeArment Tool 

Co. 70 
Chapin 
Chicago Roller Skate Co... 
Clayton & Lambert Mfg. Co. 
Cohn-Hall Marx Co. 

Comark Plastics Div. .... 
Columbian Rope Co. ~ 
Columbian Vise & Mfg. Co. 
Connecticut Valley Mfg. Co. 
Continental Scale Corp. 
Crescent Tool Co. 


D 


Dayton Bait & Marine Prod- 
ucts Co. _. 174-175 


Dearborn Stove Co. ice ae 
Dempster Mill Mfg. Co. .. 129 
Desmond-Stephan Mfg. Co. !54 
Detecto Scales, Inc. . 
DeWalt Div., American 
Machine & Foundry Co... 153 
Diamond Expansion Bolt Co.., 
Inc. ena da odo ne 
Disston Div. 
H. K. Porter Co., Inc.. 126-127 
Dixon Crucible Co., Joseph 
Graphite & Lubricants Div. 6! 
Drop-Lite Electric Mfg. 
Corp. i srg 
DuPont de Nemours & Co., 
Inc., E. 1., Polychemicals 
Dept. ‘Zytel” | 62 
DuPont de Nemours & Co.., 
Inc., E. 1., Polychemical:- 
Tynex-Paint Brush 42-43 
DuPont de Nemours & Co., 
Inc., E. 1, 7 Specialties 
Div.—Finishes Dept... . 134-135 


E 


Eagle Mfg. Co. _... . 46 
Eastman Chemical Products, 
a SAYA Li 48-49 
Edward Can Co. ._.. 118 
Evans Rule Co. 68-69 
SHOU TA. kicccecs Hp Fe J 26 


F 


Faultless Caster Corp. 
Firestone Tire & Rubber Co. 
Flash Mfg. Co. ... | 
Foley Mfg. Co. 

Fuller Tool Co., Inc. 


G 

General Electric Co. 

Christmas Lamp Div. .¢ ae 
Gering Plastics, Div. of 

Studebaker-Packard Corp. II! 
Glamorene, Inc. 16-17 
Gottschalk Metal Sponge 

Sales Corp. 169 
Graham & Co., Inc., John H. 

G. W. Griffin Co. . 5 


H 


Hankscraft Co. 159 
Hanson Co., Henry L. 133 
High Standard Mfg. Corp... 121 
Hines-Park Foods, Inc 
Duncan-Hines Inst tute 159 
Hoppe Inc., Frank A. 165 
Hoyt & Worthen Tanning 
ee 173 
Huenefeld Co. 178 
Hyde Mfg. Co. <> ee 
Hy-Ko Producis Co. 152 





Spinning Float 


Water Weighted 


DAYTON BAIT AND MARINE 


PRODUCTS COMPANY 


2701 S. Dixie Dr., Dayton 9, Ohio 


In Canada: Dayton Bait Reg., 11580 Poincare Street, Montreal 12, Quebec 


Want more facts? 
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Indestro Hand Tool Div. 
Duro Metal Products 


Jacobsen Mfg. Co. 


K 


Kennedy Mfg. Co. 
Kenner Products Co. 
Kester Solder Co. 
Krylon, Inc. 


L 


Larson Co., Charles O. 
Libbey Glass Div. 

Owens Illinois Glass Co. 
Liberty Distributors, Inc. 
Lufkin Rule Co. 


M 


M & D Store Fixtures, Inc. 
Magic lron Cement Co., Inc. 
Magna-Bond, Inc. 
Mann Edge Tool Co. 
©. A. Norlund Co. 
Marshalltown Trowel Co. 
Master Appliance Corp. 
May Ma-Crepe Co., D. C. 
Mayes Bros. Tool Mfg. Co... 
McGill Metal Products Co... 
McGraw-Edison Co. 
Toastmaster Div. 
Melnor Industries, Inc. 
Metal Ware Corp. 
Mid-America Lawn, 
den & Outdoor Living 
Trade Show 8 
Miller Co., Inc., Robert E.. 
Minnesota Mining & ro 


Co. 
Molly Corp. 


N 
National Mfg. Co. 

Norlund Co., O. A., Div of 
Mann Edge Tool Co. . 
North & Judd Mfg. Co. ... 
Northwestern Steel & Wire 

°. 


Outboard Marine Corp. 1! 
Ox Fibre Brush Co., Inc... 


Pp 
P & C Tool Co. 


Panzer Products, Inc. 

Parker Mfg. Co. 

Parker Hardware Mfg. Corp. 
S. 


Pecora, Inc. ; 168- 

Pennsylvania Power Mower 
Div., American Chain & 
Cable Co. 

Perfect Line Mfg. Corp. 

Pioneer Rubber Co. : 


35-38, 


176 


. 141 
.. 100 


116 
149 
99 


. 158 
. 176 


166 
168 
165 
138 


24-25 
39 | 


Swingline, Inc. 


174) 





Pittsburgh Plate Glass Co. 
Brush Div. 

Porter Co.., 
Disston Div. 

Prizer Ware Div. 


. 126-127 


Textile Machine Works... 13 


Quick Mfg., Inc. 


QR 
Red Devil Tools 


Remington Hardware Co., 
Inc. =: 
Revere Copper & ‘Brass, Inc. 
19-20 
Richards-Wilcox Mfg. Co... 2 
Rival Mfg. Co. ......... 63 


S 


Sandvik Saw & Too! Div. 
Sandvik Steel, Inc. 
Sherman Mfg. Co., H. B. 
Shetland Co. 
Shuford Mills, Inc. 
Slip Seal Co. ... 
Standard Screw Co. 
Standard Tool Co. 
Stanford Pottery, Inc. 
Stor Key & Lock Mfg. Co.. 
Star Metal Products Co. 
Supplex Co. 
Div. of Amerace Corp. .. 
Swan Rubber Co. .. 142- 
Swing-A-Way Mfg. Co. 


123-124, 125 


T 
Tap-A-Line Mfg. Co. 


Tate Co., E. H. ...167, 169, 176 


Taylor Lock Co. , .. 021 
. 2 2a . 176 | 


Toastmaster Div. 
McGraw-Edison Co. 


Toro Mfg. Corp. 32-33 


Turner & Seymour Mfg. Co... 175 


U 


| Union Fork & Hoe Co... 1, 5! 


United Mineral & einer 
ae 21 


¥ 
Vichek Too! Co. 152 


WwW 


Wallace Silversmiths . 15 
Washburn Co. ...... 31 


Wear-Ever Aluminum, Inc. 150 


Weller Electric Corp. soe | 


Wessel Hardware — .. HG 


| Will-Burt Co. . 169 | 


169 | Woodhill Chemical Co. _.. 176 


50. 


. 175) 
- 148) 


| Worthington Co.., 


Y 


Yale & Towne Mfg. Co. 
Div. Lock & Hardware 


George 29 





| _—_ 


in Canada: Dayton Bait Reg., 


em QregZon has it... 


Counter Display 


One to fit your need. 


iE 
RODUCTS COMPANY 


2101 S. Dixie Dr., Dayton 9, Ohio 


11580 Poincare Street, Montreal 12, Quebec 


Want more facts? Circle 245, p. 105 
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best-sellers by Perfect-Line 


Perfect-Line’s new one-gang T-11 box SAVES TIME, LABOR AND 

MONEY. Replaces 3 ordinary boxes, weighs 2 less and comes 

with 3, 4 or 5 4%” or 3%” tapped holes. Takes al! std. weather- 

proof devices, lamphoider plates or blanks. For grounding 

specify TG-11. Window-box pkgd. 2 aluminum plugs sup- 
plied. Only 234”x442”"x2”. 


ONE-GANG WEATHERPROOF 
CAST ALUMINUM 
MULTI-PURPOSE 


FLUSH-DUPLEX 
WEATHERPROOF 
“DUO-LOK” 
RECEPTACLES 


New grounding-type P-L Receptacle or Receptacle Switch comes 
with dual position ‘‘Duo-Lok’’ snap-caps. Protects fingers and 
cords and provides completely weatherproof seal. Made of die- 
cast aluminum, the ‘“‘Duo-Lok’’ comes with long-life stainiess 
steel hinge-springs, gasketed die-cast cover, rubber mat & 
mtg. screws. Handsomely packaged to sell on sight. 


PERFECT-LINE MFG. CORP. 


HICKSVILLE, L. I.. NEW YORK « WE 1-3330 
Want more facts? Circle 246, p. 105 








new! 
compact 
chain 
display 





Try this space-saving sales promoter. A full as- 
sortment of 4 reels of most popular, fast-moving 
types and sizes of Turner & Seymour small chain. 
Write for descriptive literature. 


And don't forget the complete line of Turner & 
Seymour chain, including sash, jack, register, safety, 
furnace, universal, cable, double loop, and others 
in many sizes. 


THE TURNER & SEYMOUR MFG. CO. 


TORRINGTON, CONNECTICUT 


Want more facts? Circle 247, p. 105 
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YOU CAN'T AFFORD TO FORGET! 
the ORIGINAL 
TIME-TESTED [BRANDED] PLASTIC ALUMINUM...one of 


DEPENDABLE TOOLS the fine products in the nation’s 
most complete line of fix-it items. 
And be sure to stock 


 STILLSON TYPE : R ] | Order from your Jobber 


DRILSAW ; WRENCHES THE WOODHILL CHEMICAL CO. 


“The mother-in-law approved line” 
1390 East 34th Street Cleveland 14, Ohio 





—_—_ 
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BULL DOG / % 


All Steel Construction — Strongest By Test 














= helps build your reputation 








for quality. 


p2 sizes and 


= styles 
' “ : + Threads will not chew out 
A true tension buckle; the more 
pull, the more grip on threads 


BETTER MOUSEHOLD See Your Jobber or Write for Literature 
HARDWARE SINCE 1872 
| CHAS. O. LARSON CO. Sterling, 
E. H. TATE CO. © 251 CAUSEWAY ST. © BOSTON, MASS. . CHIns- ©. GANSe Ilinois 
Want more facts? Circle 251, p. 105 

















Genuine 
Original 


Wonderful for all WOOD and METAL Furniture 
Glide Softly, Silently, Smoothly 


3-COLOR DISPLAY BOX 


Colorful . . . Eye-Catching. Sells on Sight 
One Set of 4 Contains | doz. cards of either %"’ 


: . ' 4" or I" DOMES. DOMES have 
on a 3-Color Card geome point nail. Case hardened steel, burnished nickel plated mirror 
6 SIZES: %", %", I", 


fhe ona ge Both Container and Cards in 3 COLORS 





Ack your Jobber or write ROBERT E. MILLER & CO., INC., 35 Pearl St., New York 4, N.Y. 
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When it comes to 
WwooD SCRAPERS... 


Everybody reaches for 














The Red Devil scraper line covers all your customers: the “pros,” 
the home craftsmen, the buy-minded do-it-yourself trade. Sell 
Red Devil scrapers including the famous Hook and Big Hand 
lines and new Dragon-Skin—you give ’em exactly what they’re 
after ...in blades, in handles, in “feel,” and in price. 


With every Red Devil tool, you get the full benefit of sure-fire Red Devil displays, 
pre-priced carding, and national advertising. Plus the profit protection of Red Devil’s 
full 40% discount. 


Don’t miss out! Take advantage of Red Devil's 3 different sizes of 
merchandisers, free with dozens of tool assortments that 
fit the needs of every store. Ask your jobber, today! 


Devil Tools. 


na UNION, New Jersey, U.S.A. 
World’s Largest Manufacturer of Painters’ and Glaziers’ Tools—Since 1872 





